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Dependable 


Batting better than .300 for 18 con- 
secutive years—that’s Ty Cobb’s 
record as a dependable slugger. 








He has used one make of bat—the 
Louisville Slugger — for he has 
found it dependable. 








Leading dealers in athletic goods 
know that the complete line of 
Louisville Slugger base ball bats is 
just as dependable for sales as Cobb 
has found them for making hits. 










You can depend on a strong de- 
mand for them, and you can de- 
pend on them giving satisfaction. 








We suggest that you get your orders 
to your jobbers promptly and be 
rate, when the umpire calls “Play 
all.” 












-Hillerich & Bradsby Co. 


Louisville Kentucky 
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You’ll sell more 


hedge shears if 


you sell DISSTON 


Your customers know, just as you do, that 
the name ‘‘DISSTON”™ on hedge shears is 
their sure guide to satisfaction, their buy- 


word that means value. 


_ Think of the security you have, too, in 
selling the hedge shears that attract, please 


and hold your trade for you. 


Disston Hedge Shears sell and 


because they are forged from Disston Steel 


HARDWARE AGE 
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All Disston Hedge Shears have 
this tension nut 
It does away with springs and gears and 






gives exactly the tension desired, instantly. 
A grooved bolt slips through the first blade 
and is threaded into the second blade. After 
the bolt is tightened to the tension desired, it 
is locked in place with{a washer, and lock-nut. 


Bae 


A 


stay sold 


in the Disston way, and tempered and ground 


to suit the work they are to do. 


Disston Hedge Shears No. 30 


Blades 8, 9 or #0”, hollow ground, 


, either full polished with black e 
The blades are hollow ground. They handles or black with natural finish (ie 
always close on the keen cutting edge. The handles. Notched as illustrated, to | 
patent Disston bolt and lock-nut are instant- ade gen d prevent slipping. Tangs 
ly adjustable, without springs, to any tension extend through the handles and are | 


desired. 
To increase your sales, point to 


DISSTON on Disston Hedge Shears. Same as No. 30 except not notched 


Order from your jobber and write us for 
sales-making Hedge-and-Lawn- Tools Folders Same as No. 30 except that they 
for use on your counter or in your mail. 


Address Dept. 1. 


riveted at the .ends. Has Disston | 
Patent Tension. 


the name Disston Hedge Shears No. 20 — ’ Me 


Disston Hedge Shears 
No. 101-A 





have half tang. . 
Disston Hedge Shears No. 100-A 


Same as No. 101-A except without notches in the 


blades. 
HENRY DISSTON & SONS, Inc. Disston Ladies’ Pattern Hedge Shears 
Makers of “The Saw Most Carpenters Use ”’ Hollow ground, 6%” blades, either full polished or 


PHILADELPHIA, U. S.’A. 


‘SAWS TOOLS FILES 


black, both with natural-finish handles. A handy tool 
for all light work. 


STON 


January 10, 1924 
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Evidently We Made 
A Hit! 


Te 1924 Policy of Pyrex has been received 
with wide acclaim. 





Merchants and jobbers have expressed their ap- 
preciation of this progressive step by greatly in- 
creased orders for Pyrex ovenware and teapots 
for immediate shipment—heralding the biggest 
year in Pyrex History. 


Don’t forget that the Pyrex Service Department 
is ready to furnish newspaper advertisements, 
window and store displays without charge. 
Write your requirements at once and start the 
year right. ee ae 


No Home Can Have Too Much 


PYRE. 


Transparent Ware 





Pyrex Ovenware 
Pyrex Tea Pots 
Pyrex Nursing Bottles 


Pyrex Sales Division 
CORNING GLASS WORKS, Corning, N. Y. 
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When Radio called Eveready was ‘ready 
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One of a series of Eveready Radio Battery advertisements now appearing ‘in leading 
national publications. 

Bringi B to Y C C 
Eveready national advertising in scores of popular, semi-technical 
and technical publications brings buyers to every store. Take an 
Eveready Radio Battery off the shelf, wrap it up, and cash your 
profit. Fast-selling, friend-making, peppy batteries. There is an 
Eveready Radio Battery for every receiving tube. 

Ask your jobber 
NATIONAL CARBON COMPANY, INC., New York and San Francisco 
Headquarters for Radio Battery Information 
CANADIAN NATIONAL CARBON CO., Limited. Factory and Offices: Toronto, Ontario 
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TEN DOLLARS 
FOR YOU 


SEND LETTER FOR CONTEST 


Subject: ‘‘Here’s Why I Recommend 
Atkins Silver Steel Saws 
To My Fellow Hardware Dealers”’ 


We have a ten dollar check for the writer of all letters which we publish dur- 
ing 1924 on the above subject. Here’s an opportunity for you to make an easy 
ten dollars. Write us a letter on the stationery of the concern with whom you are 
connected telling why you would recommend Atkins Saws to another dealer. 


Such points as the following can be incorporated in the letter: 
First—Quality of Atkins Silver Steel Saws 


Second—The exclusive features such as the Damaskeen and Mirror finish 
Third—tThe Perfection handle 

Fourth—tThe taper grinding 

Fifth—The guarantee 

Sixth—tThe straightforward policies of the company 

Seventh—tThe selling assistance and the advertising 


Our contests for the past four years have met with such hearty approval of the hard- 
ware dealers that we believe there are many dealers who have sold themselves or have 
been sold on handling our saws who would be glad to write us a letter for this contest. 


The first ad of this series will appear next week, and we hope that you will send us a 
letter at once so you will have a good chance of winning a ten-dollar check. Please bear 
in mind that we will give a worthwhile souvenir to everyone sending a letter but who does 
not win ten dollars. 


Address all communications to Contest Editor, c/o E. C. Atkins & Company, Indian- 
apolis, Indiana. 


E. C. ATKINS & COMPANY 





Established 1857 **The Silver Steel Saw People’’ 
HOME OFFICE and FACTORY, INDIANAPOLIS, IND. 
Canadian Factory: Hamilton, Ont. Machine Knife Factory: Lancaster, N. Y. 
BRANCHES: 
New York Memphis New Orleans SanFrancisco Seattle . Paris, France 
Chicago Atlanta Minneapolis Portland Vancouver, B.C. Sydney, N.S.W. 
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When Perfection Depends On Accuracy 


Forty men—soaring 2000 ft. above the earth—miles from a 
repair shop—in this monster bird of the air— 


Only their utmost belief in the accuracy of its minutest de- 
tails could lead them to so confidently leave earth behind. Such 
confidence could only come from their knowledge that flawless 
materials, most skilled workmanship, and the world’s finest and 
most accurate tools entered into its construction. 


Brown & Sharpe Tools, “The Standard of the Mechanical 
World” for accuracy, insure the utmost confidence that the result 
will be mechanical perfection. 


If it’s Brown & Sharpe—it must be right. 


BROWN @& SHARPE Mfg. Co. 
Providence. R. I, U. S. A. 
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BROWN @ SHARPE TOOLS 


**‘The Standard of the Mechanical World’’ 
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Plant and Product—Both Justly Famous 
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KIDDIE-KAR Regular KIDDIE-KAR Special KIDDIE-PEDAL-KAR 






\ 
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KIDDIE-KOASTER 


No. 305—KIDDIE-KarT 





KIDDIE-ROAD-RIPPER 





KIDDIE CARS and “KIDDIE” Vehicles are always depend- 


able, always in demand, always profitable merchandise. 





H. C. White Company North Bennington, Vermont 


New York Sales Office—Fifth Avenue Building 
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The OVERLAND Takapart 
Wheel, with 1 in. tire, makes 
kids happy and tire changes 

easy. 








No. 1048 


Overland Junior Wagon 














No. 1047 


Overland Pedal Car 









Overland Scooter 


No. 1054 


Overland Scooter 


No. 1029 


Overland Scooter 
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Sell a Proved 
Success! 


HERE is overwhelming proof that 
OVERLAND Coaster Wagons are a 
selling success. 








In September, we took all the men from our 
foundry and some from other departments 
and put them at work on wheel goods. We 
practically doubled our wheel goods force, 
worked three nights a week and every Satur- 
day afternoon, and could not catch up with 
OVERLAND orders until December 15. 


And another proof is the distinctiveness of 
OVERLAND wheel goods on your floor. 
They are the finest wagons and cars on the 
market, far ahead in strength, materials and 
design. No youngster can see them in your 
store and not want one of them. Give him 
a chance to want it. Send an order for 
samples at least, today. 


HUNT, HELM, FERRIS & CO. 


Harvard, Illinois 


SAN FRANCISCO, CAL. LOS ANGELES, CAL, 
MINNEAPOLIS, MINN. ALBANY, N. Y. 
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Why is the man who sells skates 
like the man who wears them? 








1. Alumos are different—an en- 
tirely new principle in the manufac- 
ture of skates was developed in the 
manufacture of Alumos. The steel 
runner and aluminum body are mold- 
ed together in one operation. 


2. Alumos are light—the only 
aluminum skate—made of an alumi- 
num alloy that will not rust and takes 
a permanent finish. 


3. Alumos are strong—practically 
indestructible, because of the selected 
material and the patented construc- 
tion. 


4. Alumos are convenient — no 


HAT’S easy—because they 
both want skates that move 
fast and don’t have to be 
_ pushed hard. That’s why they 
both pick Alumos—the popu- 
lar aluminum skates that have 
come into prominence in the 
last three years—they are new 
—they’re different and they’re 
better than other skates. Ask 
anyone who has tried Alumos 
and they'll say that they like 
them better than other skates. 
Ask any dealer who carries 
them and he'll say that. they 
sell faster. 


ALUMO combinations sell fast because— 


rivets or joints to collect rust or 
loosen and come apart. 


5. Alumos are fast —scientifically 
made to give the greatest speed. 


6. Alumos are snappy looking— 
Their patented construction makes 
possible unusual beauty of form and 
finish. Alumo Skating Shoes equal 
Alumo Skates in their markedly styl- 
ish appearance. 


7. Alumos are advertised—lIf you 
are not already carrying Alumo 
Skates, start now, the season is still 
on. Ask your jobber immediately 
for samples and detailed information, 
or write direct to us. 


INTERNATIONAL DEVELOPMENT CO. 
Malden, Mass. 


Alumo Skates 
and Skating Shoes 
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Prepare for 1924 —the Greatest 


MERICANS of all classes, have found their 
favorite vacation—a camping trip, prefera- 
bly made by motor. 


During the past year, more than 598,000 motor- 
ists registered at the Government camp sites and 
National Parks alone. Observation showed a big 
percentage of these carried folding camp furniture. 


Gold Medal was the popular favorite everywhere. 
It invariably attracted enthusiastic comment 
for its compactness, its convenience, strength and 
practical usefulness. 


This alone would greatly increase its demand dur- 
ing 1924. Coupled with this is the fact that Gold 
Medal will be advertised during the coming months 
more extensively and effectively than ever—in the 
Saturday Evening Post and several other national 
publications. 


1706 Packard Avenue 


“GOLD MEDAL 


Camping Year in History 





10, 1924 


Hardware Dealers—These increased sales are 
ready for you, if you handle Gold Medal, the line 


that is established as the quality leader. 


Offer 


the best value, and you’ll profit accordingly. 
Here’s what oneretailersaysabout Gold Medal— 


Gold Medal Camp Furniture Mfg. Co. 
Racine, Wis. 
Gentlemen: 

I have been Selling “Gold Medal” products 
for years with success, and with absolute satis- 
faction to my customers and myself. And I in- 
tend to continue selling ““Gold Medal” (nothing 
els¢) so long as I remain in business. 

Thanking you for your willingness to co- 
operate at all times, I remain, with best wishes 
for your continued success, yours very truly, 


(This dealer’s name and ad- 
dress furnished upon request.) 


By acting now you will gain the full benefit of 


Gold Medal’s extensive plans to multiply 


sales 


for good dealers. Write for full details of this Plan. 
GOLD MEDAL CAMP FURNITURE MFG. CO. 


Racine, Wisconsin 


TRADE MARK REG. 


FOLDING FURNITURE 


For 31 Years the Recognized Leader 











a ay, TM ab 


Tt, Ree he a : 
ie S-. 
eee. Ee, Pt SE IS 








i 


af 
i‘ 
a 
i 
“an 

% 

} 





January 10, 1924 


HARDWARE AGE 


11 











W hat 
Henry Display Rack 
Users Write 


“Paid for themselves the first season 
in increased sales and we now have 
the racks for many years to come.” 
They have 48. 


“Saved 65% Floor space, increased 
sales 50%. Order now going through 
for more.” This firm has 30. 


“Sales were made easily without re- 
moving mdse. from racks—practically 
acted as silent salesmen. The racks 
assisted us materially in making our 
sales the greatest in our history.” 
This firm has 52, 





Don’t forget, you know we sell 
Sheboygan Wagons and Flexible Fly- 
ers too. 


Display is the Thing! 
But How? 


Henry. Display Rack is the answer 
for children’s vehicles. 


It will display—really display— 
Three large vehicles of any kind in 
the floor space of one. 


Each and every part of each piece 
separately so that you can operate all 
moving parts without disturbing the 
vehicle. 


See how we do it at the 


BRESLIN TOY FAIR 
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HENRY 
DISPLAY RACK 


Patents applied for 





If your floor space is worth $3.00 
per square foot per year a double rack 
will save you $54.00 per year in rent. 

And will increase sales 25% to 50%. 


Can you afford not to have them? 

You can’t! 

Let us prove it in Rooms 510-512 at 
the Breslin Toy Fair. 
ORIGINATED AND MANUFACTURED 

BY 
C. P. HENRY CO. 
AUBURN, N. Y. 








Henry 
Display Racks 


You know, to figure what an article 
will do is one thing,—but to have 
others use it and tell you it does all 
you claim and more—simply proves 
you are right. 


Doesn’t it? Sure it does. 

Alright then stop at Rooms 510-512. 
BRESLIN TOY FAIR 
Seeing is Believing 
SEE How WE CANn HE Lp You 
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JAzz WICGLER 50¢ 


lY2 OR 5&8 OZ. 


The Latest Al. Foss Creation 


The Jazz Wiggler has been designed with two purposes in mind: 

First, to make a Pork Rind lure that will be the last word in effectiveness as a fish- 
getter. 
Second to produce a lure without sacrificing quality or effectiveness which, 
through simplicity in manufacture, can be sold at a popular price. 

We are the first to use pressure die casting for a fish lure. Most lures placed 
on the market are of questionable effectiveness, and the most the manufacturer can 
hope for is two or three years of. active sales. This makes the cost of specially con- 
structed dies prohibitive to the average lure maker. 

All Foss Lures must stand over one year’s grueling test in the hands of Mr. Foss 
and his angling friends before being placed on the market. One catch by Mr. Foss 
of seventy-one bass in one day in Northern waters on the Jazz Wiggler is typical of 
this lure’s effectiveness. 

The tremendous expense of the special jigs and dies for the Jazz Wiggler will be 
quickly worked out in the large volume production. Materials are in hand and pro- 
duction started on the first two hundred thousand. 

Among the reasons why the Jazz Wiggler will sell big is it will take as many, or 
more, fish than any other Competing Pork Rind Lure, regardless of price. 

It has the lowest center of gravity of any lure of this type—positively cannot 
turn over. Minimum amount of air resistance—casts easily. 

Nothing movable but the self-clearing spinner. More “‘weedless” than any of 
the so-called weedless baits—yet has no wire guard to ward off the strike. 

The Jazz Wiggler is made in two sizes: Y% oz. with 3/0 hook, and % oz. with 
5/0 hook. 

Packed attached to individual cards twelve to a carton. 

We pledge our word that they are better in every way than any of the imitations 
costing double as much. 

Designed and made by 


AL. FOSS 


19 Winter Street Cleveland, O. 


Note:—Like the other Al. Foss Pork Rind Minnows, the idea for the Jazz Wiggler is 


original with us—not stolen from some competitor. 
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[5 you are already selling the 
“Lucky Dog’ athletic goods, 
you will be interested in the 
line and new Catalogue for 
1924. If you are not ‘one of 
the “Lucky” ones, you should 
get the new D & M Catalogue 
and dealers’ prices before plac- 
ing an order for anything for 
the coming year. 


You can just as well carry - 


the line that is up-to-date and 
everybody's favorite, indorsed 
and used by the biggest of the 
big leaguers and sells easily. 


Mail a post card at once to your jobber or 
to us for full dealer information concern- 
ing the ‘‘Lucky Dog’’ for 1924. 


THE DRAPER-MAYARD CO. 
Plymouth, New Hampshiré 
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Announcing the New 


“Lucky Dog” Line 
for 1924 

















Front cover of 
New D& M Catalogue 
for 1924: 
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6 png growing interest in air rifles all over 
the country is astonishing. 


The increased demand for Daisy Air Rifles 
during 1923 taxed the capacity of our fac- 
tory to the utmost. It was only by the great- 
est efforts that we were able to keep up with 
the unusual rush of orders. 


There is a very important lesson in this 
situation for every dealer who handles Daisy 
Air Rifles. The air rifle is no longer consid- 
ered a toy, a passing fad, or a holiday item 
to be pushed only at Christmas time. It is 
a nation-wide sport, and the Daisy Air Rifle 
is considered everywhere as the standard 
for the millions who are taking up the fas- 
cinating sport of target practice. 


Pacific Coast Branch: 


PHIL. B. BEKEART COMPANY, Managers 


717 Market Street, San Fra..cisco, Cal. 
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In 1924 this widespread interest in Daisy 
Air Rifles is bound to increase. Our national 
advertising has long ago placed the Daisy 
in the position of unchallenged leadership. 
Our campaign for 1924 wili continue 
throughout the year, in a more compelling, 
dominating way than ever before. 


Makeup your mind to sell Daisy Air Rifles all 
through the year. Get some of the extra prof- 
its that live dealers everywhere are getting. 


Our advertising features the famous Daisy 
Pump Gun, a remarkably fine repeating rifle 
of splendid value at $5.00. Other Daisy mod- 
els from $1.00 to $4.00. Order from your 
jobber, or write us for information regarding 
the Daisy line. 


Southern Representatives: 


January 10, 1924 


1924 Will Be The Greatest Air Rifle Year Ever 


DAISY MANUFACTURING COMPANY, Plymouth, Mich., U. S. A. 


LOUIS WILLIAMS & COMPANY 


28 Noel Block, Nashville, Tenn. 
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View below shows 
how the propeller 
can be locked up 
out of water if 
desired. 


























Break Your Sales Record With 
the Speedy, Light Weight, Non- 
_ Vibrating Liberty Twin 


Now it’s here! The outboard motor that answers every question and 
every requirement without any “ifs” or “ands.” The six-year proven 
principle of the direct drive is now offered in a two-cylinder motor of the 
same type, with the added advantage of light weight, compactness and 
eliminating vibration. For two years our engineers have been designing 
and perfecting a motor of this type worthy of the Caille name. Now the 
public and dealers are offered a motor that is bound to meet with instant 
popularity—bound to be one of the fastest sellers, biggest money makers 
dealers have ever known. No other motor embodies all these features 
—light weight, actual tilting, Bosch magneto, Zenith carburetor, Dow 
metal pistons, American hammered piston rings, welded aluminum 
gasoline tank, oversize bearings, chrome nickel steel crankshaft, rudder 
control after stopping motor —speed, steering and stopping control all 


under one hand. Compare these specifications, then you will decide 


to buy the light weight 





operates on the same principle as a regular launch motor. The shaft extends straight out 


from the stern of the boat. The power is delivered direct from motor to propeller. It has no 
bevel gears to waste power. The propeller seeks its own level in the water. It automatically 


rises over sunken obstructions without injury. 


Goes Through Weeds 
Like an Eel 


Three years ago we challenged any rowboat motor: 
regardless of price or type, to follow a Caille 
Liberty Motor through weeds and shallows. That 
challenge has never been accepted and still stands. 
The Caille Liberty Twin goes.through weeds like 
an eel. It will drive a boat wherever it will 
float. When landing, it sends the boat well up on 
shore. It is unmatched for speed and is the only 
motor that gives you 100% use of your boat. 


Has Bosch Ignition 


What more need we say? Every Caille Liberty 
Twin Motor is equipped with the Bosch *‘ Rocking”’ 
Type Magneto, designed by Caille and Bosch 
engineers, which gives a hot, uniform spark at all 
speeds. Should any customer ever have ignition 
trouble, you need but refer him to any of the 2,100 
Bosch service stations throughout America. Fly- 
wheel type magnetos must be repaired at the factory. 


Twin Cylinders, NoVibration 


It’s the most perfectly balanced motor you have 
ever seen. Runs just as smoothly when placed on 
three tumblers as when mounted on a concrete 
foundation. Won't injure boats of lightest con- 
struction. And its quiet, muffled purr is sweet 
music to any user. 


Zenith Carburetor 


A specially designed model for the Caille Liberty 
Twin. Operates automatically at all speeds without 
any adjustment whatever. 


Light Weight 


Propeller shaft is instantly detached and telescopes 
to a convenient length for ease in carrying. Motor 
is so compact that carrying it by convenient handle 
on gasoline tank is like carrying a bucket of water. 
Built of finest materials and beautifully finished, 
this motor is bound to prove a sensational seller. 
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The Motor That Proved the 
Direct-Drive Principle $ 8 500 


complete with battery ignition. You'll 
sell lots of them to those wanting a high 
grade motor at reasonable price. We 
also furnish rowboat 
motors of the ver- 
tical type. 






























Send for Dealer Terms 


Get all the details. Plan now to break all sales records 
with the nationally advertised Caille Liberty Twin. 
Our liberal discounts will appeal to you. Write us. 


The Caille Perfection Motor Co., 6236 2nd Boulevard, Detroit, Michigan 





CAILLE 


PRONOUNCED “CAIL” 


Rowboat 
Motors 
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W. O. Coleman and 
The Mack Brothers 


extend to 


The Toy Dealers of America 








The Compliments of the Season 


and their united wishes for 
a prosperous year during 


1924 


Due to the splendid co-operation of the 
Toy Jobbers and Dealers this has been 


“‘The Banner Year’’ for 





_ American Flyer Electric and 


Mechanical Trains 


Structo Autos 
and Kindred Structo Toys 


We hope to see you at the New York Toy Fair 
Opening February 4th, 1924 


Our Lines will be on display at our NEW YORK OFFICE 


American Flyer Mfg. Co. 


2219-39 South Halsted Street - Chicago, Il. 


New York Office—Room 452 Fifth Ave. Bldg. 
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braid. 50 yards 
connected. 
in mottled black and white and dark 
olive green in a box, No. H 18-lb 
test, retails at $2.25 per 1. No. 
G, _— test, retails at $2.75 per 
spool. 





Established 
1820 





“DOLPHIN” HARD 
BRAIDED SILK 
CASTING LINE 


Best quality pure silk. Extra hard 
on spool, two spools 
Packed two spools each 


RIVERSIDE STEEL 
BAIT RODS WITH 
Tl REVERSIBLE 
CORK BUTTS 


4 Very serviceable rods, 
built to withstand hard 
4 usage, such as troll- 

ing. oe light and 
springy, ey recover 
from ae strain that 
would permanently set 


4 a split bamboo rod if 
é used as these steel rods 

4 can be used. Three 
joints and butt; snake 


guides and 3-ring top; 
locking reel band. Suit- 
able for bass, pickerel, 
pike, pike perch and 
: togue (lake trout) 

Lengths in feet: 4%, 
5, 5%, 6, 6%, 7, Th, 


8, , , ° 
Retail at $3.25 each. 

















66 AERO’”’ 
BRAIDED SILK 
BAIT CASTING LINE 


Made of best quality Italian silk 
in a beautiful golden brown color with 
mn mottled effect. A strong and 
urable line which is sure to give 
satisfactory service to the discrimin- 
ating bait caster. On 50 yard spools, 
2 connected in a box, and made in the 
following sizes: No. 3 tests 24 Iibs., 
retails at $2.75 per spool. No. 4, 
tests 18 Ibs., retails at $2.25 per 
spool, No. 5, tests 14 Ilbs., retails 
at $1.75 per spool. 


ABBEY & IMBRIE 


97 Chambers Street 
New York City 





HARDWARE AGE 


" Kishiug, Jachle that 


Tit fav Fiohiag”. 


16,400 ITEMS 


Some new items and some old favorites, 
selected from the 16,400 in our 1924 cata- 
log. Each year sees a wider demand for 
“Abbey & Imbrie’”’ quality tackle. Each 
year more dealers recognize the value of 
displaying the Abbey & Imbrie trademark. 
Send for the new catalog, now ready. Use 
the convenient coupon below. 


Wholesale prices quoted only to bona 
fide dealers in fishing tackle. Identification 
as such is essential. 





“LINCOLN” REEL 


An attractive medium-price reel. Nickel-plated satin finish, 
giving it the appearance of German silver. Adjustable Click 
and Drag on handle side. Full jeweled bearing and steel pivots. 
Quadruple multiplying. Capacity 60 yards, each $6.50; &0 
yards, each $7.00. 











PERCY WADHAM’S NATURE BAITS 


A series of artificial lures which are a most life-like imitation 
of the fish they represent. ‘They are practically indestructible, 
as the colors cannot be scratched or rubbed off. The weight 
has been carefully considered and varies according to size, The 
lighter the weight used the more natural the motion in the 
water. They are direct copies from nature and will be found 
a very attractive bait for black bass and trout. There are 
three sizes, and there are five patterns in each size. The fis 
so closely imitated are: (1) Gudgeon, (2) Dace, (3) Smelt, 
(4) Trout, (5) Goldfish. Be sure to specify size and pattern. 
The illustration shows the smelt pattern. 


Length, any pattern Retail at, each 


1% inches (for trout) ......6-eeeeeeerecereceeenes $1,25 
2 Sees COOP SUBD kc cei cdiacccccecdscescoese 1.50 
3 inches (for DasS)......ccccececeseessevecers 2.00 


Clip, Paste on Your Letterhead, and Mail 





- ABBEY & IMBRIE, 97 Chambers St., 

s New York City 

| ..+-.-Send me 1924 Catalog 

8 (check) 

: »+e+.ee9end me merchandising plan 

g (check) 

: cee ave nde teens dbne beens eneeeee 

. s Address ....... a cha seen ooenss eeu 

ae : My principal business is......... now ake 
; de 7" 
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“TANBARK” WATER- 
PROOFED ENAMELED 
SILK FLY LINE 


A handsome russet-color line with 
black striping, made of selected stock. 
A strong, well finished and depend- 
able line. Size E, tests 26 lbs. retails 
at $2.00 per card. Size F, tests 21 
lbs. retails at $1.60 per card. Size 
G, tests 18 Ibs. retails at $1.40 per 
ecard, Size H, tests 15 lbs. retails 
at $1.20 per card. Packed 25 yards 
on a card, 4 cards connected in a box. 





“GLOWBODY”’ 
MINNOW 


Every fisherman should have a 
‘‘Glowbody,’’ one of our famous fea- 
tures, in his tackle box. It is one 
of the best bass-catchers we have 
ever put out. Attracts bass day or 
night. Crystal body contains tube 
of permanently luminous material. 
Bass see it in all waters, from afar 
as it spirals towards the angler. 
Double hook easily detached and 
single hook substituted if desired. 
Crystal body protected by wires. 
Retails at $1.00. 

















BANTA MINNOW PAIL 


Wick from inside keeps cloth cover 
moist and water in pail cool in 
warmest weather—it’s the old desert 
waterjar principle. Occasional push 
on air pump aerates water in pail. 

o need to change water. Your bait 
is full of life instead of dead or half 
dead. Oval shape makes carrying 
easy. The Banta saves bother, saves 
minnow expense, results in better 
eatches. Capacity, 10 quarts. Retails 
at $2.75. 
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O grasp a Smith and Wesson revolver 1s 
to awaken immediately the feelings of con- 
fidence and trust in this superior arm. Its 


sturdy construction, proved accuracy, and as- 


sured reliability arouse instant appreciation for 


superb craftsmanship. 


SMITH &? WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
~MASSACHUSETTS 


Catalogue sent on request. Address Department N 





No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 
Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal. , Seattle, Wash. 
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Sell to the 


Growing Circle. 


The “Untouched Mar- 
ket,” discoveredand invaded 
by ‘1847 Rogers Bros.”’ 
advertising during 1923, re- 
vealed unusual sales possi- 
bilities. Every retailer who 
supported that advertising 
campaign with his own sales 
effort realizes to his satis- 
faction what a market for 
silverware lies in the estab- 


lished home. 


But 1923 was only the be- 
ginning! This year the 
“Growing Circle’ offers sales 
Opportunities even greater 
than last year’s. Our sales 
angle has proved conclu- 
sively that the home is a 
constant market—yet ever- 
changing—growing in social 
responsibilities, growing in 
numbers, growing into new 
homes. And at every step 
in its growth, we plan to 
have your silverware sales 
grow with it. 


The 1924 “Growing Cir- 


cle” advertising campaign is 
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devised to cash in on just 
these facts of life and sales 
effort. It keeps the fresh 
human interest of the 1923 
campaign, and its attention- 
getting, sales-producing val- 
ues. But its illustrations and 
its sales stories areeven more 
effective. This year a book- 
let on table settings—often 
asked for by your customers 
—has been prepared by the 
Good Housekeeping Studio 
of Furnishings and Decora- 
tions, and will be distributed 
generously. 


Draw a bigger circle of 
sales this year than ever be- 
fore! With a more represent- 
ative stock of “1847 Rogers 
Bros.” sell to the “Growing 
Cirele”’! 


For advertising and dis- 
play helps to. tie up to the 
“Growing Circle” sales cam- 
paign ask your jobber, or 
write to the Sales Promotion 
Dept., International Silver 


Co., Meriden, Conn. 


[ONAL SILVER 





The Osgoods are elected 


There isn't anything formal about it, 
but it means that the group of six or so 
that lead in all things social at Westfield 
have accepted them unqualifiedly. Mrs. 
Osgood enjoys the people immensely— 
and the dinners they give each other from 
time to time. But her pleasure is not 
without its anxious moments, as she 
plans the dinner she is soon to give for 
this “inner circle.’ Twelve people are 
more than she has ever entertained. Let's 
see, what silverware will she need? More 
than mere half-dozens of things! And 
she lacks bouillon spoons and individual 
salad forks altogether. 


This advertisement in 
Saturday Evening Post 
January 12 

Ladies’ Home Journal 
February 


Heraldic Coffee Set Heraldic 
Individual 


Salad F 


Does your silverware 


make entertaining easier? 


O dowbt you, too, have been entertained thoughtfully and 
frequently. And then, in planning the dinners you would 
give, have found that your silverware was not sufficient. 


But, in your disappointment, probably you did not realize how 
easily and reasonably you can make your silverware equal to the 
occasion. In 1847 Rogers Bros. Silverplate—loved by the fas- 
tidious for nearly a century—you can well afford to add the half- 
dozens or dozens of necessary pieces. 

Buy the niceties of the table—in quantities as small as you desire 
—salad forks, orange spoons. ice cream forks or serving pieces. 
Add to them as the occasion demands. This you will find entirely 
feasible. ‘The leading dealers everywhere always have in stock the 
newer patterns of 


1847 ROGERS BROS 


May we send you a copy of 
our booklet. “Etiquette, 
Entertaining and Good Sense,” 
with authoritative table settings 
made in the Good Housekeeping 
Studio of Furnishings and 
Decorations? You will find it 
full of suggestions for successful 
entertaining. Write for it to-day. 


INTERNATIONAL SILVER CO., MERIDEN, CONN. 


INTERNATIONAL SILVER CO.! 


=. 3 gd a? 
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TRACE MAAK REG. U.S. PAT. OFF 


A definite policy 
that serves jobber and dealer 


‘ 


We want to “join hands” in a 
definite policy that will profit 
both hardware jobber and dealer. 


We thoroughly believe in our 
jobber friends and their wide- 
flung system of sales distribu- 
tion. It is economical to us and 
the dealer. It helps us to cut 
sales costs, and permits us to pass 
these savings on in the form of 
lower selling prices. 


We pioneered the Metalcraft 
idea in Kid’s Playons because we 


METALCRAFT PLAYONS 


were sure it was the ultimate in 
merchandise of its kind. We 
have concentrated on quantity 
and quality production of three 
items only—our prices are right, 
our goods are right, our service 
is constantly being improved. 


One price only—the lowest we 
can make. Co-operation in serv- 
ice, co-operation in advertising, 
protection against unfair compe- 
tition. Look our goods and 
prices over. Write today. 


Metallic Industries, Inc. 


4127 Forest Park Blvd., 


St. Louis, Mo. 


WALK-A-WAY 


RIDE-A-WAY 


SCOOT-A-WAY 
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(== THE AERO 


A RECENT ADDITION TO 
THE FALLS CITY LINE 


SUPPLIES OXYGEN TO 
THE BAIT AUTOMATICALLY 
















YAMIN 
or ——— 





A bucket the construction of which is based upon scientific 
discoveries made in connection with the study of fish and the 
prolonging of their life when out of their natural abode. 














The accompanying cut-open illustration shows the patent 
cone-shaped construction of inset bottom. When inset is sub- 
merged, there will be noticed a continual stream of air bubbles 
emerging from a small hole in the pinnacle of the cone, which 
are caused by atmospheric pressure, thus indicating that there 
is a continual flow of air through the water. Frequent passing 
of air tends to cool the water, keeping it 
charged with oxygen for the fish to breathe, 
and preventing stagnation. A bucket thus 
aerated cools the water perceptibly in time 
and if ordinary precaution is taken by the 
fisherman in shading his bucket, keeping it 
away from the direct rays of the sun, he 
will be able to prolong the life and liveliness 
of the minnows indefinitely. 
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The Aero is superior to containers using 
the air pump or compression system of 
aeronating in that it has no valves, pistons 
or plungers to get out of order, and works 
automatically, and at each baiting operation 
a full charge of about 100 cubic inches of 
fresh air is impressed by the cone under the 
water, arising in minute particles, thus 
charging the water. 


























The great feature of the Falls City line is its completeness. There is a size and style of 
minnow bucket or tackle box to comply with every need. The man who fishes only occasionally 
and the man whose principal hobby is fishing—both can find in the Falls City line just what 
their requirements call for. 


FALLS CITY 


_ We have an attractive booklet which we will gladly send you, showing the entire Falls City 
line from which you may select the sizes and styles you want and order through your jobber. 


Send for the catalog now. 


Manufactured by 


STRATTON & TERSTEGGE CO. 


Incorporated 


LOUISVILLE, KENTUCKY 
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STEER-EZY 











right into their hearts 


With this STEER-EZY COASTER. You'll stay there when you supply the boys of your 
community with this modern, solidly built coaster. They’ll remember who sold them. the. 
Coaster that stood up under all the hard knocks of their boyhood years. Get our WINNING 


SALES PROPOSITION today for STEER-EZY dealers. Sold 109 for one dealer in 7 days... ' 


Why Boys Boost the STEER-EZY 


lst—Handle hollow steel, unbreakable, curved the furniture. 5th—Axle, cold rolled steel, 
to steer easy. 2nd—aAll steel undergear inter- 54 ”"——25% larger than usual half inch. 6th— 
changeable for all sizes. 3rd—Patented huo Grooves for rubber tires unusually deep pre- 
and bearing assembly. Roller bearings venting slipping of tires from wheels. 7th— 
securely confined in a steel cage. 4th—No Finish, all metal parts and trim of wooden 


projecting axle, cotter pins, nuts or caps to parts handsomely enameled, not stained or 


lose. None to tear the clothes or scratch dipped. 


4 Big Selling Specialties for the Grown-ups 


Display our four other PREMAX specialties. You'll enjoy a steady, 
profitable income from their sale every month of the year. 





DODSON Dodson Hame Straps have held the lead 20 PREMAX Steel Tent 


years as the best of all hame straps. Flexibie 


All-St eel as leather they outwear a dozen leather straps. Pins UNBREAK ABLE : 


A pull adjusts to any length. Self locking 


H AME snap, cannot loosen or be lost, no pins to Double your money quickly with this popular le 
break. Fits any work hame, quickly trans- camper’s necessity. © comparison with the ie 
STR AP ferred. Lie flat against collar. Will not slip, — aon oe <4 —_—<- —— it 

: : 4 stakes or other make-shifts. rives easily 

cut or bind. Finally, they have the Parker and — anywhere, whether soil is sand, 

ized rust-proof permanent black finish. Will clay or rocky. Holds securely. Just as easily 

not rust, chip or peel off. Stock this big As led. Light weight, Pee’ — see = 

‘ ; e camper’s outfit. 
selling Sic. speciality. INTRODUCTORY CONTEST will help you sell Premax Steel 
OFFER for the asking. Tent Pins. 


- Handy 8 Wrench Set 


Sounds almost too good to be true, doesn’t it? 
Eight, high-grade steel wrenches, nickelplated, 
fitting nuts 5/16 to %, retailing for only 50c. 
Motorist, sportsman, camper, farmer, all buy onc 
or more Handy 8 Wrench Sets once you offer 
them. For home or office use they are always 
ready to serve. Attractively boxed in sets of 12. 


Metal Figures and 
House Numbers 


The PREMAX line of aluminum, brass and enamel- 
ed figures and house numbers offers a choice of 
size, design and finish to meet the requirements of 
your most discriminating customers. oy’ of 
specs mention is our DELUXE HOUSE 
NUMBERS of solid aluminum with figures 2!4 
inches high. Figures finished in glossy silver. 
Set off against a back-ground of glossy black. 





Your jobber will supply you or write the manufacturer. 


-~ re 


Pa > \ DANN Niagara Metal Stamping Corporation 


. * 


>> } 
a lie \ 
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TAWA 3 Niagara Falls Dept. B-124 New York 
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Announcing 


ho” Revolutionary Changes 1n 
Design of the birch ree 


weed wor alee 








I—Finished part of sign in sight—SIGHT WRITER. You can com- 
pare with upper portion of sign to get correct arrangement. 


2— Spacing made easy. An ingenious arrangement for spacing be- 
tween letters that speeds up the work. 


scheint heteitneteiemsaitieein tiie oe eet 
a halite lanai aed ini ete hn ea ee a — — 
wre we pees > — 7 Fy eae Te a " 
anemia ~- —— ee Be 
man — TR ap a PR ER AOR GE oe " 


EERE NONI MC ARRON IR A ROT, Ag OURS BIR eRe A AE RS Angee SAIC RAAT 
gr hy 
haat ae OND RRR TSR CRD CINE MN! I CCR ee 


3— Makes streamers of any length—two or more lines if desired. 


4— Conveniently closed up when work is interrupted or finished. 


LENE LRA ANTS Hr eT ty tp = eae meet 


5— No tugging or jogging of drawer to begin work. Merely drop the 
lid—presto!—everything there for instant work. 





| 
| 
: 


4 6— Keeps all equipment in good order and away from dust, prying 
q eyes and petty thieving. 


z /— Easy to carry about. You can take work home or to another part 
% of room or building readily. 


8— No elevation for elbows to surmount—yjust the thickness of the lid 
above the counter or desk. 


Q—No springs to weaken or get out of order. 





+ 1Q—Quick-acting positive clamping device. No board clamp to warp 
| out of shape. 


1 ]—Occupies no valuable desk or counter room when not in use. Just 
set it away like any suitcase. 


]2— Every part conveniently placed. 


Fully Protected by Basic Patents Granted 
May 3, 1910, and by Patents Applied for. 


Write for full information and sample of work. 


NATIONAL SIGN STENCIL CO. 


SOLE MANUFACTURERS 
1602 University Avenue St. Paul, Minn., U.S. A. 








Wwrerssomur—. 7 ¢ - 
ieee. Satine eine een ee ne oo. 
EN EEE OE RE TET OT Ee eS = MEEBO Cys = MEO: 


Sa euameeeteetanee ne late 
LA OG LL LO NET Be A ORE ae tN te oe: 


» 

















CLEA OEE SAA RNIN er RS BNE NCH 


a cones: 
feettnemeeeetentieemeieeecene eee TTS 





28 




















——— 


——$—$———— ————————— 
SUUTTUUT OTT Ee 














ELE 
PUVUUUGEUTETEOOUDE PERERA EODUCEEOOROCETOROGUOR RD RGEUEEAEDOOGOUDIOUEDOCE TE EER 








OT 














HARDWARE AGE 


January 10, 1924 











————SS[[= 
VOPUDUD CU EUPTEU TAPER eg 








EASY TO SAY VEL CHEK 


Pee AR 





in 




















iy 


STM 








4 





Ta Sseecteectteriecsrsssecersterinn socscesceresteneton 
FORRIGHADAULOCRGRSRDDALOSLELSDGELGAEDRGURGGURADAUGRIGARNAGRAAED TITITITITITETET ARTE TTT TTT TT 
































fe & 
ay Be, 











aie 





Is There Sucha Thing As 


a 100Percent Perfect Chisel? 












HERE IS. We can make 100 percent 
perfect chisels for cutting lead, concrete, 
nickel, steel, cast iron or anything else 
if we know in advance to what use the 
tool will be put. 


To make an all-purpose Chisel, however, 
we must secure a perfect “average tem- 
per” at the cutting edge so that it will cut all 
materials exceptionally well, without dulling too 
quickly. This we have accomplished through 
the Vichek Process of tempering Vanadium 
alloy steel of a special analysis. 


The Chisel edge has extraordinary resistance. 
Vichek tempering is neither too hard to cause 


chipping nor too soft to allow the edge to turn. 


In Vichek Chisels up to seven-sixteenth inch 
stock size we increase the size of the cutting 
edge by one-sixteenth of an inch, and in those 
from one-half inch to one inch stock, by one- 
eighth of an inch—added strength; greater 
cutting surface. 

Vichek Cold Chisels are splendidly propor- 
tioned. With relation to-size of stock, cutting 
edge and length, they are in correct balance. 


All Vichek Tools are designed and made as 
carefully as our Cold Chisels, of the finest steel. 
They are tools of tremendous vitality, which 
means long life. See our catalog. 


THE VLCHEK TOOL COMPANY, CLEVELAND, OHIO 


EASY TO SAY VELCHEK 


VLCHEK TOOLS 


’ MADE BY THE WORLDS LARGEST PRODUCERS OF TOOL KITS 
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If you owned a grocery store, 
you would carry bread and other 
articles, like butter and sugar, 
that your customers needed and 
bought over and over again. 
Schrader Tire Valve Parts, like 
bread and sugar, move quickly, 
steadily, across the accessory 
dealer’s counter. They have the 
rapid turnover that articles such 
as the grocer’s spices do not have. 


A market at your door 


Every car owner who comes into 
your store or passes it is a possi- 
ble buyer of Schrader Tire Valve 
parts and accessories. He needs 
them constantly to help retain 
correct inflation in his tires. 


HARDWARE AGE 





Every car owner 
is a possible customer 

















A Schrader Silent Salesman in 
your store will help you sell 
Schrader products. It will tell 
every customer that you carry 
Schrader Tire Valve Accessories. 
This striking counter display is 
a giant replica of the Schrader 
Tire Gauge. 


To get this display, place an. 


order with your regular supply 
house for a No. 5000 Silent 
Salesman containing $25 worth 
of the following Schrader prod- 
ucts: Schrader Tire Gauges, 
Valve Insides, Valve Caps, Dust 
Caps and Bushings, Valve Re- 
pair Tools, Pump Connections, 
and a Star Wrench. 


See the Schrader Exhibit at the National Auto Shows: New York, Jan. 5-12 
—Spaces 162, 163 and 164. Chicago, Jan. 26-Feb. 2—Spaces 30 and 31. 


A. SCHRADER’S SON, Inc., Brooklyn, N. Y. 


Chicago 





Toronto 


Schrader 


London 





Makers of Pneumatic Valves Since 1844 


Tire Valves - 





Tire 


Gauges 
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Rear view of No. 5000 
Schrader Silent 
Salesman, showing 
compartments for 
stocking Schrader 
products. Door can 
be locked with pad- 
lock. 
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KK. two years we've been perfecting a new 
spiral ratchet screw driver. And now it’s ready. 
Here it is—smooth-working, sturdy and hand- 
some— an everything-in-one screw driver. You'll 
like it the minute you take it in your hands. 


Read the specifications. Examine 
the sample when the Millers Falls 


Three blades of 
different sizes 
furnished with 


salesman calls. Stock up—and share each tool. 
with us the profits on this new 
number. It’s sure to go strong. Specifications: 
. ‘ , Spiral or rod’ - Steel, tel 
And here’s something else—this machined 
: ° ; Spiral nuts - Manganese bronze 

Same spiral ratchet screw driver is eicesiitaitin «Meee aiid, isin 
the feature of Millers Falls Handle - Stained hardwood, 

. i c hand polished. 
national advertising this Blades - Special analysis steel 


Each blade individually tested 


month. 
Yes. sir! — the Saturday 


All exposed parts are highly polished 
and nickel plated. The finish of Millers 
Falls tools is famous. 


Evening Post, Janu 20. / Length, extended, bit inserted - 20%" 
We tell’em—you sell’em! Length, chenbd : * ae 
4 é Weight without blades - lib. 


, MILLERS FALLS COMPANY 
Millers Falls, Mass. 


28 Warren Street 9 So. Clinton Street 
New York Chicago 


MILLERS FALLS 
TOOLS 


SINCE 


18665 
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/ntroducin I 


Who comes with his army of dis- 
plays and merchandising ideas to 
help hardware-dealers develop their 
electric lamp business! 


Electric bulbs are in constant de- 
mand. Every family, every office, 
every factory needs new bulbs 
frequently. Far more often than 
| they need new hammers. or 
wrenches! 














‘DOC’ MORELITE 


Get your share of this easy business 
by a Nitrogon display in your win- 


dow. Remember that every passer-- 


by may be a possible customer for 
bulbs. A good display will make 
Nitrogon Lamps your fastest selling 
line—and bring people into your 
store who will buy other articles, too! 
Moreover, a Nitrogon display will illu- 
minate your whole window after dark. 


BR ie er WS EEE Ob ocd or dr eT . 
. Ciel ee meet aes cp bene Re Lee 








Nitrogon Lamps are a full line for every 
industrial, commercial and domestic need. 
If you are not supplied—ask your jobber 


about them. 


NITROGON ELECTRIC COMPANY, Inc. 


46-48 Spring St., Newark, N. J. 
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HAVE YOU TAKEN 
INVENTORY OF 
YOUR STOCK OF 
AUGER BITS? 

How about your stock in value? Did 
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$250.00 or $300.00 


in many hardware stores? 
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it run up to $200.00 
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Mephisto sales aids help speed up 
(Dept. W. A.) 


your turnover. Write for our, ‘‘Get-to- 


gether ’’ plan today! 


THE W. A. IVES MANU- 
FACTURING COMPANY 


Wallingford 
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REGISTERS 


A register is as good as its free 
air capacity. 


FOR EXAMPLE 


The area ofa 10-inch pipe is 78 
































sq. inches. Free air capacity of an 
H & C 8x12 No. 170 is 81 
sq. inches. Free air capacity 


other makes 10x12 is 65 tg 











70 sq. inches. 
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What’s in the Finish? 


In severe tests Henry & Allen wrenches have proved 
superior, 


They are made wees. sd at every point of strain, The 
steel is prepared according to a special Henry & Allen 
formula and treated by methods developed during our 20 
odd years of making wrench forgings. 


The jaws are extra tough. The teeth are hardened deep 
enough to prevent crushing under terrific pressure. The 
grip is full size! 


All these good points are reflected by the finish of the 
Henry & Aten eamahn. Full hand polished, its very ap- 
pearance indicates its high quality, and it appeals immedi- 
ately to the man who wants a good wrench. A quality 
tool, it means a more satisfied customer when he has used 
it. And you know that a satisfied customer means more 
business and so more profits for you. 


They are easier for you to handle, too. 6- to 14-inch 
sizes are packed in individual containers—the 10-inch with 
wood handle or “Household” size, packed six in an attrac- 
tive lithograph display carton. This makes them easy to 
.stock and quickly found. And the clean org do not 
need to be wrapped. Even the packing helps sell Henry 
and Allen Stillsons 


Ask your jobber or write us 
for more information. 


HENRY & ALLEN Auburn, N. Y. 


Henr 
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STILLSON WRENCH 
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New Perfection Oil Ranges and Ovens 
advertised in these Magazines and 
Farm Journals. 


SATURDAY EVENING POST McCALL’S MAGAZINE 
LADIES HOME JOURNAL NEEDLECRAFT 
PICTORIAL REVIEW CHRISTIAN HERALD 
WOMAN’S WORLD YOUTH’S COMPANION 
GOOD HOUSEKEEPING HOUSE & GARDEN 
PEOPLES HOME JOURNAL HOLLAND'S MAGAZINE 
QS 
CALIFORNIA CULTIVATOR COUNTRY GENTLEMAN 
FARMER’S WIFE OKLAHOMA FARMER 
SUCCESSFUL FARMING FARM & RANCH 
FARM JOURNAL FARM LIFE 
FARM & FIRESIDE PACIFIC RURAL PRESS 
FARM & HOME WASHINGTON FARMER 
CAPPER’S FARMER OREGON FARMER 


IDAHO FARMER 


Big space schedules during May and 
June in hundreds of newspapers and 
many additional state farm papers. 


cAnd 
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| YearRound se 
oil stove market 

12 national Magazines 8 national Farm Papers 

25 state Farm Pap ersand /OO newspapers 


A twelve month’s blanket of New Perfection advertising over 
the entire oil stove market will increase sales of New Perfec- 
tion oil cook stoves, ranges and ovens during 1924. 


A Colorful Campaign 


Into every farming community, village and town New Per- 
fection advertisements, in colors, will swarm in greater num- 
bers than ever before. SR ae 


New Perfections with the fast-as-gas Superfex burners, and 
the 1924 Improved Blue Chimney models with the new dou- 
ble wall, double draft Blue Chimney burners, will be featured. 


Separate Campaign on “Live Heat” Ovens 


New Perfection “Live Heat” ovens including a new and larger 
size (No. 242-GE) will be advertised separately in eight of the 
leading magazines and farm papers. 


Local Support for All Dealers 


To every New Perfection dealer this means a door-to-door 7 
delivery of the New Perfection sales message to his local oil _ se on Swe 
stove prospects. Dealers will be supported, not only by this — 

tremendous effort in newspapers, farm papers and magazines, 


but also by more and better display material and selling helps 
for local use. 


The 1924 twelve month’s campaign starts with color pages 
in the January 26th issues of the Saturday Evening Post and 




































Country Gentleman. 
THE CLEVELAND METAL PRODUCTS CoO. 
7103 Platt Ave. Cleveland, Ohio 


Branches or Distributors for every state 


The 100% Complete Line 


Sell the Complete CMP Line of Oil Stoves 
and satisfy every demand—fast-as-gas Super- 
fex Models; new and improved 1924 Blue 
Chimney Models; the lower-priced and world- 
famous Blue Chimney Models now used in 
more than four and a half million homes; 

and the well-known Puritan “Short Chim- 
Re ney” stoves. 


Write for complete catalog. 





PERFECTION 


Oil Cook Stoves and Ovens 
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INSIST ON HAVING 
THE GENUINE RELIANCE 


SCREW DRIVERS 











ESPECIALLY FOR REFILLS 
ON 
RELIANCE DISPLAY STANDS 


These Drivers have won their 
great popularity through Real 
Merit and this good will is 
valuable to you and to us. 


Accept no substitute. Give 
your customers the real 
thing. 





No. 35 ASSORTMENT 





TO THE JOBBER 
THE BRIDGEPORT HARDWARE MFG. CORP. Many Thousands of These 


Steel Display Stands on 
BRIDGEPORT, CONN. Dealers’ Counters’ Every- 
where. ‘Cash in” on This by 
im & *% Handling Reliance Screw 
Drivers Needed for Refills. 
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| 
Successful Wrenches | 
made by a : | 
Successful Concern : 


to bring 
Successful Business 
to You 


| PR eepretene cate ff ( 


Successful is a rather mild term to apply 
to Coes Wrenches, for they have been 





= made and sold for the last 81 years with- #4 
= out a break. It is superfluous to add that 4 
a. quality of the first water has always been i 
z in them, for none but extraordinary ii 
quality would have kept them in the i 

front rank for so long a period. Hl 

A certain portion of this success may be - 

attributed to the fact that Coes Wrenches - 


have always been made under the direct 
supervision of one or more active mem- 
bers of the Coes family. 


HEH THAT 


2 


Sales Agents 


J.C. McCARTY & CO., 29 Murray St., N. Y. 
J. H. GRAHAM & CO., 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 


COES WRENCH CO. 


“In business since 1841”’ 






THT 





Worcester Mass. 
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not stock and distribute PEXTO Pliers, Screw 
Drivers, Hammers, Snips, Wrenches, Soldering Coppers, 
Plumbers Scrapers, Auger Bits, Bit Braces, Dividers, etc., 
especially catering to the demands of the Radio enthusiasts 
of whom there are thousands and who are really interested in 
having real mechanics’ tools. Pexto Tools always appeal to 
the Handy Man as well as to the skilled mechanic and the 
best that this company has is built into each and every Pexto 
product. 


Write for catalogue showing our complete line of 
Mechanics’ Hand Tools 
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ALL CRECOITE tools have well-finished faces; 
real hickory handles that won’t come off; and 
carry our colored trademark in decalcomanie de- 
They look good enough to be the highest 
priced line on the market. 


sign. 


The CRECOITE line embodies the best features. 
to be found in ANY line. 
remember our 30 years of steel-making experience 
qualifies us to know what we're talking about. No 


guess-work about it. 


HARDWARE AGE a 


Strong Words? Just 


profits—on Steel Tools in 1924—NOW is the time 
to find out all about the CRECOITE line and act 
accordingly in planning your future requirements. 


Here’s a line of top-notch quality—built to please 
its users—priced to sell sure and fast. Good dealer 
margins! Complete consumer satisfaction! Rapid 
turnover! A full line of hammers, hatchets and 
axes to choose from! 











Ask your jobber for complete information about this wonderful new line—or 


write us today for catalog H. 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Company 


Marion 


\ 


y 
Hy 


Z 
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CRECOITE 


Pronounced Cre-co-ite 


STEEL TOOLS | 


ZT TS 


30 Years of Steel Making 


Indiana, U. S. A. 
Se ae ei 
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Start Right 
~and Stay Right. 


If you want to do more business and make bigger _ 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish— Multiple Coat 
Galvanized After Weaving 


Electro Zinc Coating of uniform 
thickness and enameled with white 
varnish, both being applied after 
weaving, which binds wire toget- 
her and makes a dull gray finish 
throughout. 


Made in even inch widths from 
18 to 48 inches. 


12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 

No. 34 gauge warp 
18 Mesh, No. 34 gauge filler 

No. 35 gauge warp 


Also Other Brands 


Cortland Black Enameled 
White Metal Finish Galvo-Black 
Wickwire Bronze Premier 
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Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


FACTORY AND MAIN OFFICE 


CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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~. An Old Friend to 


Your Customers. 
-they look for it on 
Pumps for 
Every Purpose 
Water Systems, 
Hay Tools and 
Door Hangers, 
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Whitco Hardware is a perfect transom 
fixture. It is wholly concealed and 
silent in operation. Transom may be 
installed to swing either in or out. 
Ventilation is obtained at both top 
and bottom. 


Whitco Hardware as 
applied to bottom 
of casement sash. 













Sash may be placed 
at any angle—will 
remain at that 


in spite 
of wind. 


HARDWARE AGE 


More and better 


That’s just what 


Whitco Casement Hardware@ 
means to you 


; . i 
without mullions, or a transom which-swings 
either in or out. <A set consists of two 


For Whitco Hardware not only offers the 
simplest and most effective means of case- 


ment window and tran- 
som control, but it is an 
item that will cost less to 
stock, handle easier, and 
sell faster than any of the 
many complicated assort- 
ments of butts and ad- 
justers you heretofore 
have had to carry. Just 
as the illustration shows, 
it is a simple, self-con- 
tained unit. One size fits 


all sash and meets every installation require- 
ment—from a single sash or a pair of sash, 








NOTE THESE UNUSUAL FEATURES 


Makes sash self-adjusting 

No hinges or adjusters are required 

Cannot rattle 

All hardware entirely concealed 

No special sash or frame detail required 

One size fits all sash 

May be installed to swing to right or left 

Outside of sash easily washed from in- 
side of room 

Easily applied to old or new windows 

Easy to operate 

Equally effective for transoms 

It is inexpensive—and the price is right 
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pieces; one for the top 
and one for the bottom of 
casement sash—one for 
each side of transoms. 
Due to the fact that it is 
entirely concealed, solid 
brass and _ rust-proofed 
steel are the only two 
finishes you will have to 
stock. — 

Standardization and 
quantity manufacture en- 


able us to sell Whitco Hardware at a figure 
well below the cost of ordinary casement 


to a wide opening containing multiple sash window or transom equipment. 








Whitco Hardware is sold only through the retail hardware dealer. Send your 


carton 1’’ x1” x 


inquiries as to discounts, etc. direct to us. 


“od Brase = | D2ee0 


A mounted model and a supply of literature is furnished joule. 


In Rust-Proofed _— 
(brass trimmed) 


Manufactured and guaranteed by 


VINCENT WHITNEY COMPANY 


SAN FRANCISCO, CAL. 


Western Distributors : 


VINCENT WHITNEY CoO. 


365 Market Street 
San Francisco 


CALEDONIA, N. Y. 


Each set (equipment for one case- 

ment sash or transom) with install- 

ing instructions, is packed in a neat 
a 


$1.75 


Eastern Distributors: 


H. E. HOLBROOK Co. 


444-447 Mass. Trust Bidg. 


Boston 
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Telling Millions of Buyers 


through full pages in these 
two great magazines 
Saturday Evening Post, Jan. 5 
The Literary Digest, Jan. 19 


when they want Tools and 


Hardware to ask for 


STANLEY 


NEW BRITAIN, CONN.,U.S.A. 


THE STANLEY WORKS THE STANLEY RULE & LEVEL PLANT 
NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES SEATTLE 
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INCH 


66 INCH 
60 INCH 
54 INCH e * 


48 1NCH 
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= Poultry 
Netting 


The magnifying glass reveals great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 


galvanized before and galvanized after weaving, and.is now 


furnished in both 19 and 20 gauge wire. 


Don't, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry —— 
as an account opener and trade satisfier. 


Satistied Dissatistied 
Customers Customers 
are an are a 


Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly — 


it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : . : Indiana 
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THE ACKNOWLEDGED WINNER 


American Bronze Screen Wire Cloth is daily increasing in popularity. 
The consuming public has recognized its ultimate economy. 

Are you urging your Trade to screen for permanency? 

Satisfied customers and extra profits follow Bronze sales. 


American Bronze is made of wire—90% pure 
copper and 10% zinc. It is firmer and more dur- 
able than its copper substitutes. 


Order through your jobber. 


GALVANOID 


Galvanoid continues to be the leader in the field 
of electro-zinc plated cloths. It is heavily electro- 
zinc coated after weaving by our modern process. 


After this the cloth is varnished, which adds to its 
firmness and durability. 


Keep your stock filled in. 


We also manufacture PAINTED, GALVANIZED and 
many special grades of Wire Cloth. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of 
WICKWIRE SPENCER STEEL CORPORATION 


General Offices—41 East 42nd St., New York 


Western Sales Office—208 So. LaSalle St., Chicago 
Worcester Buffalo Philadelphia Chicago San Francisco Los Angeles 
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The Corbin 


Screen Door Check 


Makes screen doors behave 
as they should 


1924 
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In January prepare for MAY 


RY to think ahead four months. An- 
ticipate a little. Check your builders’ 
hardware stock in the light of de- 
mands that will be made upon it in April, 
May and June. 





AS 


Cc 
) 


Shy 


The ever-growing contract business, impor- 
tant as that is to every Corbin dealer, isn’t 


everything. The shelf line is fully as impor- 


tant and contains many items of rapid sale 
and quick turnéver that are not dependent 
on new building. 


For example, there is one Corbin specialty, 
the sales possibilities of which are—tremendous 
is the word. We refer to the Corbin Screen 
Door Check. This can and should be your 


fastest selling specialty in May. 


Last year much profitable screen door check 
business went begging. Judging from the 
hectic telegrams we received, hardly a dealer 
ordered enough to take care of the demand 


created by our national advertising. We, 
too, underestimated the demand. 


Here is an article that compares favorably 
with any specialty in your store. It is the 
one device on the market that makes a 
screen door behave as it should—any screen 
door—and the price is popular. Just as sale- 
able to a renter as to an owner and much 
more profitable to you than the cheap 
“slamming devices” that are bought only be- 
cause of ignorance of the fact that something 
better is available. 


Every screen door on every good house, on 
every good street in your town, is the rich, 
waiting market for the Corbin Screen Door 
Check. On the average, there are three 
screen doors to a house and every one of 
them is a nuisance until taken in hand by a 
Corbin Screen Door Check. Isn’t this a sales 
opportunity worth going after? 


January is the month to place your stock order for 


Corbin Screen Door Checks 


EMEMBER it’s a seasonal specialty. The de- 
mand comes all at once—Screen Door 
Week—the first warm week of the spring. If 
your window is full of Corbin screen door 


checks that week and 


be heavier than ever this spring. How many are 
you going to sell? Make up your mind today. 
Plan a vigorous screen door check campaign. 
We will co-operate with you in conducting a 
screen door week. 





your stock is ample, 
you'll have a rich har- 
vest. Our screen door 
check advertising will 





NEW YORK 


P.& F.CORBIN “*" Connecticut 


The American Hardware Corporation, Successor 
CHICAGO 


Now is the time to 
order your stock of 
Corbin screen door 
checks. Do it today. 
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(Good Buildings Deserve Good Hardware 
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Double the zinc and double the life 


means at least twice 
the wear at half the cost. 
Reports from world- 
known chemists prove 
that “Galvannealed” 
carries over double the 
amount of zinc coating 
and lasts twice as long 
as ordinary galvanized 
wire in any acid test. 


“GALVANNEALED” 


—the newly discovered 
rust-proof fence wire— 
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Save Your Customers 4 
on Their Fence Bills 


(AND MAKE MORE MONEY YOURSELF ) 


fence, that it will last longer, that it 


will cost less. 


You wouldn’t like “‘Gal- 








5 BIG SELLING POINTS 


1. 


. Liwe 


Full Gauge Wire — Bargain 
prices may mean short-lived, under- 
gauge wire—use your gauge. 


. Rust Resistance—Well protected 


wire means long life. If zinc coating 
flakes off rust sets in soon. 


. Firm Knots—lIf the knots slip, 


hogs push thru and soon ruin fence. 


. Stiff Stay Wires—Like pickets, 


require fewer posts and hold ‘‘Square 
Deal’’ tight and trim. 


Tension — Well crimped 
live wires tied with ‘‘the kaot that 
cannot slip,’’ help stiff stay wires 
hold ‘‘Square Deal’’ against all strain. 


vannealed’’ competition; 
but you will like to sell a 
longer-lasting fence, that 
your competitor can't 
get. 

If Square Deal is not sold 
in your town, write for 
samples and terms. 

Be sure to specify “‘Gal- 
vannealed’’ if you want 
this ““Triple-Life” fence, 








otherwise regular 


offers you the only opportunity you 
have ever had to claim yours is better 
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Square Deal Galvanized fence will be 
furnished. 


KEYSTONE STEEL & WIRE CO. 
PEORIA ILLINOIS 
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Ignitor at no 
extra cost. 





Buy them from your own jobber 


ash in on Columbia Advertising 


ARGE advertising space in over sixty Hot Shots where people entering your 
leading magazines is helping you sell store will be reminded that they need new 
Columbia Ignitors and Columbia Hot batteries. Put up Columbia display signs 
Shots. This advertising reaches millions showing that yours is the store where 
of readers, including practically all who Columbias are sold. R 


buy. batteries to-day, or may become bat- And when customers ask for a dry cell 
tery users in the future. —sell them Columbias. They’ll be well 

Take advantage of the strong impres- pleased and remember you next time they 
sion that Columbia advertising is making. buy, for Columbias are great friend win- 
Display Columbia Ignitors and Columbia ners wherever they are used. 


NATIONAL CARBON COMPANY, INc., New York—San Francisco 
CANADIAN NATIONAL CARBON CO., Limited. Factory and Offices: Toronto, Ontario 


Columbia 
Dry Batteries 


they last longer ~- 
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Announcing 


New Selling Helps for 1924 


In connection with the National Advertising of Pennsylvania 











sraverre @ 'gptifes ~=s Quality Lawn Mowers in the coming year, we have prepared 
Handle Quality 


A Splendid New Outfit of Dealer Sales Helps 


Store and Window Card. Colored Poster. 
Handsomely Lithographed Window Trim. 
Colored Car Cards or Window Signs. 
Counter Folders, ‘‘How to Care for Your Lawn.’’ 
And an Advertising Book of Illustration Cuts 
for Your Store Advertising. 

Cards and Folders Imprinted with Your Name. 


If you are carrying any of our mowers in stock, send us a memo of the styles and 
the name of the wholesale agent and we will see that you are promptly supplied 
with full Outfit. 














Quality 


LAWN MOWERS 
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Bring in More Business 


by Increasing Your Local Advertising 


Why not bring more customers into your store 
every week by doing more advertising in your 
local newspaper? The right kind of adver- 
tising will do it. 


Make your advertising readable. Don’t for- 
get that it must fight for attention against live 
news. Offer seasonable articles of merchan- 
dise. Describe them in an interesting way 
and use illustrations freely. Manufacturers 
will be glad to send you electros for this 
purpose. 


Don’t forget to tell about your service. Peo- 
ple are always interested in the personal side 
of your store. Make your advertising flavor 
somewhat of store news, as human and as per- 
sonal as possible. 


The department in HARDWARE AGE de- 
voted to retail advertising will help you in 
preparing your copy. This department, as 
well as all the other departments in the 
paper, is prepared with one idea in mind—to 
help you sell more hardware and make more 
profit. 
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1924 marks the beginning of a new program which will 
enable every Starrett Dealer to take full advantage of the 
Starrett Advertising which is going to his tool customers. 
Watch for it. | 


Write for Catalog No. 22“A” and the Supplement describing the new Starrett Tools. 
THE L. S. STARRETT CO. 


The World’s Greatest Toolmakers—Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 
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Proof of National Quality— 


22 Years of Successful Sales 


Unless National Builder’s Hardware were funda- 
mentally sound and well made, it would never 
have sold so successfully for the last 22 years. 
Unless it contained deep-down merit, sales would 
not have increased so steadily and more dealers 
would not have rallied under the National 
Standard each succeeding year. 


22 years of success are back of every National 
Builder’s Hardware item, which is just one 
reason why you will find it advantageous to sell 
it. Ask the National salesman about the other 
reasons when he comes in. 


National Manufacturing Co., Sterling, Ill. 


Natienal 





“BIG 4” 


One of the most popular 
Barn Door Hangers ever made 





This model has sold hundreds of “Big 4” Hangers. “Big 4” Flexible 
Door Hanger is simply built on very heavy lines. Made entirely of steel. 
Has anti-friction-steel roller bearings. Will not jump track. Is flexible 
when bumped against and rigid when hanging normally. Attached to 
only one side of door. Door comes close to track. Axle and rivets 
sherardized, wheel and frame japanned, not dipped. Hanger is packed 
one pair in a box, complete with all necessary screws, etc. Easily 
attached. 
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What Is Your Opinion? 
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January 2nd, 1922. 


Yr. Chas. Downes, 
c/o Hardware Age, 
New Yor City. 
Wy dear Downes: | : , 

I have been working* father intensively lately gn .the pro- 
gramme of the New York State Convention to be held in lew York 
City, February 19th to 22nd. While engaged in this work I have 
wondered what te the attitude of the Hardware Verchant toward 
conventions. Do they pay and if so, why? If not, why not? 


An expression from your readers would be interesting. 


Youre trul 
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“Harry turned the combination and opened his safe’ 


S my mind wanders back to those hunting and 
fishing days, I am reminded of my old friend 
and customer, Harry M. Bostwick, who ran the 

largest and best sporting goods store in Denver. All 
the hunters and fishermen of Denver gathered around 
the stove in the back of Harry’s store. There we met 
and compared notes on fishing and hunting. There 
we swapped our fishermen’s tales and when we were 
ready to stock up for a trip Harry always told us 
where the game was to be found in the greatest quan- 
tity and where the fish were biting best. It was at 
Bostwick’s that we studied trout flies, compared one 
fly with another, filled our fly books and even traded 
flies with each other. 

I remember on one of my early trips when Harry 
gave me a lesson in salesmanship. “Now,” said Harry, 
“you are going to a certain station on the railroad. 
This is a night’s ride. The railroad fare and the 
sleeper cost you about $15 each way. Then you hire 
a wagon and you drive fifty miles. Of this your share 
is about $25. Then your board bills, incidentals and 
losses at ‘penny ante’ would easily be $50 more, so, 
figured going and coming, your little fishing trip is 
going to cost you over $100 and this entire financial 
budget is with the object of catching trout. 

“Now when you catch a trout it is with a hook and 
fly on the end of a leader. If your leader happens to 
break and you do not land the trout, just figure out 
how much you have lost, taking all of your expenses 
and overhead into consideration. Such being the 
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By Saunders Norvell 
Chapter [V (Continued) 


—Crolorado 


case,” said Harry, “I have imported some special 
leaders direct from Scotland and they are so valuable 
that I keep them in a moist leather book in one of 
the compartments of my safe.” Then Harry turned 
the combination, opened his safe and as a special 
favor allowed me to look at one of these leaders, taken 
out of this special leather pocketbook. They certainly 
were wonderful leaders, but the price was $2 each, 
while the ordinary kind could be bought for 50 cents. 
“But,” said Harry, “stop and think of all the ex- 
penses you are willing to pay to catch fish and remem- 
ber that your success depends entirely on the quality 
of your leader.” So of course Harry would sell each 
of us at least five of these leaders at $2 each and as 
he wrapped them up carefully and told us to be sure 
to keep them moist, I always noticed a peculiar smile 
as he closed his safe and turned the combination! 

Later in this story I am going to tell about Harry 
Bostwick and a young special sporting goods sales- 
man who came out to help me sell sporting goods in 
Colorado. This young salesman at that time was un- 
known to the hardware world, but today he is one of 
the best known hardware buyers in this country. He 
is a millionaire and one of the officers in one of the 
greatest hardware houses in the country. 


Selling Hardware to the Mormons 


I think it would not be a bad idea for us first to 
take you, dear reader, with us on a trip out to Utah 
to visit our good friends the Mormons and after that, 
to tell of our experience with special sporting goods, 
builders’ hardware, cutlery and lamp salesmen who 
came out from time to time to show us how to sell 
their special lines. 

John E. Pilcher who was vice-president of the Sim- 
mons Hardware Company, in charge of their cutlery 
department, had traveled ahead of me in Utah. There 
had been several salesmen in between, but Mr. Pilcher 
had left such an impression upon the trade by the 
strength of his personality that these other salesmen 
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were forgotten while the trade would ask me con- 
stantly about Mr. Pilcher. They would tell me in- 
teresting stories about his selling methods. 

Mr. Pilcher first sold the Zion’s Co-operative Mer- 
cantile Institution of Salt Lake City, Utah. This was 


the great Mormon mercantile house. It was a very . 


large account and when in the course of time I in- 
herited this business and used to go to Salt Lake City 
to sell these people, they constantly referred to the 
early days and spoke of Mr. Pilcher in terms of strong 
affection. In passing let me say that I sold the Mor- 
mons for several years. Some of them became warm 
personal friends. I found them at all times ex- 
ceedingly honest and straight in their business deal- 
ings and very careful indeed in the fulfillment of their 
promises. I have nothing but pleasant memories of 
those days when I visited Salt Lake City. 


When the Club Lost 


It may not be out of line in this connection to tell a 
little poker story that is rather amusing. In Salt 
Lake City I had a customer—not a Mormon—who was 
very fond of the game. One day he invited me to 
play at a certain club which had rooms on the top 
floor of the Hotel Templeton. The first evening I 
lost $50 and paid up in cash. I was invited to play 
again the following evening. This time I won about 
$200 and at the end of the game in the early morning 
hours, each of the gentlemen playing handed me a 
slip of paper with his I. O. U. for the amount he owed. 
I collected these slips, put them in my vest-pocket 
and the next morning I called on my customer. I 
asked him what I should do with them. He referred 
me to the secretary of the club in the hotel. When 
I inquired of the secretary he told me that the club 
members only played for “supplies” and therefore 
I was entitled to $200 worth of supplies which I could 
take in liquors, cigars, meals; etc. ‘“But,’? I answered, 
“T have only a guest card good for two weeks and I 
leave town tonight.” He expressed his regret, but 
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“T filled my sample trunk with wine and cigars” 


did not know what could be done. I thought a moment, 
went downstairs to my sample room, emptied a sample 
trunk and had the porter put this trunk on a truck 
and take it to the club. Then I said to the secretary, 
“T understand these slips are goot for supplies.” 


_ “Yes,” he answered. Then I said, “hand me your wine 


and cigar card.” So, much to his astonishment I 


HARDWARE AGE 59 


proceeded to fill my sample trunk with wines and cigars 
to the amount of $200. I carried these supplies back 
to Denver. When I returned to Salt Lake City thirty 
days later the whole town had heard the story and I 
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“T drew a diagram of the Tabernacle” 


was met everywhere with smiles and congratulations 
because I was the first stranger who ever got back 
at this club! 

Mr. Pilcher was one of the giants of those days. 
He was a great salesman — always full of practical 
jokes. Afterward he returned to the house, became 
vice-president and was in charge of the cutlery de- 
partment until he retired from business. I am happy 
to say that he is still living and I am told he can tell 
just as good a story as he did in the old days! 


Early Teaching Proves Valuable 


Another quite different story from this poker story 
is one about the time that Moses was leading the 
Hebrews through the Wilderness. Earlier in these 
articles I told about going to Sunday school. I not 
only went to Sunday school but I was in Dr. James 
H. Brooks’ Bible class. Dr. Brooks was one of the 
greatest Biblical scholars of the time. He studied 
the New Testament in the original Greek and the 
Old Testament in Hebrew. During one part of our 
Bible studies Dr. Brooks had a complete model of a 
Jewish Tabernacle on a table in the classroom. There 
were the-various curtains between the posts, in the 
colors exactly according to the Biblical story. Dr. 
Brooks explained to us the symbolical meaning of 
these colors. There was the Holy of Holies and in its 
proper place was the candlestick with the seven 
candles and the sea of brass. There was the altar on 
which burnt offerings were made. There were even 
little figures representing the Hebrew priests, dressed 
in their appropriate costume with their headdresses 
and breastplates. Dr. Brooks explained to his class 
the meaning of all these symbols in the greatest 
detail. Naturally with such a teacher as Dr. Brooks 
and with the model of the Tabernacle and all these 
things before us, the lessons were very deeply im- 
pressed upon our youthful memories. 

One day it happened (are all such things fore- 
ordained?) that I was sitting in the office of the hard- 
ware buyer of the Zion’s Co-operative Mercantile In- 
stitution of Salt Lake City, Utah, when some question 
came up between the Mormons in regard to the Jewish 
Tabernacle. The discussion became quite heated. 
Naturally I listened with keen interest as they were 
discussing a subject on which I happened to be fully 
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posted. Finally one of the Mormons turned to me 
and remarked—‘“Well, here is a traveling salesman. 
No doubt he can settle this point.” Then there was 
a general laugh. Of course he said this in satire. I 
rose up and said if they would give me a sheet of 
paper, a ruler and a pencil, I thought I could elucidate 
the point in question. I then drew on this wrapping 
paper a diagram of the Tabernacle as it was laid out 
by the Jews in their forty years’ pilgrimage in the 
wilderness. I proceeded forthwith to give Dr. Brooks’ 
lecture on the Tabernacle. Soon I was surrounded by 
the Mormons and you may rest assured that my 
knowledge was something of a surprise. The old elder 
of the church who had called on me in scorn to explain 
the Tabernacle put his hand on my shoulder and re- 
marked—“This is a direct reproof to me from God 
for making fun of a man just because he happens to 
be a drummer. I accept the reproof and I realize 
the wisdom of the saying that we shall be taught by 
the mouths of children.” Now it also happened that 
my knowledge of the Scriptures made a great hit with 
T. V. Williams, the hardware buyer, and I have an 
idea that as a result of Dr. Brooks’ lectures on the 
Tabernacle, I received a very much larger hardware 
order from Mr. Williams than I otherwise could have 
expected ! 

At this time the Mormon Temple in Salt Lake City 
was being erected and I had the pleasure of going 
through that temple from top to bottom, even up on 
the steeple, just below the point where the gilded 
statue of the Angel Moroni now stands, like Gabriel 
blowing his horn. 


Big Orders in Utah 


The Zion’s Co-operative Mercantile Institution at 
that time was my largest account in the West. They 
had branches all over Utah, but the buying was done 
in Salt Lake City and the size of some of the orders 
that I took from Mr. Williams would astonish some 
more modern hardware salesmen. 

Another great house in Salt Lake City who also 
bought largely from the Simmons Hardware Company 
through me at that time was Clark, Eldridge & Com- 
pany. 

A sporting goods house of Salt Lake City was Wood- 
mansee & Company. They were also Mormons, and 
this sporting goods store was conducted mainly by 
the son, but the elder Woodmansee, who was a very 
devout Mormon, would often meet me in the store and 
I used to draw him out in regard to the faith of the 
Mormons. I was so much interested that he thought 
no doubt that I was good material for a convert, so 
I remember that on my visits after the day’s work 
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was done, I would sit with this Mormon elder in the 
back of the sporting goods store by a little Cannon 
stove while he would expound to me the doctrines of 
Mermonism. As the religious beliefs of the various 
nations of the world had always been intensely in- 
teresting to me and as I had read quite a good deal 


on the subject, I was naturally also interested in 


Mormonism. As this elder of the church would tell 
me about the tenets of his religion, I would sit and 
in my mind compare what they believed with the be- 
liefs of other nations, ancient and modern. I was in- 
terested and asked many questions. I suppose I must 
have shown some little intelligence on the subject 
because the old gentleman always seemed to be will- 
ing to talk to me, sometimes until very late. I remem- 
ber during his conversation the little Cannon stove 
would occasionally blow up. The door would fly open. 
He would stop gravely, put more coal on the fire, close 
the door and then continue the story of Mormonism. 


Another Convert Lost 


Finally on one trip I met the old gentleman in the 
store but he had said nothing about my meeting him 
after dinner. So I asked him if he would not again 
talk to me about Mormonism. “No, my son”—he an- 
swered. “I have had a revelation from God about 
you. I thought there might be some possibility of 
converting you to the faith, but I have had a vision 
and in this vision I have seen that your heart is too 
much set upon the flesh pots of this world.” So he 
never talked to me again and I was never converted! 

Young Woodmansee afterward went on a mission. 
You know it is a custom among the Mormons, at least 
it was in that day, for certain men to be called by the 
church to go on missions. They leave “without money 
and without scrip” and go into all parts of the world 
to make converts. In those days converts were being 
brought to Utah from many parts of Europe in car- 
load lots. It was a common thing on the Union Pacific 
Railroad for a trainman to remark—“Well, I’ve got 
a carload of Mormon converts hooked on to my train.” 
These converts when they arrived were scattered over 
the fertile valleys of Utah and soon made these valleys 
bloom like the rose. . 

I also made trips to other towns in Utah and sold 
Mormon stores. I remember gathering in some very 
nice orders from the Ogden branch. Mr. Watson was 
the manager and the buyer was named “Sam.” I have 
forgotten his last name now, but “Sam” was always 
very nice to me and if he is still living, I hope he will 
take these lines as a grateful acknowledgment for the 
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The salesmen’s dinner to the future occupant of the poorhouse 
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A window display of this kind will get the attention of the farmer-lumberman every time 


Finding Hardware Dollars 
in the Farmer’s Wood Lot 


OAL shortage or no coal short- 
| age, the country’s wood supply 

plays an important part in 
thousands of households every win- 
ter. 

Your sale of kitchen ranges and 
heating stoves to farmer customers, 
with many stoves equipped with 
wood-burning grates, will indicate 
that countless numbers of them are 
burning wood at least part of the 
time; the wood plate for laying on 
top of the coal fixtures as an acces- 
sory to the sale bears out this 
thought. 


How About the Wood? 


The myriad of fireplaces burning 
each night, from coast to coast, send- 
ing out their cheering warmth and 
comfort, call for thousands of cords 
of wood each winter. 

Where does all this wood come 
from? 

Who prepares it for the market? 

Who supplies the tools? 

These are some of the leading ques- 
tions for you to think about. 

Some of this wood, particularly 


what is known as slab wood, is a par- | 


tially waste product placed on the 
market, in many instances by pro- 


fessional lumbermen, in clearing lum- 
ber tracts in the country districts. 

These lumbermen need circular 
saws, files, single and double bitted 
axes in their work. 

The Farmer Brings It In 

But by far the largest amount of 
the wood supply, in the country and 
village districts, is brought in by the 
farmer. Often this wood business is 
a regular winter industry with him. 

Most farms contain what is com- 
monly referred to as the “wood lot.” 
This timber is frequently not avail- 
able for lumber, but as stove or fire- 
place wood it is a valuable asset to 
the owner. 

There is the possibility for the 
farmer to make real money in this 
wood business if you induce him to 
go into it seriously. 

The drag saw outfit with gasoline 
engine involves an initial expendi- 
ture of some little amount, but it 
soon begins to pay for itself in a 
most satisfactory manner to the pur- 
chaser. This machine is a fairly 
simple one to set up and to operate, 
and when once installed, the farmer 
can take out his wood and move it 
from place to place, so that he may 
be classified as a large producer. 


In most communities, the demand 
for good, hard wood in slab lengths 
far exceeds the supply. Sometimes 
it remains for the dealer to bring 
this fact clearly to the mind of the 
farmer. 

It is a simple matter to approach 
the subject at this season of the 
year. 

We find that in the sale of the drag 
saw outfit two or three farmers are 
often encouraged to club together for 
the purchase of the outfit. This re- 
lieves all of them from any great out- 
lay, and it enables them to enter a 
three-way winter industry at a sea- 
son of the year when farm work is 
ordinarily slack. 


Store Newspaper Ads 

Although recognizing the window 
display as an excellent means for 
stimulating sales, we must pass it up 
as rather impractical from the size 
of the product, so why not present the 
matter in an interesting manner 
through your store newspaper adver- 
tising? 

Since a cut of the article is gen- 
erally an essential part of the good 
and proper use of printers’ ink, it 
might be well to secure a clear-cut 
electro from the manufacturer. 
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Let your caption at the top of the 
advertisement run somewhat as fol- 
lows: 

“A PROFITABLE WINTER 
INDUSTRY FOR OUR FARMER 
CUSTOMERS.” 

“MAKE YOUR WOOD LOT 
HELP PAY FOR THAT NEW 
AUTO OR FARM TRUCK.” 

“A — DRAG SAW OUTFIT 
EARNS REAL DOLLARS FROM 
THAT IDLE WOOD LOT.” 

Then in your copy, you can bring 
out the many practical features of 
the machine, connecting it with the 
profit in store for the prospective 
farmer operator. 

As a suggestion, if your sales are 
not limited to cash on delivery, you 
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can arrange for contract time pay- 
ment. This will doubtless appeal to 
some prospects who would otherwise 
be handicapped in the initial pur- 
chase. 

Then there are the other regular 
accessories for the use of this far- 
mer-woodsman. 

The handled axe (single or double 
bitted), the splitting wedge, the axe 
stone, the file and so on. 

For the use of the individual far- 
mer, who merely works up his own 
wood supply or who takes care of the 
requirements of a limited number 
of wcod customers, there is the cross 
cut saw and the wood saw (often 
called the buck saw) by the cus- 
tomer. The one-man cross cut saw 
also appeals to many farmers. 
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The smaller items of the wood in- 
dustry lend themselves nicely to win- 
dow display purposes. 

When you can thus combine the ar- 
ticle with its actual use, you hit upon 
a two-fold plan. 

Place a couple of chopping blocks, 
a little pile of split wood or a small 
log in your window. A basket of 
wood chips or a neat pile of saw- 
dust, the former near the chopping 
block and the latter beneath a saw 
buck, with a cross cut or a wood saw 
resting against it are effective in 
selling the idea to the customer. This 
is important, for remember that on 
many occasions he is merely an im- 
probable prospect until this window 
display idea hits him, as he is pass- 
ing your store. 


Forty Years of Hardware 


(Continued from page 60) 








many nice orders he gave me in those days. As T. V. 
Williams was an elderly man when he bought from me, 
the chances are he has now passed away. Mr. Weber 
in those days was the head of the Ziun’s Co-operative 
Mercantile Institution and he was always very pleas- 
ant on the few occasions I met him. 

In Ogden in those days, and I understand they are 
still there, was a sporting goods house by the name of 
Browning Brothers. They bought goods from my 
house and every trip I sold them. Back of their store 
was a little shop and in this shop one of the several 
brothers who ran the business would be filing away 
at a piece of steel held firmly in a vise. Often I went 
back and chatted with him while he filed and fitted. 
This man was John M. Browning, who invented the 
modern automatic rifle. He is also the man who con- 
ceived the idea of throwing a shell out of the chamber 
of a rifle or pistol by the force of its own explosion. 
Of course like other radical ideas, it seemed a very 
foolish one in the beginning but he worked it out and 
so became the father of the modern United States 
army machine gun. John M. Browning has made a 
fortune of many millions from his patents. I have 
not seen him for years and I remember him as a 
simple mechanic, working in his shirt sleeves back of 
their little store in Ogden, filing and filing and filing. 

Another brother, I believe by the name of Matt 
Browning, in those days was quite a boxer. He was 
as strong as an ox. One day a vaudeville perform- 
ance came to town and gave a boxing exhibition. After 
the exhibition one of these boxers stepped forth and 
offered to knock out any citizen of Ogden. The crowd 
rose up and called for Matt. Matt removed his coat 
and vest, collar and cravat, climbed up on the stage 
and knocked that performer all over the place! 

I could write at considerable length about the var- 
ious hardware dealers, both Mormon and Gentile, 
whom TI sold in Utah, but time and space forbid. 


I must, however, tell about an incident that has its 
pathetic as well as amusing side. One day while tak- 
ing an order from Mr. Bauer of the Bauer Hardware 
Company, an old man with a long white beard, look- 
ing like a patriarch, came into the store and begged 
some money for a night’s lodging. He told us that he 
had walked twenty-five miles to Salt Lake City and 
he showed us papers authorizing his consignment to 
the poor house on the following day. As there was 
quite a gathering of traveling-salesmen at the Hotel 
Templeton, I asked this old man to come with me to 
the hotel. He was quite clean and respectable. 

When I arrived with him in the hotel office, I 
gathered the salesmen together and told the story. 
“Now, boys,” said I, “it is up to us to give him a fare- 
well party before he goes to the poor house.” We 
obtained special rates from the hotel for the bridal 
suite. We arranged for a dinner there, to be served 
in style. It is a shame to write it but as this is a 
truthful tale, I must admit that we even supplied our 
old friend with alcoholic liquor. He was not averse 
and at the end of the banquet and much speech-mak- 
ing on the part of the assembled traveling salesmen, 
also appropriate responses by our guests, we took him 
to his bridal couch, undressed him and put him to bed 
in a condition in which we did not worry about the 
unfortunate ending of his long life! The next morn- 
ing, a special committee, of which I happened to be 
one, hired a hack and took the old man out to the poor 
house where we bade him an affectionate farewell. 

Now the curious finish to this story is that more 
than a quarter of a century afterward, I was rid- 
ing in the subway in New York City when a middle- 
aged gentleman addressed me as follows: “J beg your 
pardon but were you not a member of a party of 
traveling salesmen who gave an old man a party the 
night before he went to the poor house in Salt Lake 
City twenty-five years ago?” I had to plead guilty! 


(To be continued) 
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Boys and girls of all ages and sizes found toys to interest them in this display of the Kelley-Duluth Co., Duluth, Minn. 


Hardware [Toys for 





the Hardware Dealer 


NE way to build up the busi- 
() ness is through the toy line. 
Toys are builders of future 
business and help increase the sales 
of other merchandise. It is a line 
that fits in and comes in the lull 
of the hardware business. A line 
that will help sales at any season of 
the year. 
It is just as easy for the hardware 
merchant to handle toys as for the 
general store or the drygoods store. 


By T. B. BARTLETT 


The Williams Hardware Co., 


Clarksburg, W. Va. 





The hardware merchant does not 
realize that there are hardware toys 
—toys for the hardware store—that 
are staple. The hardware jobber 
who handles toys has found that 
he must handle hardware toys. If 


the hardware merchant will look to 
the hardware jobber who handles 
toys he will get hardware toys. 
Toys for the hardware store 
should have an educational value. 
Such things as carpentry sets, 
chemistry sets, erectors, moving 
picture machines, wireless _ sets, 
wheel goods, steam toys, electrical 
trains, sand toys, a high grade line 
of mechanicals, sleds, air rifles, etc., 
and games that are educational and 





When the youngsters in Oak Park, Ill., want toys they have their parents take them to the toy department of the Hall Hard- 
ware Co., shown in this illustration 



































64 
instructive. These toys must be ser- 
viceable. The majority of them ap- 


peal to the boys. However, the girls 
must not be slighted, and the hard- 
ware merchant will find the high 
grade aluminum utensils, doll bug- 
gies, a high grade “mama’”’ doll, sew- 
ing sets and doll furniture attractive 
and profitable lines for the girls. 
The hardware dealer will never know 
the pulling power of toys until he 
tries them. 

Of course, the hardware merchant 
will have calls for the cheap, poorly 
made novelties, and no doubt think 
he needs them. But he should let 
the notion or variety store take care 
of that class of trade. The drygoods 
and general store try to keep every- 
thing in the toy line, consequently 
they rarely have a complete high 
grade line. It is much better for 
the hardware merchant to have his 
toys from 25 cents up. It is folly 
for him to try to compete with the 
5 and 10 store. It is much better to 
sell one article for 50 cents than to 
have to sell five for 10 cents each. 
Get something serviceable and with 
a value. 

A short time ago a hardware 
merchant came into our store to buy 
a few toys. He had a man with him 
who had been in the variety store 
business. As we went through the 
line the variety store man would pick 
out an item with a remark, “This is 
as staple as old wheat.” He was 
speaking of variety wheat and not 
hardware wheat. The hardware man 
listened to him and bought a few 
items that could not be regarded as 
hardware toys. A few days after he 
had returned to his home and had 
time to reflect he decided to cancel 
a few items. He asked us to cancel 
the items and added that he would 
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A Future for the Store 
That Carries Toys 


N commenting upon toys in the 

hardware store the Weston 
Hardware Co. of Weston, W. Va., 
says: “We endeavor to buy good 
toys; not the most expensive ones, 
but we keep away from the 
trashy kind. We find that me- 
chanical toys sell well in a hard- 
ware store. Last year we added 
dolls to the line and bought a 
number of them ranging in price 
from 25 cents to $5. To our sur- 
prise we sold the medium priced 
and high priced dolls first. We 
carry wheeled toys the year ’round 
and if any are left over at holiday 
time we are sure to sell them in 
the spring. 

“We think that toys help stimu- 
late business in our other lines 
and we believe that there is money 
to be made and a future for the 
hardware store that carries a line 
of real toys for red-blooded girls 
and boys.” 
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be in a little later and buy a few 
more wheel goods. 

The first class hardware stores in 
the cities have realized the need of 
a toy department. They have found 
toys such a profitable business that 
they maintain a department the year 
around. But what of the small town 
dealer? 

In a town of say 1500 population 
you will have on the average of one 
or two hardware stores, a furniture 
store, a variety, several general 
stores, also grocers and the, drug 
store. Here you have a number of 
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stores that will keep toys. A ma- 
jority of these dealers believe that 
they can do a large business in toys. 
A salesman talks them into it or the 
catalog house appeals to them. 
There is not one that will haye a 
high grade line all the way through. 
They usually try to get a lot of so- 
called toys and consequently have a 
lot of odds and ends. They think in 
terms of price rather than in those 
of value or service. How often have 
you heard in the small town, “They 
never have anything here, so I just 
have to go to the city to buy.” This 
is a poor argument, and the hardware 
merchant should not let his custom- 
ers get away with it. 

A man recently came into our place 
to see about a child’s automobile. . 
Upon being shown one, he said that 
no one in his town handled anything 
quite so good. It so happened that 
a live hardware merchant and a cus- 
tomer of ours was in that town. It 
was his second year with the line 
and he was sticking to the hardware 
toys. I said, “Well, Mr. , we 
just sold the Blank Co. in your town 
six of these, to be delivered when 
they arrive from the factory.” He 
was astonished when L.showed him 
the numbers the merchant had 
bought, among which was the highest 
priced one on the floor. Thoroughly 
impressed, he bought one to be de- 
livered through the dealer. 

Toys’ will certainly attract the 
boys and girls. They are the cus- 
tomers we look to for our future 
business—they are the customers of 
tomorrow. The toy business will in- 
crease from year to year and no 
doubt the hardware merchant in the 
smaller towns will find that the toy 
department will be a profitable busi- 
ness throughout the year. 





Help the Ladies and You Help Your Store 


ORE space is donated by hard- 

ware retailers for church and 
society bazaars every year than 
given by other merchants. In one 
way the keen judgment of the 
women, who are usually in charge of 
these functions is manifested be- 
cause they realize that the hard- 
ware store is a logical center of the 
community and consequently the 
best place for thém to hold their 
affair. 
Many of the dealers go so far as 


to use part of their own advertising 
space to help the cause along. This 
is good business, from a purely busi- 
ness standpoint, because more people 
attracted to a store means more 
business. 

The Kelly-Duluth Co., Duluth, 
Minn., in a recent two-column ad 
listed a number of specials and regu- 
lar items which were particularly 
attractive at that time. At the bot- 
tom a steam pressure cooker demon- 
stration was advertised and below 


that was the following paragraph: 
“Good Things to Eat—The ladies of 
St. Paul’s Church will have good 
things for your Sunday dinner, 
Come in Saturday and get some 
goodies.” 

This was good business. The 
ladies of St. Paul’s received some 
advertising and Kelly-Duluth re- 
ceived the benefit of the increased 
number of customers. This is an. 
excellent way to increase the num- 
ber of women customers. 
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Skiing is becoming more popular every year and opens up a new field for hardware profits 





Profits That Rise 


When the Mercury Falls 


\ \ JINTER has delayed his com- 
ing as long as he possibly 
could, but from all indications 
he is at last on the way. Reports 
from the northwestern sections of 
the country state that snow has 
fallen and that the temperature is 
steadily falling. In all probability 
before this article goes to press the 
lakes and rivers will be ringing 
under the steel-shod feet of the 
skaters, while the shouts of the 
coasters will be heard on every hill- 
side. 

With the coming of cold weather 
will come a demand for skates, sleds, 
skiis, snowshoes, hockey sticks, to- 
boggans and the hundred and one 
items that are needed for winter 
sports. This should be a season of 
profit for the hardware dealer, and 
the profits will be graded in direct 
ratio to the amount of thought given 
to the proper merchandising of the 
goods in question. Skates and sleds 


will sell during the cold weather 
even if you don’t push them, but 
they’ll sell a lot faster if you do. In 
other words, it’s up to you whether 
or not you do a small business or a 
large business in winter sporting 
goods. 


Winter Carnivals 


One of the best ways to insure a 
rapid turnover in this line is to pro- 
mote winter sports in your locality. 
The winter carnivals in Canada are 
known the world over. Out in St. 
Paul, Minn., there is another winter 
carnival that brings people into the 
Twin Cities from far and wide. ° All 
through the Northwest and through 
New England we hear of communi- 
ties forgetting the cares of business 
for a while and giving undivided at- 
tention to the proper celebration of 
swinter sports. 

It’s an idea worth thinking about 
and it’s well worth trying out in 


your owncommunity. Talk it up and 
use your influence to have the local 
chamber of commerce or board of 
trade set aside a few days for a win- 
ter carnival. Just let the idea take 
root and then proceed to cash in on 
it. Advertise the fact that your 
store handles a line of sporting goods 
particularly adaptable to the needs 
of the season! Back up your ad- 
vertising with attractive window dis- 
plays and get behind the idea and 
push! Do that and you'll get action, 
and you'll get the kind of action that 
will bring increased health to your 
community and increased turnover 
and profits to yourself. 

If hockey is played in your section 
make the most of it. Help organize 
a local league and use photographs 
of local teams and players in your 
windows. The same thing applies to 
speed and fancy skating. Skiing is 
becoming more and more popular 
every year and it’s something you 
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Underwood & Underwood 





Skating is a universal winter sport and you can’t afford to miss cashing in on it 


can’t afford to neglect. It’s a com- 
paratively easy matter to construct 
a slide for ski jumping and it’s a 
sport that never fails to arouse local 
interest. And it always brings dol- 
lars into the store of the hardware 
dealer who carries the articles 
needed. 

There are mighty few towns in the 
country that haven’t at least one hill 
that is suitable for coasting and 
tobogganing. This has been a popu- 
lar sport and always will be. Out 
on Long Island, a few miles from 
New York City, this branch of win- 
ter sport flourishes. Bob-sled teams 
have been formed and every winter 
there are a series of distance con- 


tests held. Why not get the idea of 
bob-sled contests started in your 
own town? 

Winter sport equipment is ad- 
mirably adapted to window displays, 
and you need never be at a loss to 
secure an attractive background for 
this class of merchandise. It’s an 
easy matter to counterfeit a winter 
background by using a little cotton 
and powdered mica, and this kind of 
display always succeeds in getting 
the attention of the people on the 
street. 

Just one thing more: In certain 
sections of the country fishing 
through the ice is a regular winter 
pastime. Why not capitalize the 


fact to your own advantage and fur- 
nish the anglers with their equip- 
ment? 

Golf is another sport that can be 
used to bring the profits into your 
cash register. Although the local 
players may not be able to use the 
links, you can remedy conditions 
somewhat if you have a little extra 
space in your store. A netting and 
a door mat are all the equipment you 
need: Place the door mat in front 
of the netting and invite the golfers 
in to practice their strokes. It will 
promote good will, advertise your 
store and eventually bring in the cus- 
tomers. And customers are needed 
by every dealer. 








There’s a hill for coasting in 


every town and 


there’s a hardware store in every town as well. 
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Why say more? 
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Builders’ Hardware 


From 


the Ground Up 


Butts and Hinges 


By W. N. THOMAS’ 


HE word “hinge” probably comes from the same 

source as the word “hang’—and so we have the 

common expression “The carpenter will hang the 
door’—meaning “The carpenter will hinge the door.” 
Hinges are usually made of iron or steel and some- 
times of brass or bronze. They have a jointed center 
one or both sides of which extends into a long strap. 
They are made to fasten to the side, or surface, of 
the door or gate and to the jamb or post to which it 
is to be hinged. See Fig. 78 for a present common 
form of hinge. 


Ancient and Modern Hinges 


Until comparatively recent years hinges were made 
by the local blacksmiths. In early English times they 
were wrought into very elaborate and ornamental de- 
signs, frequently extendingeover the entire surface of 
the door in a network of scrolls and vines. The 
wrought iron hinges on the doors of the Cathedral of 
Notre Dame in Paris, made in the thirteenth century, 
are the finest examples of their class. Ornamental 
hinges of this sort are now made by a few art metal 
workers for use on church doors and other doors of 
similar nature where the architectural treatment de- 
mands them. 

It is rather common now, however, to have the 
ornamental scroll portions made separate from the 
jointed portions, in which case they are known as 
“hinge plates.”” They may be of wrought iron, or of 
cast iron or cast brass or bronze. Sometimes they are 
rather elaborate (Fig. 79) and sometimes they are 
quite simple. In any case, they are for ornaments 
only and should never be used except where they har- 
monize with the doors and general character of the 
building. They do not belong on doors of modern de- 
sign. 
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Fig. 79—Elaborate 
type of hinge 
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A “butt” is the large or jointed part of a “hinge’— 
omitting the straps. It is the butt end of a hinge 
which accounts for the name “butt.” There is not a 
very clear cut line drawn between the names “hinge” 
and “‘butt.” The word “hinge” is often used in con- 
nection with what should theoretically be called a 
butt; however, the word “butt” is seldom, if ever, used 
to describe a long strap hinge. Butts are commonly 
intended to be mortised into the edge of the door (Fig. 
80), although a few styles are made to be applied to 
the side or surface, and are known as surface butts 
(Figs. 81 and 82). | 

The round central portion is known as the “knuckle.” 
It is ordinarily divided into five sections and then is 
known as a “five-knuckle butt.” The flat parts are 
known as the “leaves” or “flaps.” The two flaps are 
held together by a pin running through the knuckles. 
In the illustrations you will note there is a small ball 
at each end of the pin; butts so finished are known as 
“ball tip butts.” Sometimes these tips are rounded 
off like an oval head rivet and then are known as 
“button tips.” The French make butts with very 
ornamental knuckles and tips. Generally door butts 
are made so the pins may be taken out, and are known 
as “loose pin butts.” When the pins are not remov- 
able, the butts are known as “fast joint.” 


Materials Used 


Butts are made of wrought steel, cast iron, wrought 
brass or bronze, and cast brass or bronze. Each of 
these materials has its advantage in one way or an- 
other, and in considering these reference will be made 
particularly to butts intended for passage doors. 

Of course, butts made of cast iron or steel cost less 
than those made of brass or bronze, and for this 
reason are used in much larger quantity. Formerly 
all cheap butts were made of cast iron, but they were 
not particularly well finished. Then came the rapidly 
improving methods of shaping sheet steel with dies, 
presses and punches, and wrought steel butts were 
made. Being made of cold rolled steel, they are sus- 
ceptible to a fine finish at a low cost. As they are 
beautifully made and present a very fine appear- 
ance, they have grown into great popularity. They 
are quite suitable for interior use where the doors are 
not too heavy and not too much used and where ex- 
pense clamors for consideration. As these are of 





pr EE AGE i CNY \ Neer Se NPE ne PRN oT OEE conser sp eoaper tanto ates meee 
ee , . — = : - - 
NE LITER REIY A eR, OAR SS RTT ae ena eRe cian a set. Seb mio eerie ete apse: ss 


' 
; a 
; a 
if 

; 
; 2 

i 


wih 5 weisdcamvesially pesiedhip puilntiptinina 
+ ne ( eile 7 
re OME a I ete RN AR SIO A nto ote 


pee ta. 


rene Cae 


F878 onan AES trate eee UN ML re sia t mp 


PELLET SOS ETI ES DE OT te NE ts es MY eR NCE DI NEP ism Ko 








68 HARDWARE AGE 


steel and are not hardened, I feel they have not the 
wearing quality in their simple form to recommend 
them for use on heavy doors, doors much used, or 
doors controlled by springs and checks. 

Cast iron butts of heavy weight are now made and 
are given a very fine finish, but their cost is slightly 
more than equally well finished steel butts. As cast 
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Above — Fig. 80— 

Butt intended for 

mortising into edge 

of door. At right— 

Fig. 81—Full sur- 
face butt 














iron is quite hard, butts made of it are very long 
wearing and, if they are of proper size, will carry 
heavy and much used doors satisfactorily for many 
years. 

Butts made of cast iron or steel are likely to rust, 
and for this reason I do not consider them satisfactory 
for exterior use, nor for use in damp places, or in 
places where a showing of rust, even though slight, 
would be unsatisfactory. To overcome this tendency 
to rust they may be zinc plated or sherardized before 
being bronze or brass plated, but even this I do not 
consider sufficiently rust resisting to justify their use 
in such trying places as mentioned above. The next 
grade of butts, price considered, are made of heavy 
sheets of brass or bronze formed into their shape in 
the same manner as wrought steel butts. To increase 
their wearing quality they are reinforced at each joint 
with two steel bushings and have the hole for the 
pin interlined with steel (Fig. 83). Butts of this 
kind are known as “wrought brass or bronze butts.” 

The next grade of butts are made of cast brass or 
bronze. They are made by most manufacturers in 
three weights, and are double steel bushed at each 
joint. Brass and bronze butts will not rust, and so 
far as that goes are suitable for use in any climate 
and any place. When furnished in the natural color of 
the metal they may be polished and kept in their orig- 
inal bright and shining condition for years. 


‘Ball Bearing Butts 


To improve the wearing quality of steel and brass or 
bronze butts, they are also made with ball bearings 
at two or more of the knuckles. These bearings have 
tool steel balls running in hardened steel raceways 
inclosed in an outer protecting jacket of brass or 
bronze (Fig. 84). These should be secured to the butt 
so they will not fall out when the pins are removed 
for hanging the door. As cast iron butts are much 
harder than those made of steel, brass or bronze, they 
are not generally equipped with ball bearings. 

The size of a butt is described by giving first the 
height of the body of the butt (not including the tips) 
in inches, then the width when open in inches. Thus, a 
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butt described as 4 in. by 3 in. is 4 in. high and 3 in. 
wide when open. They are, however, wsually made in 
square sizes, that is, 3 in. by 3 in., 4 in. by 4 in., etc. 


Determining the Proper Size 


To determine the proper size butt required for a 
given door is rather simple. Refer to the sketch (Fig. 
85). In this sketch the door is 134 in. thick, the trim 
in 1% in. thick. The butt is not mortised entirely 
through the door, about 1%4 in. of wood being left. 
This is called the “relish,” from an old French word 
meaning “what is left.” , 

Now refer to the sketch. Thickness of door in 
closed position 134 in., plus thickness of door in open 
position 134 in., plus thickness of trim 1% in., equals 
4% in. From this deduct the “relish” of the door in 
both positions, or 4% in., which leaves 4% in., the exact 
width of the butt required to hang the door so it will 
open back flat against the wall without striking the 
trim. As butts for large doors are made in sizes 
varying by half inches it will be necessary to use the 
size next larger than 4% in., or 4%4 in. wide, and as 
butts are usually used in square sizes a 442 by 44% in. 
butt should be used. From the above you can made 
the simple rule of twice the thickness of the door plus 
the thickness of the trim and deduct % for the 
relish—134 + 15%, + 1% — % = 43—and then use 
the next larger width, or 44% in. In some cases the 
trim is built up with a wide “back-band” or a heavy 
“plinth” block; in such cases an extra wide butt must 
be used. At the same time it need not necessarily 
be extra high—such as 4 in. by 5 in. or 4 in. by 6 in. 
These odd sizes are usually made only in butts of high 
quality. Select only such sizes as are advertised by 
the manufacturer whose butts you are using. 

In the sketch (Fig. 85) you will note an unusual 
little molding which extends beyond the thickness of 
the stile of the door. The amount that this projects 
beyond the stile must be added to the thickness of the 
trim in order to make sure you use a large enough 
butt so the molding wilnot strike against the trim 
when the door is opened 180 deg. When doors are 








At left—Fig. 82 
—Half surface 
butt. 


At right — Fig. 
83— Butt rein- 
forced at joints 
with steel bush- 
ings and having 
pin-hole inter- 
lined with steel 














unusually wide or heavy for their thickness a size 
larger butt than this rule requires may be used to 
advantage. 

Selecting the Proper Butt 


It is important to select a butt of the proper weight 
(thickness) for the door to be hung. If the door is 
light and is not used too frequently a light butt may 
properly be used, but if the door is heavy and used 
= a proportionately heavy butt should be 
used. 
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It is good practice to use three butts to each door 
to prevent the door from warping and to hold it in 
proper alinement so the door can be opened and closed 
easily and the lock work properly. The better job 
justifies the expense. 

To determine the relative wearing value of various 
types of butts the Bureau of Standards of the Depart- 
ment of Commerce, Washington, D. C., made a series 
of tests for the Builders’ Hardware Committee of the 
Federal Specification Board. Reports were made in 
May and October of this year. The first report con- 
tains a table prepared to show the estimated number 
of times doors of different kinds in various types of 
buildings are used. It clearly illustrates why the same 
butt is not suitable for all kinds of doors. You will 
find it of much assistance in making the proper selec- 
tion of the best butts to use. 


ESTIMATED FREQUENCY OF OPERATION OF HINGED 
Doors 


Number of operations of one leaf of door—opening 
and closing = 1 cycle 


Type of Building and Door Daily Yearly 
Large department store entrance... 5,000 1,500,000 
Large office building entrance..... 4,000 1,200,000 
eT QI a in bk o's 0 c ececdie wes *1,000 450,000 
Schoolhouse entrance ............ 1,250 225,000 
Schoolhouse toilet door..:........ 1,250 225,000 
Store or bank entrance........... 500 150,000 
Office building toilet door......... 200 59,000 
Schoolhouse corridor door......... 80 15,000 
Office building corridor door....... 75 . 22,000 
eee) Me oe et 60 18,000 
Dwelling house entrance.......... 40 15,000 
Dwelling house toilet door........ 25 9,000 
Dwelling house corridor door...... 10 3,600 
Dwelling house closet door........ 6 2,200 





*Per performance. 


NOTE:—The ratio between daily and yearly fre- 
quency varies with the type of building. 


The first report related to the wearing value of ball 
bearing and steel bushed steel and bronze butts, and 
contained the following conclusions: 





Fig. 84— Some 

examples of ball 

bearings used in 
butts 














(a) Steel-bushed or steel-washered bronze or brass 
butts as now produced are relatively poor from the 
standpoint of wear, and are not recommended for use 
except on doors used moderately where extreme cli- 
matic or corrosive conditions require bronze or brass 
butts. 
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(6) In general, where conditions warrant the use 
of bronze or brass butts, the ball bearing type should 
be specified, especially for frequencies estimated to be 
greater than 15,000 cycles per year, since the service 
they give outweighs the differential in cost over the 
other types tested. 
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(c) all bearing washers of the visible type are 
preferable to the concealed type of ball bearings as 
now made. 

(d) Extra heavy ball bearing butts should be speci- 
fied for all doors where exceptional frequency of opera- 
tion may be expected. 

(e) Ball bearing butts should be specified where 
silent operation of doors is required, as in hospitals. 

(f) There is little difference between the wearing 
qualities of steel butts with visible bronze washers and 
steel-bushed bronze butts, but both types are decidedly 
inferior to ball bearing butts. 

(g) While compared to*the other types tested ball 
bearing butts will give greater service, regardless of 
lubrication, nevertheless lubrication is an important 
feature in all types of butts and should be provided 
not only as an essential part of the manufacturing 
process but also throughout the life of the butt by 
systematic inspection. 

The second report related to the relative wearing 
value of cast iron and steel butts, and contained these 
conclusions: 

(a) Cast iron butts will wear longer than wrought 
steel butts either without lubrication or ‘with equal 
lubrication. 

(6) Proper lubrication will multiply the useful life 
of any butt many times, and should receive more at- 
tention from the manufacturer as an essential fea- 
ture in production and also from the user by the adop- 
tion of systematic inspections throughout the life of 
the butt. 

(c) Extra heavy butts show considerably greater 
wearing value than regular weight butts and should 
be specified in preference to regular weight butts for 
doors in frequent use. 

More will be said about butts in the next article. 
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E are launched into a new year. What 
kind of a year will it be? Just what we 
make it with the handicap of the bad 
habits we have accumulated in the past, also the 
bad habits of the world in which we live and the 


bad habits of our ancestors, as well as all of their 
bad thinking and all of our bad thinking. 


What is the thing that all of us need most? A 
general clean-up. Every mind should have a 
thorough cleaning. All the things that do not 
count in our minds should be thrown out. All 
the things that we know so well that are not 
true should be forgotten. Wouldn't it be splen- 
did if we could have a good mental Turkish bath? 
However, it is up to us if we can not get a thor- 
ough bath to at least use a sponge. How can we 
do this? First and foremost, by trying just as 
hard as we can in the new year to keep our 
minds clean. How can we do this? By carefully 
taking an inventory of our thinking. Are our 
thoughts assets or liabilities? If we decide that 
some of our thoughts are direct liabilities, why 
not strangle them? It can be done. We all 
know that there is no good health without elim- 
ination. What is the matter with eliminating 
quite a cross section of our thoughts? Then, 
how about the things we shovel into our minds 
every day? Do we use the slightest care about 
that? When we pick up the morning paper do 
we realize that every article we read is an asset 
or a liability? It is an asset if we gather in- 
Spiration or a beautiful thought — strength, 
power or useful information. It is a liability 
when we only read about things that degrade 
humanity in our eyes. 


Of course you will say—‘“If you follow any 
such rule as this in reading your morning pa- 
per, there will not be much to read.” We grant 
it. Therefore you will have more time on your 
way to work in the morning to plan the day’s 
work. At least you will save the wear and tear 
on your eyes from reading in a bad light on a 
moving train, car or subway. Most of the stuff 
in the papers is not worth the wear and tear on 
the eyes. 


One of my friends sent me a New Year’s card 
on which the following delightful sentiment 
was printed: 

“Yesterday is a dead duck, 


Proverbs for 


“Tomorrow is a dodo, 
“Today is the only bird that can lay an egg.” 


This sentiment reminds me of an article I 
read about the eggs of the dinosaur that were 
dug up by some scientists in the Gobi Desert. 
These eggs are estimated to be thirty million 
years old. The dinosaur was a reptile. These 
eggs are long and oval. Now the point of this 
egg story is that the scientist who found them, 
while he had never before seen a dinosaur egg 
nor had any other human being, still knew from 
his training and studies just what it was as soon 
as he saw it. He was intelligent. If he had been 
devoting all of his time and attention to most 
of the articles on crime in the daily papers and 
to some of our modern literature, he would not 
have known a dinosaur egg when he saw it. 


This applies to salesmen and selling. The 
man who is constantly studying his business 
and his lines of goods sees opportunities when 
the other fellow who does not study does not 
realize what is happening. Let me again illus- 
trate this point with a selling story. A little 
Italian boy was trying to sell chocolate in one 
of our poor East Side New York districts. His 
chocolate was ten cents a package. Possible 
customers would stop, look at the chocolate, ask 
the price and pass on. He finally gathered the 
idea that the ten-cent package was not the right 
thing for that neighborhood. What he needed 
was a five-cent package, so he broke his ten-cent 
packages in half and then he called out—“Five- 
cent chocolate!” His business increased 1000 
per cent. This boy had brains, but beyond that, 
his mind was fixed'on his business. 


Then there is another thought that comes to 
me in connection with salesmen. There is noth- 
ing new about this thought. Turn to “Proverbs” 
and you will find it. I refer to what Solomon 
had to say about the tongue being an unruly 
member. You know one of my friends once re- 
marked that Solomon wrote his “Psalms” the 
night before and the “Proverbs” the morning 
after. Yesterday was New Year’s. This is the 
morning after. We are in the spirit of “Prov- 
erbs!” 


By the way—you know some of these days 
some bright publisher when he gets out New 
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the New Year 
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Year’s cards will just have “The Book of Prov- 
erbs” printed nicely in a little pamphlet and 
send that to his friends. It really would not be 
a bad idea as a New Year’s general letter for 
salesmen to send them a copy of “The Book 
of Proverbs.” It is just full of good ideas that 
would help selling— 


But to get back to the unruly tongue: For a 
good many years at the end of every year, I 
have had to handle a salesmen’s convention. 
What happens almost every year? Some bright 
salesman—and not always a young one—lies to 
another salesman about his salary and then 
there is trouble. It is not so bad when there is 
trouble because in that case the thing can be 
corrected, but in many cases the matter is never 
brought to the attention of the sales manager 
and so the salesman leaves, feeling that he is 
underpaid. He believes the Ananias who told 
him all about the fancy salary he drew. Here 
again I refer to another old friend—a man who 
has had many years’ experience. He said that it 
was simply impossible for any salesman to tell 
the truth about two things. One was his salary 
and the other was women! Why should a sales- 
man talk about his salary? Of course we all 
know his loquaciousness is caused -by petty 
vanity. 


Again in “Proverbs” we note: “A fool and his 
money are soon parted.” That is just the way 
we feel too after New Year’s. My, we did feel 
big and important New Year’s Eve when we 
took out our roll and paid the waiter and the 
head waiter that fancy tip! What was the mat- 
ter with us? Well, of course, you might say 
several things but we had the vanity complex 
too. That was the time of “Psalms” but now we 
are writing in the time of “Proverbs!” 


For Christmas I received a book called “Dam- 
aged Souls.” This book is supposed to be an 
impartial analysis of the lives of Benedict Ar- 
nold, Aaron Burr, Thomas Payne, P. T. Barnum, 
Ben Butler and others. Well, well, I would like 
to mail this book to some people I know with 
certain passages marked! Of course I know you 
are a highly educated person but I wonder how 
much you know about Benedict Arnold and his 
life. I suppose you know just about as much as 
I did before I read this Christmas book and that 
was pretty near nothing. 





What really “got” Benedict Arnold? It was 
extravagance. He needed the money. The 
British agreed to give him £30,000—$150,000— 
to give up West Point. He escaped but poor 
Major Andre, his accomplice, was executed. 
Suppose Benedict Arnold had seriously read 
“Proverbs” and had been careful not to go into 
debt. Suppose that line, “A fool and his money 
are soon parted,” was on his mind every time he 
signed a check. The chances are he would never 
have betrayed his country. According to this 
analysis, Benedict Arnold had many virtues and 
charming qualities but he lived beyond his 
means and so he needed the money. 


What do you know about Aaron Burr? He 
just missed being President of the United 
States. He killed Alexander Hamilton in a duel. 
Burr was also very extravagant. He needed the 
money too. He should have read “Proverbs.” 
He attempted to set up an empire in Texas with 
himself as emperor. He was tried for treason 
by the United States Government but was ac- 
quitted. 


It is certainly interesting to read this book 
about all these great Americans who suffered 
from a yellow streak. Then possibly if you get 
this book and read it—and I certainly recom- 
mend it—as you read about these characters, if 
you read with an open mind, you will see some 
things from time to time that will remind you 
very much of an individual with whom you are 
very well acquainted! 


It is a good thing for all of us, whether sales 
managers or salesmen, to start the new year 
with the proper spirit, so I modestly make the 
suggestion that at the first opportunity you 
read “Proverbs” and then “Damaged Souls.” 
Who knows? Possibly reading this book may 
lead to some of our souls not becoming any 
more damaged than they are at present. Pos- 
sibly in 1924 by careful attention we may be 
able to take some of the dents out of the souls 
we already own. 


I do not know whether the Editor will pass 
this as a “Sales Manager” article or not but, af- 
ter all, it conveys the state of our mind in enter- 
ing the new year. How about yours? 


“THE SALES MANAGER.” 
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Chart showing method used in making poster letters 


Show-Card Mats and Their Uses 


Chapter II of the Thin, Single-Stroke, Poster Alphabet 


in learning to write show-cards is 

to first plan your work and then 
work your plan. A _ show-card well 
begun is one-half done. The data or 
reading matter to bring the best re- 
sults should be brief, particularly on 
window cards. Make your headlines 
attractive, catchy and different. 

Notice the card beginning “Save 
Coal—Save Money.” There are only 
thirteen words on this card and yet 
the entire story is told in a 
short and attractive manner 
and is easily read at a glance. 
The card beginning “Lock the 
Garage” has an outside 
measurement of 15 by 18 in. 
The mat is 1% in. wide and is 
made of dark olive green 
mat-board, with a % in. black 
stripe around the edge. The 
color of the card behind the 
mat is a light buff with the 
lettering in black. The head- 
ing “Lock the Garage” would 
attract the attention of many 
a person who relies on a 10 
cent padlock. 

The card featuring brushes 
is intended for a window dis- 
play. These eleven words 
carry a real sales punch 
More data than this is not 
necessary on a card of this 
size, which is 15 by 18 in. 


QO NE of the most important things 


By JOSEPH BERTRAM JOWITT 


An important thing to remember 
when cutting mats is to use the extreme 
point of penknife, which may be kept 
sharp with the aid of a small carbo- 
rundum stone. The knife should al- 
ways be held on a slant as this makes 
the cutting much easier. Cut past your 
corners a small fraction of an inch in 
order to prevent tearing the surface 
of the card when the center is lifted 
out. These mats were all cut free hand. 
It is easy to cut by following a line of 


SAVE 


¥ Coal: Save 


~MONEY! | 


Round Oak Oil Ranges 


_ Are Safe Efficient 4 Economical 





The mat makes an attractive border for the card 


pencil or chalk. If a rule is used it 
should be of metal. 

The use of mats suggests an idea to 
those who wish to use old show-cards 
which are “dog_eared” or have become 
soiled at the edges from handling. A 
few dabs of glue at the corners will 
hold the card in shape. Art gum and 
a piece of soft chamois will brighten 
up and clean a shop-worn show-card. 

The planning of a show-card means, 
of course, the reading matter and 

pencil or chalk lay-out of the 

lettering. It is always a good 
plan to make two or three 
lay-outs on a piece of paper 
the exact size you intend 
to make your card. In 
this way you will improve on 
- your lay-out and spacing to a 
considerable degree. A great 
many beginners are  back- 
ward about using their own 
ideas in lay-out and reading 
matter and also in displaying 
their first attempts at letter- 
ing. Beginners at lettering 
should remember that their 
work never looks as crude to 
others as it does to them- 
selves and that practice in 
lettering is the real stepping 
stone to success. 
Do not always expect im- 
mediate results from every 
show-card you display. Many 
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The mat makes 


a time you will produce what you think 
is a specially attractive card, but you 
fail to see the results it is bringing. 
Some time afterward, however, a cus- 
tomer will come in and ask for one of 
those padlocks you had in your window 
some time ago, or a set of those dishes 
you had in your window last fall. The 
chief value of the show-card lies in the 
fact that it brings the prospective 
buyer face to face with the article to 
be sold and usually leaves a lasting im- 
pression. 


The Modern Poster Alphabet 


In this instalment we show, seven 
more capital and lowercase letters of 
the thin, single-stroke, modern poster 
alphabet. The letters H to N are known 
as the upright and angle letters and are 
considered the easiest letters of the al- 
phabet to make owing to the fact that 
they have no curves, circles or loops. 





Chart showing 
the method used 
in making 
Egyptian nuU- 
merals, An ex- 
cellent numeral 
for price tags 


this show-card distinctive 
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The basic part of the capital letter H 
is made in just three single strokes. 
The finishing strokes or “serifs” at the 
top and bottom of letter are made with 
the tip of the brush after it has been 
worked to a sharp chisel edge. Strokes 
1 and 2 are made with the brush hold- 
ing the handle squarely to the front, the 
two strokes being the full width of the 
brush. Stroke No. 3, the cross stroke, 
is made by turning the brush sideways 
after it has been shaped on a piece of 
card to one-half the width of the other 
strokes. If the reader will study the 
arrows and numbers he will note that 
the arrows point in the direction each 
stroke is made, and that the numbers 
indicate the sequence of the strokes as 
they should be made. 


Making the Strokes 


When making all downward strokes 
be sure to begin squarely on the top 
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Guaranteed 


Brushes — 


A Foss-Set Brush 


will never shed 
its Bristles- 


example of what a mat will do 


guide line, but remove the brush when 
within a fraction of an inch of the 
bottom guide line. Finish off each 
stroke with sharp-pointed spurs or 
“serifs” as shown on capital letter M. 

The practice strokes are shown on 
the bottom of the plate; the beginner 
is advised to familiarize himself with 
these strokes before attempting to 
copy the letters above. And just a 
word about practice. Practice on each 
and every opportunity for it will make 
you successful. 


The Egyptian Numerals 


The Egyptian numerals shown here- 
with are the easiest to make of al] 
numbers for price tags. They are very 
plain and legible, the strokes being of 
equal width all the way around and the 
dotted lines show just how the figure 
would look if each stroke was carried 
out to its termination. 





Small numerals 
and arrows show 
the sequence and 
direction of 


strokes used in 
making the 
numerals 
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1923 Was Largest 
Building Year 


on Record 


_- 


A Total of $5,922,900,000 Spent 
During Twelve Months Just Ended 


A total of $5,922,900,000 was ex- 
pended for building construction in 
1923, according to the Copper and 
Brass Research Association’s annual 
survey made public Jan. 1. Last year 
was the largest single year in the his- 
tory of the building industry, bring- 
ing the total volume of construction 
for the past two years to the total of 
$11,000,000,000. 

During 1923 the expenditure for 
residential buildings, including dwell- 
ings, apartments and hotels, amounted 
to $2,302,240,000, so that nearly 40 per 
cent of the total expenditure went to 
relieve the acute housing shortage 
which still existed at the beginning of 
the year. 

As a result of the past two years 
of record-breaking construction, the 
shortage in all classes of building 
brought ubo.t by the war has been 
steadily reduced. July 1, 1921, saw an 
estimated building shortage of $8,084,- 
985,000; and construction during the 
remainder of that year reduced this 
figure to $6,363,835,000 on Jan. 1, 1922. 
Construction in 1922 reached the total 
of $4,910,000,000; of which $3,125,000,- 
000 represented the normal yearly de- 
mand for new construction, so that 
the shortage was relieved during 1922 
by $1,785,000,000. 

Total construction of $5,922,900,000 
during 1923 has contributed further to 
relieve this building shortage by a 
total of $2,617,900,000, leaving a short- 
age on Jan. 1, 1924, of $1,960,935,000. 

The total expenditure for building 
construction during 1924 is estimated 
by the Copper and Brass Research As- 
sociation at $4,835,935,000, of which 
amount $3,125,000,000 represents the 
expenditure necessary for normal build- 
ing requirements. 


Technical Glass Co. Moves 


The Technical Glass Co., Inc., manu- 
facturer and exporter of “Tegco” glass 
knobs, has recently removed from 2736 
Crompton Avenue to 2050 East Forty- 
eighth Street, Los Angeles, Cal., where 
its new factory will be located. 


P. A. Geier Co. to Add 
to Plant 


The P. A. Geier Co., Cleveland, will 
build a large addition to its East One 
Hundred and Fifth Street plant, dou- 
bling the present floor space of both 
its plants. The extensions will include 








a four-story reinforced concrete build- 
ing, 68 x 240 ft., the erection of a 
one-story wing, 66 x 56 ft., and the 
addition of three stories to a present 
one-story building. The additional 
space will be used for the manufacture 
of washing machines, vacuum cleaners 
and other electrical household appli- 
ances. The Geier Co. will require con- 
siderable additional machinery equip- 
ment, which will be purchased shortly. 





Hamp Williams Plays Santa 
to Cops, Firemen 
and “Tel” Girls 


All members of the police and fire 
departments of Hot Springs, Ark., 
and all of the city’s telephone oper- 
ators, each received as a Christmas 
gift from Hamp Williams, head of the 
Hamp Williams Hardware Co., Hot 
Springs, and president of the National 
Hardware Association, a large basket 
of fruits, nuts and candies with an 
appropriate letter of appreciation and 
holiday greetings. 


E. S. Cox to Represent Ohio 
Manufacturers 


Ernest S. Cox, manufacturers’ agent, 
Fitzsimmons Building, Pittsburgh, Pa., 
will represent the Cleveland Chain & 
Mfg. Co., Cleveland; D. Round & Son, 
Cleveland, and the Klein Chain Co., 


Wapakoneta, Ohio, associated com- 
panies manufacturing chain, chain 
hoists, trolleys, cranes, winches and 


kindred products. 


E. H. Dalbey with Tobin Co. 


E. H. Dalbey, formerly of Omaha, 
Neb., has become associated with the 
Tobin Co., 9 S. Clinton Street, Chi- 
cago, in the capacity of general man- 
ager. The Tobin Co. has been oper- 
ating for about two years and manu- 
factures a clothes line hook known as 
the “Wonder Hook,” which does not re- 
quire the tieing of a knot in the ends 
of the line. 


Blanchard Hardware Co. Now 
P-J Hardware Co. 


The stock of the Blanchard Hard- 
ware Co., Haskell, Okla., has recently 
been purchased by Carr Peterson and 
Warren James, and the business will 
in the future be conducted under the 
name of the P-J Hardware Co., Has- 
kell. In selecting the name for the 
business, the first letters in the names 
of its proprietors have been used. 
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Schulz Elected President 
by Pittsburgh Retailers 


The election of officers and a dis- 
cussion of the outlook for the hardware 
business in 1924 were features of the 
monthly meeting of the Pittsburgh Re- 
tail Hardware Dealers Association, held 
in the Fort Pitt Hotel, Pittsburgh, 
Dec. 28. Gustave Schulz, a hardware 
retailer of McKees Rocks, was elected 
president, while James M. Scott of 
Carnegie was elected first vice-presi- 
dent; Casper Peppel, Pittsburgh, sec- 
ond vice-president; James G. B. Car- 
michael of the Struske Hardware Co., 
Carnegie, Pa., third vice-president, and 
George L. Hegner of Hegner Bros., 
Sewickley, Pa. fourth vice-president. 
B. C. Nebo, formerly third vice-presi- 
dent, was elected treasurer, and C. W. 
Scarborough, secretary, the latter hav- 
ing served as secretary since the asso- 
ciation was organized fifteen years ago. 

Samuel K. Waring, a former presi- 
dent, in his talk on the outlook for the 
hardware trade for 1924, was extreme- 
ly optimistic in his views. Mr. Waring 
believes business for this year will be 
ahead of last year, and that there will 
be more stability in prices. He does 
not look for any important changes in 
prices in the early part of this year, 
and that there will not be the delay in 
getting certain goods that was experi- 
enced last year. A. R. Smith, retiring 
president, acted as toastmaster. 








W. B. Morrison Buys Interest 
in Bracey & McLeod Co. 


W. B. Morrison, who for five years 
was connected with the Palmer Hard- 
ware Co. as sales representative in 
South Carolina, Georgia and Florida, 
and for more than fifteen years for 
Beck & Gregg Hardware Co., has re- 
cently purchased an interest in the 
Bracey & McLeod Hardware Co., Inc., 
wholesale and retail hardware, Savan- 
nah, Ga. 

In preparation of entering the whole- 
sale field on a more extensive scale, 
the company has recently increased its 
capital and secured increased ware- 
house facilities. Both Mr. Bracey and 
Mr. Morrison will travel for the com- 
pany out of its headquarters in Savan- 
nah. 


R. C. Murphy Joins 
Fairmount Forces 


R. C. Murphy has joined the sales 
staff of the Fairmount Tool & Forging 
Co., Cleveland, Ohio. Mr. Murphy was 
formerly connected with Smith & 
Hemenway Co., Irvington, N. J., cover- 
ing the middle western territory. Be- 
fore going with Smith & Hemenway 
Co., he was in the sales department of 
the Peck, Stow & Wilcox Co., Southing- 
ton, Conn., covering territory in the 
Middle West with headquarters in 
Cleveland. 
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W. A. Stevenson to Head 
Sales for Paint Firm 


W. A. Stevenson, in charge of the 
paint and saddlery department of Hib- 
bard, Spencer, Bartlett & Co., Chicago, 
will leave that firm on Jan. 14, after 
fourteen years of service, to take ac- 
tive charge of the sales, purchasing 
and office management of the Indiana 
Indestructible Paint Co., 1247 Belmont 
Avenue, Chicago. 

The company with which Mr. 
Stevenson will be associated manu- 
factures a full line of paints, maintains 
a branch at St. Paul, Minn., and is at 
present traveling eight men. Brushes 
are also handled on a jobbing basis. 
Mr. Stevenson states that the sales 
force will be materially increased in 
the near future. 


Baldwin-Kruse Changes 
Name 


The Baldwin-Kruse Mfg. Sales 
Co., manufacturers’ representatives, E] 
* Paso, Tex., has recently changed its 
name to that of the Henry F. Baldwin 
& Co., as a sequel to the withdrawal 
from this organization of H. M. Kruse, 
more than a year and a half ago. 

Earl R. Waddell, formerly with the 
Peden Iron & Steel Co. at San An- 
tonio, Tex., has charge of the Dallas 
office, while F. Lagrange, Jr., has 
charge of the Mexico City office. 

The trade territory covered by Henry 
F. Baldwin & Co. includes the States 
of Texas, New Mexico, Arizona and 
Southern California, as well as the 
whole Republic of Mexico, all of which 
territory is covered regularly either 
by Mr. -Baldwin in person or by some 
one of his representatives. 





Jacobus Agent for Rollman 


Wm. H. Jacobus, wholesale hardware 
distributor, 81 Walker Street, New 
York City, is now representing in the 
metropolitan section the Rollman Mfg. 
Co., makers of hardware specialties 
and food choppers, Mount Joy, Pa. 
Jacobus, it is said, will carry stock in 
New York for immediate deliveries. 





D. I. Wheeler with Ramsey 
Chain Co. 


D. I. Wheeler has been appointed 
sales engineer with the Ramsey Chain 
Co., Albany, N. Y. Mr. Wheeler was 
formerly Cleveland manager for the 
Morse Chain Co., Ithaca, N. Y. 





L. W. Ferdinand & Co. 
Fifty Years in Business 


The fiftieth anniversary of the 
founding of L. W. Ferdinand & Co., 
manufacturer and importer of glues, 





linoleum cements and marine glues, 
152 Kneeland Street, Boston, Mass. 
was recently celebrated by that firm. 

In honor of the occasion, the com- 
pany is to have a special display at the 
Nineteenth Annual Motor Boat Show, 
to be held at the Grand Central 
Palace, Jan. 4-12, and has issued spe- 
cial invitations, entitling the bearer to 
two tickets of admission at the com- 
pany’s expense. 


Winne Elected Director 
Boston Varnish Co. 
H. B. Winne, sales manager of the 


Boston Varnish Co., manufacturer of 
Kyanize varnishes and enamels, Sec- 





H. B. Winne 


ond and Boston Streets, Everett Sta- 
tion, Boston, Mass., was elected a 
director at a meeting of the stock- 
holders of the company, held Dec. 29. 
For many years Mr. Winne repre- 
sented the company on the road in all 
parts of the United States and in the 
Canadian Northwest. He was ap- 
pointed sales manager four years ago. 


(ee me 


C. D. Lane Retires 


C. D. Lane, who since the death of 
his father, Will B. Lane, two years 
ago, has headed the Will B. Lane Unique 
Tool Co., manufacturer of Lane’s 
Unique Tools, 422 South Dearborn 
Street, Chicago, has recently retired 
from active business management. 


C. S. Stow to Open Store 
in Harvey, Ill. 


C. S. Stow, formerly a credit man 
for Hibbard, Spencer, Bartlett & Co., 
Chicago, IIl., has purchased the Bark- 
nieier Bros. hardware stock at Harvey, 
Ill., and will operate the business under 
his own name. 











Milwaukee Corrugating Co. 
Establishes New Plant 


For the purpose of providing facili- 
ties for its growing business, the Mil- 
waukee Corrugating Co., manufacturer 
of Milcor Sheet Metal Products, Mil- 
waukee, Wis., has recently purchased 
several factory buildings and estab- 
lished a plant at La Crosse, Wis. 

Three of the buildings of the Gund 
Brewing Co., La Crosse, and the prop- 
erty on which they stand, were included 
in this purchase, and the Milcor branch 
will be in operation there by March 1, 
1924. What was formerly the main 
bottling plant of the Gund brewery 
and two other smaller buildings, will 
be remodeled for the new work. 

Frank Vyvyan will go to La Crosse 
Feb. 1, from the Milwaukee plant, to 
manage the new branch. 

The Milwaukee Corrugating Co. now 
operates branches at Kansas City and 
La Crosse, and a branch sales office in 
Minneapolis, in addition to its fac- 
tories in Milwaukee, which were in- 
creased in 1923 by an addition of 
50,000 sq. ft. of floor space and which 
will be further increased during 1924. 


A. F. Stoeger, Mauser Agent, 
Will Carry Full Line 
of Repair Parts 


The Mauser Arms & Ammunition 
Corp., Oberndorf-on-Neckar, Germany, 
has conferred the exclusive distribu- 
tion for the genuine and original 
Mauser pistols, carbines and rifles on 
the firm of A. F. Stoeger, 224 East 
Forty-second Street, New York City. 
A. F. Stoeger is also the sole author- 
ized agent in the United States for 
Luger pistols and ammunition.. 

A. F. Stoeger maintains a Luger and 
Mauser service department, and will 
keep at all times, it is said, a full line 
of both Luger and Mauser repair parts 
and ammunition. Formerly it had been 
impossible to get all of the repair parts 
in this country, as no authorized serv- 
ice department was maintained. 


Decatur & Hopkins Co. Holds 


Banquet | 

Approximately 135 officers and em- 
ployees of the Decatur & Hopkins Co., 
Berkely Street, Boston, shelf hardware 
jobbers, on Friday evening, Dec. 28, sat 
down at dinner at the Hotel Brunswick, 
an annual affair. Austin H. Decatur, 
president, acted as toastmaster. He 
introduced the various speakers, all 
officers and employees. The company, 
which recently moved to its new quar- 
ters, has just closed the most success- 
ful year in the history of the organiza- 
tion, as was brought out during the 
speaking. Dancing followed the ban- 
quet. 
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Obituary 
Herbert E. Cushman 


Herbert E. Cushman, treasurer 
Morse Twist Drill Co., New Bedford, 
Mass., died suddenly at his home in 
that city on Thursday afternoon, Dec. 
27. Funeral services were held Mon- 
day, Dec. 31, at his home, and burial 
was in the Rural Cemetery. 

Mr. Cushman was born in Taunton, 
Mass., Jan. 1, 1861, the son of William 
H. and Joanna Cushman. After gradu- 
ating from the high school there, he 
was for a year a clerk in the office of 
the Taunton Locomotive Works, and 
then for six years head bookkeeper 
with the Williams Mfg. Co. In 1887 
Mr. Cushman went to New Bedford as 
sales agent for the Morse Twist Drill 
& Machine Co. In 1902, on the death 
of Gideon Allen, Mr. Cushman became 
treasurer and general manager of the 
company, which position he held the 
remainder of his life. Under his man- 
agement the company enjoyed a won- 
derful growth. 

He was active in many other lines, 
being a director of the First National 
Bank and a trustee of the Institute 
of Savings, as well as a director of 
the Association of Manufacturers, the 
Mutual Fireman’s Insurance Co. of 
Providence, R. I.; the General Fire 
Extinguisher Co., also of Providence; 
the Boston Exporters Round Table, and 
a member of the Foreign and Domestic 
Commerce Commission. In 1908 Mr. 
Cushman was made president of the 
New Bedford Board of Trade, a posi- 
tion he held for some years, and in 
1919 was elected a member of the New 
Bedford Water Board, and last June 
reelected for a term of three years. 
He was also president of the Old Dart- 
mouth Historical Society and of the 
Sons of the American Revolution. In 
addition, he was a member of a large 
number of social, business, historical 
and art clubs, as well as a Mason. 





Charles H. Deming 


Charles H. Deming, president Dem- 
ing Hardware Co., Montpelier, Vt., and 
Quincy, Mass., died Sunday, Dec. 23, 
in Brookline, Mass., where he made 
his home the past two years. Mr. Dem- 
ing was in his seventy-second year and 
was born at Danville, Vt. He is sur- 
vived by his wife, two daughters and 
a son, B. F. Deming, Boston. 





T. Frank Knobloch 


T. Frank Knobloch, Bremen, Ind., 
died recently. Mr. Knobloch was presi- 
dent of his own company and has been 
a member of his State organization 
since 1912. 





Frank Horr 


As this issue of HARDWARE AGE goes 
to press word is received of the death 








of Frank Horr of the American Screw 
Co., Providence, R. I. Further partic- 
ulars will appear in the Jan. 17 issue 
of HARDWARE AGE. 





Ralph Fontaine 


Ralph Fontaine, president of the B. 
Fontaine Hardware Co., Green Bay, 
Wis., died at his home recently. Mr. 
Fontaine has been a member of his 
State association since 1906. 





H. P. Chenoweth & Co. South- 
ern Representatives for 
Aurora 


H. P. Chenoweth & Co., with offices 
in Jacksonville, Fla., and New Orleans, 
La., is to act as sole sales representa- 
tive in the southern States for the 
Aurora Door Hanger & Specialty Co., 
Aurora, Ill. Prior to Jan. 1 the com- 
pany represented Richards-Wilcox Mfg. 
Co. in this territory. 





Wausau Abrasives Co. 
Expands 


In order to provide additional facili- 
ties for its rapidly growing business, 
the Wausau Abrasives Co. is now con- 
structing an addition to its plant at 
Wausau, Wis. 

The company has also recently opened 
new branch warehouses and sales offices 
in Cleveland and St. Louis, which af- 
fords storage and distributing points in 
the following cities: 

Chicago, Ill., 612 West Adams Street, 
in charge of Arthur Lovell and L. F. 
McNamara; St. Louis, Mo., 2110 Pine 
Street, in charge of R. P. Kuhlman; 
Detroit, Mich., 685 Milwaukee Avenue 
West, in charge of J. S. Sheehan and 
W. H. Moreton; Cleveland, Ohio, 1235 
St. Clair Avenue, in charge of H. W. 
Boynton; New York, N. Y., 45 Warren 
Street, in charge of B. S. Alder Co.; 
Mobile, Ala., in charge of Courtright 
& Baker. Pacific Coast and Mountain 
States are handled by the Sprake Sales 
Co., Inc., with offices at Los Angeles, 
Cal.: San Francisco, Cal.; Portland, 
Ore.; Denver, Colo.; American Bank 
Building; Postal Telegraph Building; 
Phoenix Building, Charles Building. 

Southern Wisconsin and Western 
Michigan are covered by H. A. Loomis, 
Milwaukee, Wis. Northern Wisconsin 
and the Northwestern States by W. A. 
Randall, traveling out of the Wausau 
office. 





C. K. Tilden Mayor of 
Hallowell, Me. 


Charles K. Tilden, treasurer North 
Wayne Tool Co., Hallowell, Me., won a 
big victory at the recent elections in 
his fight for mayor over his Democratic 
opponent. 





A. T. Simmonds Publishes 
Book on Business 


“Business Fundamentals” is the title 
of a book by Alvan T. Simmonds, 
president of the Simmonds Saw & Steel 
Co., Fitchburg, Mass., recently pub- 
lished by the Ronald Press Co., 20 
Vesey Street, New York City. The 
book is the outgrowth of the author’s 
twenty-five years study of the forces 
underlying business and how they have 
been met and utilized by the managers 
of successful enterprises. 

From an analysis of the methods of 
such men as Morgan, Rockefeller, Gary, 
Schwab and Ford, he has worked out 
what he believes are the principles 
they have followed in conducting their 
enterprises so profitably. 

These he has reduced to 100 funda- 
mentals, a knowledge of which Mr. 
Simmonds believes will directly assist 
any man to work more intelligently 
and effectively. 

In “Business Fundamentals” there 
has been presented a handbook of the 
practice of those who have been suc- 
cessful. It develops the principles of 
successful management as revealed by 
examination of thousands of detached 
items, and groups the completed analy- 
sis under one hundred general head- 
ings. 

Mr. Simmonds, in the preface to this 
book, has rather openly confessed that 
the selection of the hundred most im- 
portant principles is like selecting the 
hundred best books or the hundred 
greatest men. 

He conceives it likely that a few 
years hence the selection might include 
or exclude certain principles, but that, 
as the list stands, it represents busi- 
ness as we know it today; and he is 
quite certain that these principles will 
be in operation and influential in suc- 
cessful management during the next 
half century. 





Carpenter-Morton Co. Sales 
Convention 


Sales talks by officials of the Car- 
penter-Morton Co., manufacturer of 
Colorite Carmote varnishes and 
enamels, were features of the annual 
two days’ convention of that company, 
held Dec. 27, at the Boston City Club, 
Boston. The convention was attended 
by company’s traveling salesmen in the 
Eastern States and Canada, and the 
sessions were presided over by Eugene 
M. Morton, sales manager of the com- 
pany. 

During the convention the men were 
addressed by President George C. Mor- 
ton: William E. Gilmour, treasurer and 
credit manager, and A. I. McLauthlin, 
assistant treasurer. Major P. F. 
O’Keefe of the P. F. O’Keefe Advertis- 
ing Agency, and W. A. Brownrigg alse 
addressed the men. 

The sales convention for the repre- 
sentatives of the company in the west- 
ern States will be held at Chicago on 
Jan. 3 and 4. 
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Wheeler Mfg. Co. Formed 
The Wheeler Mfg. Co., New Haven, 


Conn., newly organized with a capital- 
ization of $50,000, has leased 10,000 
sq. ft. of floor space in Mechanic Street 
to manufacture stainless steel cutlery. 
Gardner E. Wheeler, general manager 
Wheeler Radiator & Mfg. Co., Cleve- 
land, is president. 





Cleveland Delegates Attend 
Sherwin-Williams Convention 


The Cleveland plant of the Sherwin- 
Williams Co. was represented by 22b 
delegates at the annual convention of 
this paint concern held at the Congress 
Hotel, Chicago, Dec. 17 to 20. These 
included men from headquarters and 
the north central district. Arrange- 
ments were made for a total of 600 to 
700 delegates. George A. Martin, pres- 
ident of the company, was chairman 
and H. D. Whittlesey, vice-president 
and managing director of sales, was 
vice-chairman. 





Town Without a Hardware 
Store Now Has One 


Cygnet, Ohio, the town with- 
out a hardware store, now has 
such a business under the firm 
name of Harkness & Slagle. The 
new owners are Mrs. Emma 
Slagle from Butler, Pa., and Mrs. 
C. S. Harkness of Cygnet. The 
new store is located in_ the 
Hughes business block and will 
fill a need left open when the 
Worrel Hardware Co. moved to 
Fostoria. 











H. N. Case Now with 
Chase, Parker & Co. 


Horace N. Case, representing Winter 
Bros. Co., Wrentham, Mass., has re- 
signed to accept a position in the sales 
department of Chase, Parker & Co., 
Boston, iron and steel and supplies, 
effective Jan. 1. 








J. E. Harrington Opens 
Law Offices 


J. E. Harrington, formerly connected 
with the legal department of Hibbard, 
Spencer, Bartlett & Co., Chicago, has 
opened up offices in the State-Lake 
Building, Chicago, to practice law. Mr. 
Harrington was with his former con- 
nection about fifteen years. He was 
succeeded by R- Lewis Wakefield, who 
will act as the house attorney. 


Southern Jobbers Meet 
in New Orleans, April 8-11 


The annual convention of the South- 
ern Hardware Jobbers’ Association 
and the spring convention of the 
American Hardware Mfg. Association 
is to be held in New Orleans, La., 
April 8, 9, 10 and 11. The head- 
quarters of both associations will be 
at the Roosevelt Hotel. 
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N replying to your of recent date, 

relative to price tagging mer- 
chandise on display in our windows, 
wish to say that we have tried in 
practically every way, and find that 
the only satisfactory method has 
been where we displayed the mer- 
chandise, and tagged it, so that it 
could be read plainly from the out- 
side. By doing this it attracts peo- 
ple’s attention, and invariably causes 
them to enter the store, and make a 
purchase. 

We have taken at times some spe- 
cial article and used this as the only 
means of advertising it, and have 
sold the entire stock on hand just 
through the window advertising. 


Brown Hardware Co., Inc., 
Anthony, Kan. 


N answer to the question about 
pricing goods displayed in win- 

dows; there is virtue on both sides 
of the question. 

There is no question in my mind, 
but that a well dressed window with 
goods attractively displayed is the 
greatest advertising medium a mer- 
chant has at his command. The 
essential feature of any window 
display is to attract the passerby, 
and if possible, so impress him that 
he will go into your store. 

There are a number of ways in 
which this object may be obtained— 
chief among which is the beauty of 
the display, the high quality, or the 
price at which they are shown. 

We recently were overstocked on 
a certain nationally advertised ar- 
ticle. In order to move this stock, 
we displayed them in our window at 
a price slightly below the nationally 
advertised price. This we very 
much advertised by suitable window 
cards which the passerby could not 
possibly avoid seeing. As a conse- 
quence, we disposed of these goods 
in a very short period. 

Shortly following this we had a 
window of trim hardware. This 
window was designed to attract the 
eye by its beauty. To do this we 
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naturally had to use the most 
elaborate hardware we had in stock. 
This window we are positive was 
the means of selling hardware for 
several small houses, but if we had 
priced the hardware displayed it 
would have been so expensive that 
the prospective customers would 
have thought we were entirely out 
of reason. They called on us and 
we were able to please them. 

Following this was a window of 
tools. 

We take pride in the quality of 
tools we carry in stock. No prices 
displayed, but the mechanics who 
passed the window knew at once 
that they were the highest grade 
obtainable. This also, obtained the 
result we were working for. 

The merchant must use his judg- 
ment. He, himself, is no more or 
less, than the “public.” He knows 
how many times he passes a win- 
dow and is attracted by one of the 
following—price, beauty, or quality. 

The Hawley Hardware Co., 
Bridgeport, Conn. 


/ 





EFERRING to the advisability 

of pricing goods on display in 
store windows we will state that we 
favor the idea. 

Our experience has been that 
people will ask for articles as priced 
on display which sales we consider 
easy. 

This applies to the majority of the 
lines we handle, but there are ex- 
ceptions. For instance we feature a 
certain make of range for which 
we have a big sale, and when dis- 
playing our range we use neat cards 
giving details as near as possible to 
what we would tell a customer who 
came into the store. We omit 
the price, and when a customer 
comes inside to see ranges we do 
not mention price till all other 
points have been covered, and then 
we rather lead the customer to ask 
the price. 


Commercial Hardware Co., 
Reno, Nev. 


W E believe that pricing goods 
in the show window should be 
considered from the viewpoint of 
the possible prospect and based upon 
the class of trade desired by the 
merchant. 5 

Location also may be a determin- 
ing factor in considering the rela- 
tive value of pricing or non-pricing 
of window displays. One would 
hardly expect to find price tags fill- 
ing the window of a Fifth Avenue 
jeweler whereas one would natural- 
ly expect such a display in a back 
alley hock shop. 

On small competitive items of the 
common or popular variety, such 
as pocket knives, small tools and 
similar goods, a price tag is as in- 
teresting as the goods on display. 

On the other hand the sale is 
handicapped by price resistance on 
a piece of quality hardware or tool 
which is expensive compared to 
others of its class if price is made 
a primary consideration before the 
intrinsic value of the article is 
demonstrated to the prospective 
buyer. | 

Quality goods should stand on 
their own merit and should be sold 
on a quality basis with price a sec- 
ondary thought. Competitive price 
or popular goods should be sold on 
a price basis with the price well dis- 
played at all times. 

It seems to us that both the pric- 
ing and non-pricing of show win- 
dows have advantages for the 
hardware merchant. Too much price 
selling tends to cheapen the trade. 
Too much quality drives away bar- 
gain hunters and price buyers who 
sometimes make sizable purchases 
and good customers. Price can be 
played with quality with advantage 
if the individual dealer will analyze 
his market and decide how much 
quality and how much price his 
trade requires to place his store as 
a leader in the eyes of the buying 
public. 

Chalmers Lumber Co., 


Auburn, Me. 
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This is the fourth instalment of 


letters from hardware retailers, in answer to the 
question raised by Hardware Age: “Should goods in 


the window be price tagged?” 


The publication of 


these letters started in the Dec. 20 issue. The 
number of replies that we have received on this 
subject has been somewhat unusual, and clearly 
indicates the intense interest of the trade in this 
important merchandising question. 


W E have had several problems to 
solve since we have been in the 
hardware business and after getting 
all the information both for and 
against price tagging goods in the 
windows we settled the question in 
our own mind that it was the best 
thing to do. 

First: It creates confidence in the 
mind of the customer. If the ar- 
ticle is priced in plain figures it 
shows that the merchant is willing 
to show his prices to every one and 
play no favorites. He lets the cus- 
tomer know that he has one price 
for everybody and that every one 
will get the same article for the 
same price at his store. 

Second: It fights competition. The 
article that is priced tagged shows 
that it is priced fairly and legi- 
timately with no fear what any one 
asks for his goods. Most people are 
honest and know the merchant can 
not stay in business and sell his 
goods for cost. 

Third: It is a time saver. A 
great many of our customers come 
in the store and ask for the ar- 
ticle that is in the window and 
hand out the money knowing what 
the price is. We save time and also 
a@ great many people do not like to 
ask what an article: costs because 
they think possibly they can not 
afford it. They do not like to find 
the price is prohibitive and if they 
know what they will have to give 
for the article they are nearer a 
decision when you show the article 
than they are when they do not 
know the price. 

Fourth: It increases business. 
Several customers can select their 
purchases from the window while 
you are waiting on someone else. 

We would not think about trim- 
ming our windows without seeing 
that every article was price tagged. 


Lyon & Son, 
Durant, Miss. 





WE. do not believe in pricing arti- 
cles in show cases unless we 
have something very special at an 


attractive price. If we would dis- 
play a cheap line of goods with 
cheap prices attached, it would deter 
prospective customers from enter- 
ing, because they wanted something 
better. If we displayed higher 
priced goods with prices attached, 
it would deter customers from en- 
tering because they wanted some- 
thing cheaper. 


Meyer Lemann, President, 
B. Lemann & Bro., Inc., 
Donaldsonville, La. 





RICE TAGGING goods in the 

store window is all right if it is 
honestly done, but the man behind 
the counter is the man who is doing 
the selling. It is poor practice to 
put prices in the window as trade 
getters and have a dissatisfied cus- 
tomer afterward. 


George Bachmann, 
Bremerton, Wash. 





A§ manager of the Benson Lum- 
ber and Commercial Co., deal- 
ing in lumber, hardware and imple- 
ments, I wish to say that I am hear- 
tily in favor of price-tagging arti- 
cles in the display window, so much 
so that every article in our store 
and warehouse has the price marked 
on it in plain figures. 

We find this quite an advantage 
in our business. In the first place, 
in employing new help, there is no 
chance for the new man to make 
mistakes in the prices; and in the 
event that we are rushed with busi- 
ness, customers who are well ac- 
quainted with us will wait on them- 
selves, knowing that the price is on 
each article. 

In small shelf hardware we either 
mark each article or the box or have 
cards showing the price on each 
drawer. 

J.A.Gumm, Megr., 


Benson Lumber & Commercial Co., 
Benson, Ariz. 
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on question has often come up 
and I have argued with myself 
both in favor and against the tag, 
but the argument in favor always 
won out, as there seem to be so 
many reasons for it and so very few 
against it that it seems there is no 
room for argument against it. 

Trimming a window and leaving 
off the price tags, to my mind, might 
well be compared with a mail order 
concern who would mail out a cata- 
log with a nice picture and descrip- 
tion of the goods cataloged with 
notation, “If interested, write for 
prices.” 

I find that the public knows very 
little about goods as to quality, 
value, etc. Seeing an article dis- 
played in a window without a price 
causes a customer to hesitate on 
going in to inquire the price, as it 
probably would be more than he 
would expect to pay, therefore caus- 
ing embarrassment to himself and 
the clerk. 

We endeavor to display our goods 
in the window in such a way as to 
create a desire of possession. If we 
are successful in this and a customer 
comes in to inquire about the goods 
the sale is made and we have but to 
wrap up the goods and ring up the 
cash, for the customer has made up 
his mind that if the goods are as 
good as they look he is going to buy. 

He feels, on seeing the price in 
bold-faced figures, that the value is 
there and that you are not afraid of 
him making comparisons with other 
goods. 

The argument for the window 
without the price tag is about on a 
par with the argument in favor of 
secret or code prices on goods. The 
merchant who practises this method 
of pricing his goods is making great 
progress in educating the public that 
he has a sliding price, and that if 
they are good traders they might 
get him down to where the price is 
right, otherwise they will pay more 
than the goods are worth. 


T. E. Kelley, 
Kelley & Co., Inc., 
Carrizozo, N. M. 
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Crisis at Hand in Clash Between Bonus 


and Mellon Plan 


Move to Force House Committee to Give Bonus Bill Right of Way 
—Price Maintenance Champions May Give Precedence 


Washington, D. C., Jan. 7, 1924. 
HEAD-ON collision between the 
A Mellon tax reduction program 
and the soldiers’ bonus movement 
is scheduled for next Thursday, Jan. 
10, at 8 p.m. At that hour a conference 
of the Republican members of the House 
will be held at the instance of the bonus 
champions, who declare their intention 
of forcing the adoption of a resolution 
instructing the Ways and Means Com- 
mittee to report a bonus bill within the 
following fortnight and in advance of 
any measure proposing tax reductions. 
The confidence of the bonus advocates 
that the conference will direct the Ways 
and Means Committee to report their 
pet measure is based on a poll of the 
House made since the new Congress con- 
vened, and which is said to show very 
much more than the two-thirds vote 
necessary to pass the bill over the ex- 
pected veto of President Coolidge. Ad- 
ministration leaders in the House are 
disposed to discount this poll somewhat, 
but are giving out none of the figures 
which they have made to show the 
strength of the Mellon tax reduction 
plan. 


Bonus Leaders Claim Victory 


Three weeks ago I foreshadowed in 
this correspondence the program of the 
bonus advocates and warned my read- 
ers of the possibility that Chairman 
Green and the other administration 
members of the Ways and Means Com- 
mittee would be forced to lay aside 
the tax reduction bill for the purpose 
of reporting a bonus measure that would 
probably pass the House in advance of 
any bill reducing taxes. The bonus 
leaders have carried out this plan to 
the letter and now claim to be sitting 
on top of the world. 

The present position of the Mellon 
tax reduction program is exceedingly 
critical. When the present Congress 
convened a month ago, the Mellon plan 
did not have one chance in ten of being 
brought to a vote ahead of the bonus 
bill, but in the past four weeks the 
business men of the country have laid 
down a barrage on Washington the like 
of which the gentlemen on Capitol Hill 
have never before seen. 

Shot and shell have poured in upon 
both House and Senate, not only from 


to Freight Rate Inquiry 


By W. L. CROUNSE 


the big financial centers, but from every 
city, town and hamlet in the country, re- 
minding our national legislators that 
every man, woman and child in the 
United States is personally interested 
in Mellon’s tax reduction proposals. 
Readers of the daily newspapers who 
have no inside information from Wash- 
ington might easily be misled into 
believing that this tremendous. on- 
slaught has killed the bonus bill beyond 
all question, but unfortunately this is 
not the case. 


Bonus Bill Far from Dead 


The bonus bill is still alive and kick- 
ing, and regardless of the outcome of 
next Thursday’s conference, it will con- 
tinue to bob up at intervals even should 
the Mellon tax measure be given the 
right of way. There are too many 
members of both House and Senate who 
foolishly more than a year ago pledged 
their support to the bonus to make it 
possible to put the measure to sleep 
in the present session of the new Con- 
gress. 

I am hopeful, however, that a sub- 
stantial measure of tax reduction will be 
voted during the present session, but I 
am not optimistic enough to believe that 
the Mellon plan in its entirety will be 
adopted. It is possible that a bonus bill 
may be passed by both houses, vetoed 
by the President, repassed over the veto 
by the House only to have the Presi- 
dent’s action sustained by a very nar- 
row margin in the Senate. 

This would mean the subsequent en- 
actment of a large part, at least, of the 
Mellon tax reduction bill, including 
probably all of its more important ad- 
ministrative features, but with modifica- 
tions in the rate schedules. The pro- 
gressive and farm bloc Senators and 
Representatives are strenuously oppos- 
ing the reduction in surtaxes proposed 
by the Secretary of the Treasury and 
with Democrats and insurgent Repub- 
licans making common cause against 
the administration, some important con- 
cessions will have to be made to put the 
bill through. 


Opponents Invoke “Conspiracy” 


Bugaboo 


The weapon now being used by the 
opponents of the Mellon project is the 


silly charge that the astonishing out- 
pouring of public sentiment in behalf 
of tax reduction is “propaganda” and 
the result of a “conspiracy.” This 
charge is formulated by Representative 
Garner of Texas, a minority member 
of the Ways and Means Committee, 
in the following terms: 

“Evidence is daily coming to light 
that the nation-wide propaganda to 
commit the people and their represen- 
tatives in Congress to the Mellon tax 
bill, before all of its provisions were 
made known, is the result of a huge or- 
ganized conspiracy on the part of the 
predatory interests constituting special 
privilege. 

“In this case the propaganda emanat- 
ing from this organized conspiracy at- 
tempts to coerce Senators and Repre- 
sentatives *o support the Mellon tax bill 
before they have had the opportunity to 
see the bill or to study and to under- 
stand its provisions. It is plainly evident 
also that the constituents of the Sen- 
ators and Representatives who signed 
these messages could not have known 
all of the provisions of the Mellon tax 
bill, because most of the messages were 
received before the bill was made pub- 
lic.” 

Nobody Believes This 


Mr. Garner would have you believe 
that the average business man would 
never think of urging his Senator or 
Congressman to vote for a bill which 
he knows will make a big cut in his 
taxes until he has seen a copy of the 
measure and had an opportunity to di- 
gest its provisions with great care. No- 
body is likely to be deceived by such 
rubbish. 

Substantially every sane man in the 
United States now knows that Secre- 
tary Mellon is proposing to reduce the 
tax burden and has framed a bill to 
that end. Very few care how the bill is 
phrased or exactly what it will do; the 
main thing is that it will reduce taxes. 

If there is a conspiracy behind the 
Mellon bill, it is about the biggest and 
most popular conspiracy that this coun- 
try has ever seen. Some of the gentle- 
men in Congress who are striving to 
secure political advantage by opposing 
this bill are likely to receive a very 
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Chandler & Farquhar display at Boston Radio Exposition, Dec. 3-8, 1923 


Retailers Exhibit at Radio Show 


Boston, commonly known as the 

New England Supply & Tool 
Depot, announces it will have an ex- 
hibit of radio appliances and set- 
ups at the New England Hardware 
Dealers’ Association convention in 
Boston in February. So far as New 
England is concerned, and as far as 
can be ascertained from other sec- 
tions of the country, this will be the 
first time a hardware company has 
made a radio exhibit at such a con- 
vention. 

The Chandler & Farquhar Co. is a 
pioneer in the development of radio 
as a hardware store merchandising 
proposition. When radio stuck its 
head around the first corner of public 
opinion, this firm recognized its 
worth, took it up in a sane manner, 
and today has all the enthusiasm and 
assurance felt and expressed in the 
early days of its radio merchandis- 
ing. 

That the company’s radio depart- 
ment has grown and is profitable is 
attested by the fact that it requires 
the services of six men and a woman 
to satisfy customers’ requirements. 
The company has never missed an 
opportunity to call attention to radio. 
It has advertised, circularized and 
conducted a contest for amateurs. 

Perhaps the best opportunity to 
feature the radio department was at 


(-) Boston, on & FARQUHAR CO., 


a recent radio exposition held in 
Boston for a period of a week. At 
such an exposition it can be realized 
that the giving of demonstrations by 
the various exhibitors was entirely 
out of the question. It would be like 
turning twenty-five or thirty bands 
loose in a hall to allow demonstra- 
tions by all. In order to be perfectly 
fair to all exhibitors it was agreed 
that the Association of Broadcast 
Listeners alone should demonstrate 
and that all marks of identification 
by the demonstrators should be re- 
moved. 

It was therefore necessary for 
exhibitors to devise some other 
means of featuring the things they 
had to sell. It had to be done in a 
dignified manner, and the accom- 
panying cut gives a better picture of 
the success in putting it across than 
any combination of words can. 


Competing with Manufacturers 


In justice to this hardware store 
it should be mentioned that some of 
the competing exhibits were by the 
largest manufacturers and users of 
radio appliances, as well as by broad- 
casters. That it succeeded in placing 
before the public an exhibit worthy 
of its consideration and careful in- 


spection is aitested by the results. 


The Chandler & Farquhar Co. 
primary object in maintaining this 


exhibit was to make known the fact 
that it was in the radio appliance 
business. The paid admissions to 
the exposition were in excess of 
80,000, which means that more than 
100,000 persons attended. Every 
one of the 100,000 had to pass the 
Chandler & Farquhar Co.’s exhibit. 

There were plenty of clerks there 
to explain the whys and wherefores 
of the company’s exhibit; to direct 
people te the company’s new business 
location at 250-260 Devonshire 
Street; to pass out catalogs of radio 
equipment and supplies; to make 
suggestions to the amateur, expert 
radio operator and a general public 
in such matters as construction, 
equipment, parts, sets, wave lengths 
and the many other phases entering 
into this great radio question, and to 
demonstrate in all ways the impor- 
tance of the company’s position in 
the New England radio field. 

That the Chandler & Farquhar 
Co. saw this opportunity and results 
to be obtained by grasping it is at- 
tested by the fact that since this ex- 
position 75 per cent of the com- 
pany’s new customers are radio cus- 
tomers. In other words, the com- 
pany is not only building up a new 
class of trade, but by so doing is in- 
creasing its market through the in- 
flux of new customers for its stand- 
ard lines of merchandise. 
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Year Opens with Steady Prices; 
Current Trading Sluggish 


HE outstanding feature about the first week of business this year was that prac- 
tically no price changes of major importance were announced by jobbers or 


manufacturers. 


Several manufacturers have guaranteed prices against declines 


to May 1. Trading is still sluggish, and inventory continues to be the principal work 


at hand. 


Reports from different market centers indicate that sales during 1923 will show a 
gain of probably 30 per cent over the sales volume of 1922. 





Manufacturers’ Price Changes 


OQODELL-PRATT CO., Greenfield, Mass., issued 
a revised price list Jan. 1, including all recent 
changes and a few new ones of a minor nature. 


The J. Stevens Arms Co., Chicopee Falls, Mass., 
has issued its 1924 list, guaranteeing prices against 
decline for the year, and introducing a new single 
shot rifle, No. 11, which jobs at $3.40 net. 


E. Horton & Son Co., Windsor Locks, Conn., has 
advanced prices on chucks. The 0 to 4-in. size 
has been advanced 50 cents; the 0 to %-in. size 
has been advanced $1; the %4 to %-in. size has been 


advanced $2; and the 1% to l-in. size has been ad- 
vanced $3. 

The American Chain Co., Inc., Bridgeport, Conn., 
has guaranteed prices against decline to May 1. 

Landers, Frary & Clark, New Britain, Conn., has 
guaranteed its line of electrical specialties against 
decline up to June 30. 

The P. A. Geier Co., Cleveland, has issued a new 
price list on Royal vacuum cleaners, effective Jan. 
2, 1924. 

The Gendron Wheel Co., Toledo, Ohio, has an- 
nounced prices on high-grade coaster wagons for the 
first quarter. 














Price Changes from Jobbing Centers 


NEW YORK.—Linseed oil was re- 
duced 1 cent per gal. Calcutta lin- 
seed oil was advanced 1 cent per 
gal. No other changes of importance 
were announced. Trading is slow 
throughout this territory. 


CHICAGO. — Practically no 
changes were made by local houses 
during the week. The final work on 
inventories is about completed and 
has taken the time and attention of 
all the forces. Some adjustments 
may be announced next week but 
nothing of a radical nature. Solder 
was advanced 1 cent per pound due 
to the strength of the metal market. 
Practically all other prices remained 
unchanged. 


BOSTON.—One of the most en- 
couraging features in the hardware 
situation today is the lack of im- 


portant price changes. Another 
week has passed and another year 
ushered in with hardly a ripple on 
the surface of values. The Ameri- 
can Chain Co., Inc., Bridgeport, 
Conn., is guaranteeing prices against 
a decline to May 1; Landers, Frary 
& Clark, New Britain, Conn., against 
a decline in electrical specialties 
until June 30; and The J. Stevens 
Arms Co., Chicopee Falls, Mass., 
against a decline in its product 
throughout 1924. The E. Horton & 
Son Co., Windsor Locks, Conn., has 


advanced chucks 50 cents to $3. 


The discount on automobile tires has 
been reduced from 5 to 2 per cent, 
but the list also has been reduced so 
the net cost remains unchanged. 
The Goodell-Pratt Co., Greenfield, 
Mass., is out with a new list on smal] 
tools which in substance heretofore 


has been announced in HARDWARE 


AGE. 


PITTSBURGH.—The only price 
change reported in the local market 
in the past week was an advance of 
25 cents per bag on shot. However, 
some local jobbers look for some 
price changes to come out in the 
next week or two. The whole mar- 
ket is quite firm. | 


CLEVELAND.—Sash cord ad- 
vanced five cents per Ib. Stove pipe 
quoted 3 to 4 per cent lower on new 
list effective until Aug. 31, 1924. 
Rope prices expected to stiffen. EI- 
bows unchanged on new list. Stove 
board prices due Feb. 1 expected to 
show no drastic change. 


TWIN CITIES.—There have been 
no price changes of note during the 
past week. 
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New York Market News 


Urges Care and Foresight 


Discussing the problems confronting 
business during this year, a_manufac- 
turer of prominence in New York, who 
requested that his name be withheld, 
made the following statement last week 
to a HARDWARE AGE reporter: 

“Brought down to simple terms, the 
problem this year is whether a normal 
business can be done on costs estab- 
lished during a boom. In some lines 
raw materials have receded in price, 
allowing concessions which may at- 
tract orders. In others, crude products 
have either remained stationary or ad- 
vanced, creating a _ situation where 
manufacturers have had to curtail in 
order to prevent further accumulation 
of goods which will not move freely at 








the prices asked. The outlook, there- 
fore, calls for caution and foresight. “ 


Business Quiet in New York 


Business continues quiet in the local 
market. Most of the trade is still busy 
with inventory. Linseed oil was re- 
duced 1 cent per gal. No price changes 
were announced during the week by 
local jobbers. Rumors persist, how- 
ever, that several minor readjustments 
may be expected before long. None 
of these are likely to affect the general 
tone of business, it is said. An advance 
on manila rope is talked about in some 
quarters, but none of the large holders 
show any inclination to make definite 
comments. 





Bissell Prices Continued 


The 1923 prices of Bissell carpet 
sweepers are to be continueco, accord- 
ing to a recent announ’ement issued 
by the Bissell Carpet Sweeper Co., 
Grand Rapids, Mich. The statement, 
which is in part, follows: 

“Our present prices will be con- 
tinued into the new year. This is only 
made possible through greater effi- 
ciency and the practice of additional 
economies in production. 

“In closing the past year without 
any goods on hand, with stocks in 
the hands of the dealers largely de- 
pleted and with every indication of 
good business for the new year, we 
suggest early consideration of your 
requirements. 


CURRENT MARKET QUOTATIONS 


The following are New York job- 
bers’ quotations on some of the sea- 
sonable lines principally in demand: 


ASH SIFTERS.—Rotary ash sifters, 
$2.10 each. 


AUTO VISES. — Columbian, No. 143, 
$3.25 each. 


AXES.—Handled axes, e+ Ib., 
$19.25 per doz.; 3% to 3% Ib. 19. 25 
per doz.; 3% to 4% lIb., $19. "75. per 
doz.; 4 to 5 Ib., $20.25 per doz.; Ne 
to 5% Ib., © 650. 75 per doz.; 5% 
only, $22. 75 per doz. 

House axes, 2% lb., 19 in. handles, 
$14.25 per doz. 


BOLTS AND NUTS.—Common car- 
riage bolts, small, 35 to 35-10 per 
cent; large, 35 to 35-10 per cent. 
Machine bolts, small, 45 to 45-10 
per cent; large, 45 to 45-10 per cent. 
Lag screws, 45 to 45-10 r cent. 
Stove bolts, 75 to 75-5 per cent, 
both flat and round head. 
Sink bolts, 75 to 75-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 40-5 per cent. 
Screw anchors, 75-10 per cent. 
Lag screw a 80 per cent. 
Machine bolt shields, 65 per cent. 


CARPET SWEEPERS. —Bissell, 
“American Queen,”’ $54 abet. car F 
“Club,” $108 per doz.; ite, 

per doz.: ‘Grand Rap yids” Nic, 48 
per doz. ; “Grand Rapids,” Jap., $44 
per dox.; “Grand’’ Jap., $60 per doz.; 
**Parlor Queen,” $56 | r doz.; ‘‘Prin- 
cess,”’ $50 per doz.; “Standar ”* Jap., 
$36 per doz.: “Universal” Nic., $46 
—_ doz.; ‘‘Universal’’ Jap., $42 per 
OZ. 


TOY SWEEPERS.—“ Little a Me 
(3, ae See —s per doz.; ‘‘Lit- 
tle Queen”’ (3, r 9 Sen. ), $3. 50 per 
doz.; ‘Little Jewell” (1 doz.), $10 
per ‘doz. 


COTTON GLOVES.—Jersey pattern, 
2lc. per pair; light canvas, without 
cuffs, 14c. per pair; heavy canvas, 
without cuffs, 22c. per pair. 


DOOR KNOBS.—Mineral rim, 18c. 
per pair; mineral mortise, 19c. per 
pair; jet, porcelain rim, 19%c. on 
pair; jet and porcelain mortise, c 
per pair. 


FURNACE SCOOPS. — Furnace 
scoops, hollow back, steel D handle, 
49c. each. Long handle, 52c. each. 
Hollow back, wood D handle, 63c. 
oaem All less 5 per cent for bundle 
ots. 


GALVANIZED PAILS.—Galvanized 
pails, 8-qt., 19c. each; 10-qt., 22c. 


each; 12-qt., 24c. each; 14-qt., 27c. 
each; 16-qt., 22c. each. 

Heavy galvanized pails, 12-qt., 35c. 
each; 14-qt., 40c. each; 16-qt., 46c. 
each. 

Galvanized tubs, No. 1, 69c. each; 
No. 2, 78c. each; No. 3, 9lc. each. 
ICE SKATES.—Ice Skates (Union 
Hardware)— No. 1624, 80c.; No. 
1624%, $1.15; No. 1724%, $1.43; No. 
1824, $1.88; No. 1924%, Bog f No. 
52416, at No. ong $1. No. 724, 
$2; No. 9 2414, $2. 94; No. ar 88c.; No. 
7, $1.50; No. 9, $2. 50; No. OX3, $2. 38; 
eg yy $5; Ext. ‘Bob, plain, 52c.; 

Ext. Bob. nickeled, 63c.; No. 52, 88c.: 
No. 5124, $1; No. 5624, 1.06; No. 
562414, i; No. rig 19: No. 


2.38; No. 924%4L, $4, 50; No. 94, 
$3.94: 0. 9 , $5.50; No. 07, $1.25: No. 
08, $2.25; No. 08%, 3.93. 

Sundries and parts from list, 30-5 
per cent. 


LINSEED OIL.—In lots of less than 
5 bbl. 97c. per gal.; in lots of 5 bbl. 
or more, 94c. per gal. Calcutta lin- 
seed oil in bbl., $1.06 per gal. Boiled 
oil is 2c. extra; double boiled oil is 
3c. extra and oil in half bbl. is 5c. 
per gal. additional. 


MORTAR HODS.—Wood, $1. 4 each. 
Brick hods, wood, $1.52 each 


NAILS.—Wire nais, $4 to $4.25 base 
per keg. 

Cut nails, $4.50 base per keg 

Wire nails and brads in small Asis. 
70 per cent off list. 

Roofing nails, 1 x 12, 100 ta $7.55, 
gabvaniasd: and plain, $5.55 


POULTRY NETTING. esliiiea New 
York stock 40-2% per cent; f.o.b. 
Pittsburgh, 45-5 per cent. 

ROPE.—Pure Manila rope, 18c. base 


per lb.; hardware grade, 17%c. base 
per Ib. 


SASH CORD.—First grade, 5ic. to 
55c. per lb. base. Prices vary in dif- 
ferent sections of the city. 


SCREWS.—Flat meas steel machine 
screws, 66% per cent. 
Round head steal machine screws, 
w Blat per cent. 
at head brass machine screws, 
er cent. 
at head steel wood screws, bright, 
full packages, 75-20-5 per cent. 
> Galvanized, 60-20-5 ay cent. 
Flat head brass, 70-20-10 per cent. 
ae head blued, 7214-20-10 per 


Round head nickel plated, 621%4-20- 
5 per cent. 


Round head brass, 67%4-20-5 per 
cent 

Prices vary in different sections 
of the city. 
SIDEWALK SCRAPERS.—Sidewalk 
scrapers, tank riveted, 4 x 7, $3.65 per 
doz.; seraper with shank, 5 x 7, $6.25 
per doz.; scraper with socket, 6 x 7, 
$8.75 per doz. 
SNOW SHOVELS.—-Snow shovels, 
— 2 rivets, long handle, $4.75 per 
OZ. 


Galvanized snow shovels, 21% x 16, 
D handle, $13 per doz. 
SOLDER.—Kester string solder in 
1-lb. spools, 5914c. per spool. 

Bar solder, commercial grade, 
32%c per Ib. Strip solder, in 5-Ib 
boxes, 39c. per Ib. 


TOOL HANDLES (Agricultural).— 
Hay fork handles, bent, 5-ft., 33c 
each; 6-ft., 5lc. each. 

Manure fork handles, bent, 4%-ft.; 
29c. —— 

mead ng fork handle, 4% ft., 36c. 
each 

Hoe handle, shank or socket style, 
414-ft., 22c. each. Mortar style, 6-ft., 


45c. each. 

Long shovel handle, bent, 4%4-ft., 
37c. each. 

- “ee spade handle, 4%-ft., 37c 
eac 


Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
‘ork style, with strap ferrule and cap, 
98c. each. Spading style, 40c. each. 
Spading style, with strap ferrule and 
cap, 63c. each. 


WEATHER STRIP.—Weather strip, 
double rubber, 66%-5 per cent dis- 
count; single rubber, 6634-5 per cent 
discount. Felt, 60 per cent discount. 
Flexible, all rubber, 60 and 5 per 
cent discount. 


WIRE CLOTH.—Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.35 
per 100 sq. ft. 

Galvanized wire cloth. 12-mesh, 
$2.75 per a ‘a ft.; 14-mesh, $3.25 
per 100 sq. ft. 

Copper wire cloth, 14-mesh, $7.25 
per 100 sq. 

Bronze, A» $7.50 bev 100 sq. 
$t..$ gree, 16- mesh, $8.85 per 100 
Sq. 

Wire cloth, eatvenines square mesh 
cloth, %-in. mesh b $5 per 100 sq. ft.; 
1 in. mesh, $5.25 per 100 sq. ft.; 

-in. mesh, $5.50 per 100 sq. ft. 


~, 
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Good Volume of Business in Chicago 


as 1924 Begins—Few Price Adjustments 


(Chicago office of HARDWARE AGE) 
\ 7 ERY little occurred in the local market during the 
week. Inventories have been completed and from 
the wholesaler’s standpoint were less than a4 year 
ago as the market in the last quarter was too firm and 
steady to permit of a great deal of speculation. 

Business for the new year has opened up in a promising 
fashion. The sudden change in the weather of the Missis- 
sippi Valley will bring out a good volume of business on 
cold weather items that have been slow in moving due to 
the continued mild temperatures. It will also permit 
farmers to clear out the 20 to 30 per cent of corn which 
was not shucked due to the wet and soft fields. 

The general feeling toward business for 1924 in this 
section is very good. The fact that 1923 closed with con- 
siderable gain over 1922, and the continued firm prices 
which have existed throughout the last half of the year 
as well as the work now contracted for and in sight have 
been influencing factors in this feeling of optimism. 

Hardware wholesale prices as a whole were higher in 
1923 than in 1922. Some lines now being sold for spring 


ALARM CLOCKS.—Demand con- AXES.—Prices 


tinues to keep all stocks at a very low 


point; factories unable to catch up 
with business. We quote 
We quote from jobbers_ stocks, i, pene es mayen 
f.o.b. Chicago: America, $11.40 in_doz. jen heme: Gh axes, 
lots; $11.04 in case lots; Blue Bird, : : 


$13.20 in doz. lots, 912.84 ‘in case lots; 
Black Bird, $138. 96 in doz. lots, $18. 36 don 
in case lots: Bunkie, $20.88 in doz. axes, 
lots, $20.16 in case lots; Lookout, 
$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, 914. 64 
in case lots. 


AMMUNITION AND FIREARMS.— 
Nothing new has developed during the 
week; current demand said to be good; 
prices holding firm. 


base; 


last season. 


at this time. 


affirmed 

change by the leading makers at least 

to April 1; current demand fair. 

from jobbers 
First quality single 


double bitted, 919 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
bitted handled 
$15 to $22 per doz., according 
to quality and grade of handle. a large scale. 


BICYCLES.—Orders 
livery are having a fair reception at 
prices from 10 to 15 per cent over those 
April dating is being 
allowed on the business being taken 
The fall and Christmas 


single 


delivery are higher than they were in 1923 but for the 
most part prices are holding over at about the same levels. 
Conditions were better than normal during the last half 
of the year and some substantial reductions were made 
on several good selling lines although prices in the aggre- 
gate were advanced. 

A few price adjustments may be expected shortly due 
principally to local conditions, size of stocks and the 
season. The hardware retailer who watches the markets 
closely will undoubtedly be repaid for his efforts as he 
may be able to make some favorable purchases, although 
the general trend of prices is upward if anything. 

Advances during the past year were larger individually 
than the declines and the various adjustments which 
occurred on this steady market have about fixed prices 
at the correct levels, so radical changes cannot be looked 
for unless something unforeseen happens. 

Nothing is in sight to indicate anything but a continued 
strong market and good business for the first quarter at 
least. There are few who think 1924 will not surpass 
1923 in a business way. 


50-10-5 per cent discount; large ma- 


chine bolts, cut thread, '50-10-5 per 
cent discount; all stove ‘bolts, 70-10-5 
per cent discount; lag screws, 50-10- 
10 per cent discount. 


BUILDERS’ HARDWARE. — Real 
winter weather has finally slowed up 
building operations but the interest 
manifested in spring deliveries  in- 
dicates that work will be resumed on 


without 


stocks, 


3 to 4-lb., $14 


for spring de- We: quote from jobbers _ stocks, 
f.o.b Chicago; 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.12 per doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.40 per doz. pair; 
heavy bevel steel inside sets, case 
lots, $7.80 doz.; steel bit-keyed front 








AUTOMOBILE ACCESSORIES. — 
Each winter sees a larger and steadier 
demand for these lines due to the popu- 
larity of the closed all-year car and the 
increasing number of hard roads. In- 
creases in this business during winter 
months can be expected for several 


years. 
We quote from jobbers. stocks, 
f.o.b. Chicago 


Spark Plugs.—Splitdort, 50c. each; 
Regular 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. 
Cc. Special Ford 4c. each. 

Spot Lights.—Anderson, ~~. 3280, 
$6.50 each: Stewart. $5. 67 e 

+ \1pecedin A. Electric (ora), $4 
eac 

Jacks.—Reliable Jacks, No. 46,.$2.50 


each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each: Ajax, No. 6, 
90c. each; National Standard, No. 21, 
$1.20 each. 

Pumps. — Rose, 1%-in. cylinder, 
$1.55 each. 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

ires and Tubes.—30 x 3% non- 
skid fabric, 98.65 each; cord, a 60 
each; gray inner tubes, 30 3 
$1.30 each; red inner tubes, 30 * 314, 
$1.80 each. 

We quote f.o.b. factory: 

Snap-on Wreriches.—No. 101, Mas- 
ter Service set, $15.25; No. 202. Heavy 
Duty set, $8: No. 404, Universal 
Socket. set, $7: No. 505B, Screw 
Driver set, $3.40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


business was remarkably heavy and 
very few items were carried over. 


BALE TIES.—Current sales picking 


up, 
We quote from jobbers stocks, 
f.o.b. Chicago district; Bales ties, 70 
per cent discount. 


BOLTS AND NUTS.—Present prices 
still very strong; advances not unlikely. 


We quote from jobbers stocks, 
f.o.b. Chicago: Small carriage bolts, 
rolled thread, 50-10 per cent dis- 
count; small carriage bolts, cut 
thread, 50 per cent discount; large 
carriage bolts, cut thread, 50 per 
cent discount; small machine bolts, 
rolled thread, '60- 5 per cent discount; 
small machine bolts, cut thread, 





T is our belief that busi- 

ness the early part of 
1924 will be very good. We 
believe there will almost be 
a rush for some goods fol- 
lowing the inventory period, 
but not such as to create 
large shortages or advanced 
prices.—Edward Blake, Jr., 
vice-president, Greenfield 
Tap & Die Corp., Greenfield, 
Mass. 











door sets, 91.90 per set;. wrought brass 
bit-keyed front door sets, $3.25 per 
set; cylinder front door sets, $7.50 per 
set. 


CHAIN.—Prices unchanged; demand 
very active on all sorts of chain. 


We quote from jobbers’ stocks, 
' f.0,.b. Chicago; %-in. proof coil chain, 
$8.75 per 100 Ib.; American coil chain, 
40-10 per cent off list; No. 00 4% 
ase welded cow ties, $2.75 per 
oz 


COTTON GLOVES AND MITTENS.— 
With prices for fall shipments remain- 
ing at last seaso..’s level in spite of 
higher raw material markets, the 
trade is_ liberal in placing future 
orders. 

We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Knit wrist peores. 
ve $1.80 doz. pr.; 8-oz., $2.10 doz. 

: 10-oz., $2.30 doz. pr. 
COPPER RIVETS AND BURRS.— 
Prices unchanged; good demand con- 
tinues. 

We quote from jobbers’ stocks, 


f.o.b. Chicago; Copper rivets and 
burrs, 40 per cent discount. 


CLIPPING AND SHEARING MaA- 


CHINES.—Inteiest continues in this 
line for early delivery. 
We quote from jobbers’ stocks, 


f.o.b. Chicago; Stewart No. 1, clipping 
machine, $12.75 list: one man power 


shearing machine, $21 list; top plates 
No. 90 and 360, $1.25 each list; bottom 
piatee No. 99 and 361, $1.75 each list; 

alers’ discount, 3314 per cent. Stew- 
art electric clipping machine, pedes- 
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tal type, $85 list; shearing machine, 
$90 list; dealer’s discount, 25 per cent. 


CUTLERY.—Practically all cutlery 
prices are strong and some feel that 
higher prices on some items will re- 
sult, The demand fcr flat cutlery is 
active at this time. 

DOOR SPRINGS.— Selling well on 


future orders. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect No. 2, 35c. 
doz.; No. 3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 52c. per doz.; No. 6, 
63c. doz.; No. 7, 70c. doz.; Reliance, 
light, $1.80 doz.; medium, "$2. 50 doz.; 
heavy, $3.75 doz.; Torrey’s, $3.60 doz. 


ELECTRICAL MERCHANDISE.—No 
indications at present of any material 


chang,.s in prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber-covered 
wire, 97.60 per 1000 ft.; in 1000-ft., 
lots, $7.35; No. 18 lamp cord, $15 per 
1000 ft.; in 1000-ft. lots, $13. 75: %-in. 
brush brass key sockets, 20 cents 
each; two-way plugs, 60 cents each, 
in lots of 10, 52 cents each; one- -piece 
attachment plugs, 13 cents each; 
two-piece attachment plugs, 12 cents 
each; dry cells, boxes of 50, 30% cents 

ones less than case lots, 34 cents 
eacn., 


EYE HAMMERS AND SLEDGES.— 
Prices unchanged; demand cont’nues 
above normal. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 


smith’s sledges, 56-lb. and heavier, 
lic. per Ib 


FIELD FENCE.—Fair interest is be- 
ing shown for spring delivery with 
March 1 dating. 


We quote from jobbers’ ‘stocks, 
f.o.b. Chicago: Field fencing, Wy 
per cent discount from lists. 


FILES.—Prices remain without 


change. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-5 
per cent off list; Nicholson files, 50- 
10 per cent off list; Disston files, 
50-10-10 per cent off list; Black 
Diamond files, 50-5 per cent off list. 


FOOD CHOPPERS.—Sales very good; 
demand is tapering off with close of 
season. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, Uni- 
versal No. 0, .- 4 y doz.; No. 1, 

; $22. 25 per doz.; 
No. 3, $28. 35 Hn y ne Enterprise 
No. 501, $16.65 per doz.: No. 602, 
$20.80 per doz.; No. 703, 927 per doz. 


GALVANIZED AND TIN WARE.— 
Manufacturers’ prices firm; whole- 
salers in some sections may move some 
of their stocks on hand at the present 
time at prices under the present 


ee = 
quote from jobbers’ stocks, 
Pa: oy Chicago: Competition galvan- 
ized-after made water pails, §-qt., 
35°30 doz.; 10-qt., $2.10 doz.; 12-qt., 

2.30 doz.; 14qt., $2. ” doz.; ‘galvan- 
ized wash tubs, 'No 1 , $6.25 doz.; No. 

2, $7 doz.; No. 3, $8.25 ‘doz. ; 5-gal., 
galvanized oil can, $6.25 doz. to $7.50 
doz.; 2-gal. galvanized kerosene can 
(tin breast), $4.50 doz.; 5-gal. gal- 
vanized kerosene can (galvanized 
breast), $7.75 doz.; 1-bu. galvanized 
baskets, $7 doz. 
GLASS AND PUTTY.—Prices very 
firm for months; no weakness being 
shown at this time; demand better 
than six weeks ago. 

We quote from jobbers’ stocks 
f.o.b. Chicago: Single strength A and 
B, up to 25-in. n 85 per cent discount; 
over 25-in., per cent discount: 
double stretarth A, all brackets, 84 
per cent discount. Commercial putty, 


100- lb. kits, $3.55; glaziers’ points, 
— 3; 2 and 3, one doz. packages, 
c 


HANDLED HAMMERS. — Increased 
sates reported where wholesalers have 


HARDWARE AGE 


followed the reductions announced by 
the manufacturers some weeks ago. 


We quote from jobbers’ stocks, 
No. 11% first quality nail hammers, 
$12 per doz.; 12-o0z. ball pein, $8.80 
per doz.; competitive forged nail 
hammers, 95.60 per doz.; cast steel 
hammers, $4 per doz. 


HATCHETS.—These lines have also 
shown increased sales due to the 
reduction of prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
competitive forged shingling hatch- 
ets, No. 2 5d 





HE fundamental condi- 

tions of the country 
were never on a more sound 
basis, even though export 
trade is out of balance, 
due to financial conditions 
abroad.—J. H. Hazen, gen- 
eral manager of sales, Pitts- 
burgh Steel Co., Pittsburgh, 
Pa. 











HANDLES, TOOL.—No change _ in 
these lines; prices remarkably firm for 
months. 


We pel from jobbers’ stocks, 
f.o.b. Chicag 

Axe Handies.—No. 1 hickory, $4 
doz.: No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50 per doz. 


HANDLES, AGRICULTURAL.—Fu- 
ture orders receiving fair interest but 
it is too early for. the current demand 
to be large. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight 
chucked and bored, 4% ft., $4.50 y meg 
5-ft., $5.50 doz. ; Xx 4% -ft., $4 doz.; 
5-ft., oe a — 414-ft., $2. 40 doz.; 
5-ft., $2.80 

Hay Fork "ccdian, —Bent, chucked, 
and bored, 4% ft., $7.50 doz. ; 5-ft. 
98.50 doz.; XX bent, 4% ft., $4.50 
doz.: 5-ft., $5.50 doz.: X bent, 4%-ft 
$3 doz.; 5-ft., $3.40 doz 

Manure Fork Handles. —Bent, 4-ft., 
$4.75 doz.; L ; Z.;3 
bent, 4-ft., $4.15 doz.; 4%-ft., $5.10 
dori a = bent, 4-ft., 92.60 doz.; 41%- ft., 

7 a Be wn Hoe Handles.—XX 4%-ft., 
$3.45 doz.; 4144-ft., $2.40 doz 

Garden Rake Handles. —xXxX 5i4- -ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 

Shovel Handies.— Regular pattern, 
XX 4%-ft., $5.90 doz.; X 4%4-ft., $3.90 
doz.; D-handle, best grade, 97.95 
doz.; X grade, $6.25 doz. 


Spade Handles. — D-handle. best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Current sales good; price 
situation shows no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.12; 5-in., $1.57; 6- 
in., $1.93: g-in., $3.21; 10-in., $4.92 
per doz. pairs. ae heavy T hinges 
in bundles, 4-in., %1.74; 5-in., $1. «F 
6-in., $2.31; 8- in., $3.95: 10-in., $5.64 
per doz. pairs. 


ICE CREAM FREEZERS.—Increased 
wegen reported on future orders. 


que from jobbers’ stocks, 
FA Chicago: White Mountain, l- 
at.. $4.85 list; 2-qt.. $5.65 list; 3- -qt.. 
$6.75 list; 4-qat., 98.25 list; 6-qt., $10. 45 
list; 8-at.. $13. 50 list: 10-qt.. $18 list; 
12-qt., $21. 55 list; 15-qt., 
20-qt., ve 20 list: 25- -qt., 
Arctic 1-qt.. $4 list; 2- -at., $4.60 list; 
3-qt., $5.55 list; 4-qt., $6.80 list; 6-at., 
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$8.60 list; 8-qt., $11.10 list. All thie 
above, less 50 per cent discount. 


ICE SKATES.—Ice skates sold well in 
anticipation of a cold winter and the 
present weather may bring out some 
fill-in business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key, clamp, rocker, 
men’s and boys’, bright finish, 7bc. 
per pair; key clamp, rocker, men’s 
and boys’ nickel finish, $1.10 per pair; 
key clamp, rocker, polished steel 
runners, men’s and boys’, $1.38 per 
pair; %-key, clamp, rocker, women’s 
and girls’, $1.31 per pair; % key, 
clamp, hockey, women’s and girls’, 
91.38 per pair; screw on hockey, $1.19 
per pair; men’s ice skate outfits, $4.75 
er pair; women’s ice skate outfits, 
5 per pair. 


INCUBATORS.—Phenomenal demand 
continues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount; brooder stoves, 30 per 
cent discount; insulated chicken 
waterers, $3.25 each. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Considerable fill-in busi- 
ness reported, with season drawing to 
a close. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise, No. 25, 4- 
qt., $7.28 each; No. 31, 6-qt., $7.89 
each; No. 35, 8-qt., $8.67 each. 


NAILS.—No changes reported; prices 
seem strong; demand, once it starts, 
is likely to make serious inroads upon 
stocks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg base. ‘The extra for 
galvanized nails is now‘ $2.25 for t-in. 
— longer, $2.50 for shorter. than 
-in. 


OIL STOVES.—While the heaviest de- 
mand comes for hot weather, yet there 
is some business at all seasons of the 
year. Interest is particularly active 
in these lines for spring delivery. 


We quote from jobbers’ stocks, ” 
f.o.b. Chicago: Old line New Perfecs 
tion 2-burner stoves, 917 each Mst; 
3-burner, $22 each list: 4- burner, $28 
each list; new improved New Perfec- 
tion 2- burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2- ‘burner, $36 each list; 
3- burner, $45 each list; 4- burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—Prices continue 
firm; demand good for the season. 


We Sal from jobbers’ stocks, 
f.o.b. Chicag 

Linseed Oil. Raw, barrel lots, 91.02 
per gal., 5-barrel lots, 97c. per gal. 

Linseed Oil.—Boiled, barrel lots, 
— ts per gal. ; 5-Barrel lots, 99c. per 


= "Turpentine, .—Barrel lots, $1.04: per 


Denatured Alcohol. — Barrel lots, 
56c. per gal. 

White Lead.—100-lb. kegs, lic. per 
100 Ib.; 50-Ib. kegs, 14%¢. per 100 Ib.: 
25-Ib. kegs, 14%4c. per 100 Ib.: 121%4-Ib. 
kegs, 14%c. per 100 Ib. 

Dry Paste.—In barrels, 6c. per Ib. 

Shellac.—(4-lb. goods) hae $3.75 
per gal.; orange, $3.1 50 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib 


PYREX OVEN WARE.— Spring busi- 
ness looks promising; stocks not par- 
ticularly heavy. 


We een from jobbers’ stocks, 
“7 ey N 212, 

rea ans.— 0. 21 7.20 doz.; 
No. 214, $12 d ’ 
Casseroles. Round, No. 167, $12 
doz. ; No. 168, $14 foz.; No, 183, $12 
wae No. a $14 doz. 

asseroles.—Oval, No. 193, $12 d 
No. 197, doz. ; et 
Nursing Bottles,—Narrow neck, flat 
shape.and wide mouth, -4-oz: (nartow 
- wre om 80c. vod doz. all Aviles, 
-0Z., er doz. -OZ., 
doz.; 10-o0z., $2.40 doz. pitas 
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Pie Plates.—No. 202, 96 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots. a © -cup, _ doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


RADIO.—The weather will bring out 
some good business, although no com- 
plaints have been registered on the 
volume of business thus far. Manu- 
facturers of complete receiving sets 
are two to three weeks behind on de- 
liveries. The acute shortage of 
vacuum tubes has not been relieved. 

REFRIGERATORS.—More _ requests 
being received for early shipments. 

ROLLER SKATES.—Current demand 
not exceptionally heavy; orders for 
spring delivery indicate very active 


season. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
Union Boys’ skates, 
$1.55 pair; girls’, 91.65 pair; Chicago 
boys’, $1.45 pair, girls’, $1. 55 pair; 
Chicago rubber tired, boys’, $2.75 
pair; girls’, $2.85 pair. 
ROPE.—Although advances on manila 
rope were predicted they have not yet 
been announced. No change has been 
reported in sisal although it was stated 
that the Mexican situation might have 
some effect. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 15%c. per Ib.; 
No. 2 Manila rope, 14%c per Ib. base: 
No. 1 sisal rope, highest quality, 
standard brands, 13%c. per lb. base; 
No. 2 sisal rope, standard brands, 
12%c. per lb. base. 


SASH CORD.—Advances reported; 
local prices still unchanged. 
We quote from _ jobbers’ stocks, 


f.o.b. Chicago: No. 7 standard brands, 
$11 per doz. hanks; No. 8, $12.60 
per doz hanks. 
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line at this time of year but continues 
to be active on account of the large 
building programs. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common 
Sense, 2- in., 60c. doz.; barrels, 54c. 
) sa No. 105, 57c. doz.; barrels, 53c. 
Oz. 


SCREEN DOORS.—No changes re- 
ported; future business all placed; 
after these shipments are made de- 
mand will start for current business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$23.15 doz. ; No. 296, 2-8 x 6-8, 928.20 
doz.; No. 311 2-8 x 6-8, $40 d 

Window Screens.—No. 1833, *"$5. 30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—Situation unchanged; no 
higher prices predicted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head . bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


STEEL GOODS.—Fair interest being 
shown in future orders; prices higher 
than last season. 


SOLDER AND BABBITT METAL.— 
Local prices are advanced 1 cent due 
to strong metal markets. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $30 per 100 lb.; medium, 45-55 
solder, $29 per 100 Ib.; tinners, 40-60 
solder, $28 per 100 Ib.; high specd 
babbitt metal, $20 per 100 Ib.; Stan- 
- oh No. 4 babbitt metal, $11 per 100 


STEEL SHEETS.—Prices very firm; 
demand good, season considered. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
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STOVE PIPE AND ELBOWS.—Fu- 
ture orders continue to come in a good 
volume; prices the same as last season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 26 gage 6-in. pipe, 
$17.50 per 100 joints; 28 ones oan 
pipe, $15.50 per 100 ‘joints 30 
6-in. pipe, $13.50 per 100 canter OB. 
gage 6-in. elbows, $1.60 dozen. 

little 


WHEELBARROWS.—It is a 
early for the demand to be active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6.00 each. 


WIRE GOODS.—Large volumes of 
wire cloth have been booked at the 
ruling price which was announced at 
the first of the season. Other wire 
products remain firm with demand 
from fair to good depending upon the 
season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 Ib.; 80-rod spool galvan- 
ized hog wire, $3. 98 per spool; No. % 
galvanized plain wire, $4.15 per 100 
lb.; polished fence staples, $4.25 per 
100 Ib.; catch weight spools painted 
barb wire, $4.30 per 100 lb; 12-mesh 
black wire cloth, $2.10 per 100 sq. 
ft.; 12-mesh galvanized wire cloth, 
$2.45 per 100 sq. ft.: 14-mesh bronze 
wire cloth, $6.70 per 100 sq. ft. in 
50-ft. rolls; galvanized before poultry 
netting. 45-10 per cent discount; 
galvanized after poultry netting, 45 
per cent discount. 


WRENCHES.—Prices firm; no changes 
have been reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off; engineers’ 
wrenches, 25 per cent off; knife 
handle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 





SASH PULLEYS.—Ordinarily a dull 


black sheets, $4.70 per 100 Ib. 


60-7144 per cent off. 


New England Takes Hopeful View 
of Business for First Half of Year 


(Boston office of HARDWARE AGE) 


NSOFAR as the jobbers are concerned, they have fin- 
| ished stock taking and have set their stage for another 
It is not to be wondered that with that task off 
their minds they are optimistic. Some of the retail deal- 
ers likewise are in the same boat. But a majority of the 
retail dealers are not as fortunate. Heretofore it has 
been difficult to get the fellow who has not taken stock 
by this time to discuss the business outlook, but 1924 
seems an exception to the rule. 

Everybody interviewed since the preceding report is 
optimistic over the business outlook for the next six 
months at least. Some do not want to go further than 
that because of developments that might come just bhe- 
fore the presidential election and the harvesting of our 
usually enormous crops. It is quite generally believed 
here in New England, however, that the President will 
be returned to the White Hcuse, and that the American 
farmer will continue to raise the backbones of our national 
prosperity. 

In speaking optimistically regarding the future, con- 
sideration is given to the condition of some of New Eng- 


AUTOMOBILE ACCESSORIES. — 
Some of the largest accessory jobbers 
are of the opinion that retail hardware 


year. 


We quote from Boston jobbers’ 
tocks: 


Automobile Rg mag ig ea 4g lin 


—. wheel coo $2.25 each, net: 


land’s vitally important industries—textiles, woolens and 
shoes. The belief is expressed that these industries are 
on the mend and that mill towns will enjoy increasing 
prosperity. This optimism is all the more significant in 
view of the present generally quiet condition of all in- 
dustries. It is evidently based, to some extent, on a 
belief founded on an excellent business over a long period 
of months that people are using more and more hardware 
every year; that more and more people are doing more 
and more of their own work necessary to keep up property; 
that because of such conditions the retail dealer is coming 
into closer contact with the consumer than when home 
jobs were completed by workmen; that this contact offers 
a greater opportunity to sell merchandise, and a greater 
opportunity to make a larger profit. 

It is pointed out that the hardware business has been 
prosperous over a long period—a period when industries 
have suffered keenly through inactivity. It is felt the 
hardware business will continue good provided the gen- 
eral character of buying, wholesale, retail and public, 
is maintained—if this buying does not become specula- 
tive in nature. 


arm, 48c., and battery charger, son 50. 
Springs.—Vulcan line, all makes, 35 
sd cent discount; Ford sizes, 7- leaf 
ront, No. 2000, #1. 25, net, 9-leaf 


: connecting wrench, 38c.; rear No. 2004, $2; 9- leaf rear, No. 
dealers are letting Parages secure a wheel puller, $2.25; horn button, Pre 2009, $4.25. 
lot of business that otherwise might [car “jie! brake, Heck 'g2.50,  AXES.—Buying on a moderate scale 
Local jobbers feel the pres- 


go to them. 


ge, 
windshield wiper, $3.75; crank cane 


continues, 
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ent season will be one of the best on 
record. Retail dealers, it is maintained, 
will clean up stocks this season. 


en quote from Boston jobbers’ 
stoc 

Axes. —Single bit, $14.50 per doz. 
base; double bit, $19.50. With han- 
dles, single bit, "$18. 75 per doz. 


BATTERIES.—Sales of batteries con- 
tinue resnarkably good, thanks to the 
growing interest in radio. Jobbers’ 
stocks are down to narrow limits, but 
fresh goods have been ordered. 


We quote from Boston jobbers’ 
stocks: 
Batteries.—Columbia line, ignitor, 
in lots of 50, $30.22, net; per 100, in 
lots of less than 50, $35. 22. Hot Shot, 
No. 1461-M, in less than barrel lots, 
fF 76 each; in barrel lots, 91.66; No. 

1562-M, in ‘less than barrel lots, $2. 08; 
barrel lots, $1.98; No. 1662-M, in less 
oer barrel lots, $2.44; barrel lots, 


BLACKSMITH SUPPLIES.—Bad 
going in some sections of New En- 
gland had stimulated interest in black- 
smith supplies. 


We quote from Boston jobbers’ 
stocks: 
Anvils. —Standard makes, 19c. per 


Axles.—Square bed, drawn bed and 
one piece, 3-in. and under, 12c. per Ib. 

Horseshoes.—American, Boss, Ju- 
niata, Phoenix, United States, Cin- 
cinnati, Standard and Burden, $7.50 
per keg base. No freight allowance 
on store shipments. 

Horseshoes.—Fancy or special, side 
weights, 30c. per pair. Steel shoes, 
$9.25 per keg; toe 
$7. 75; side wear, 99.75; 
extra light calked, 
$10.25; iron countersunk, $8.25; steel 
countersunk, $10; tips, $9.25; xX and 
light driving, $9.25; X and feath- 
erweight, $9.25; mule, 

Malleables.—Plain, except stake 
irons, 20c. per lb.; stake irons, 17c.; 
threzded malleables, 30c. to 38c. Dis- 
count, lic. off. 

Nails.—Horseshoe, Crown, No. 5, 
6.15 per ke No. 6, $5.65; No..- 7, 
5.45; No. 8. $5.30 Nos. 9, 10 and 11, 
5.15. isader. “No.8 5.80 per keg; 
a 6, $5.45; 8, $5.10; 

Nos. 9, 10 aaae ‘- 3s sper PF vmod 
charge ‘of 1c. a pound is made for lots 
of less than 25 Ib. 

Rasps.—Heller, 70 and 10 per cent 
discount; Superior, etc., 75 per cent 
discount: Stokes, 75 per cent dis- 
count, 

Springs.—Common wagon and car- 
riage springs, 12c. per lb. base. A 
— of ic. is allowed the retail 
tra 

Toe Calks.—Welded, dull, $2.25 per 
box; sharp, -. hy blunt heel, $2.50; 
sharp heel, $2. 


BRUSHES —-Orders for brushes, to be 
delivered for the spring demand, are 
beginning to flow through wholesale 
channels in what might be termed 
volume. Jobbers’ contentions that re- 
tail stocks are small appear to have 
some foundation. 


We quote from Boston jobbers’ 
stocks: 

Brushes.—Paint, ay a to $30 per 
doz., net; varnish. o $25; calci- 
mine. 3 $10.50 to $90; ne Ron $3.50 
to 


CHAIN.—Tire chains selling well; 
jobbers well stocked in most instances; 
prompt deliveries are being made. One 
of the largest manufacturers of tire 
chains is guaranteeing prices against 
a decline up to May 1. 

We quote from Boston jobbers’ 
Sire: Chains.—McKay and Weed 
makes, 1 to 11 sets, 25 abet cent dis- 
count; 12 to 49 sets, 33% per cent 


discount; 50 sets and more, 40 per 
cent discount. 


stoc 


Machine Chains.—Twist lengths, 
fz-in., 15c. = Ib.; %-in., 13c. per 
1b.; ye-in., 1246c. per Ib.; long or open 
len link ¢ “4 #s-in., 16%c. per 
Ib.; %-in., 15c. per Ib.; te" = 

-in., 


per Ib.; #,-in., 12%%4c. per Ib.; 
lic. per Ib. 
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BELIEVE 1924 will be 

the best normal business 
year the citizens of the 
United States of America 
ever were blessed with— 
Horatio S. Earle, North 
Wayne Tool Co., Hallowell, 
Me. 
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Proof Coil Self-Colored Chain.— 


fs-in., $14.65 per 100 lb.; %4-in., $12.85; 

ys -in., 11.20; %-in., $9. a s-in., 

e? %-in., $9.10; 5g-in., $9. %, - 
$9. 40; %-in., $9. 10; 1l-in., 3. 80. 


"tee less than 100 Ib. about 2c. a 
pound additional is charged. 


CLIPPERS.—Jobbers meeting with 
considerable success in their efforts 
to round up forward business. It is 
said by some that more than 50 per 
cent of the retail trade is covered for 
spring requirements. 


bed quote from Boston jobbers’ 
stoc 

Toilet Clippers.—Khedive, “ each; 
Plymouth, No. 00, $1.10; No. $1.20; 
Mayfiower, No. 00, $1. 25: No. o $1.25: 
Success, No. l, $1. 50; No. 0, 91.65; 
No. 00, $1.88; Capital, No. 1, $2.35, 
No. 00, $2.60. 

Stewart No. 1 Ball Bearing Clipping 
Machine, $12.75; No. 360, Top Plate, 
$1.25; No. 361 Bottom Plate, $1.75. 
Discount, 33% per cent. 

Stewart Electric Clipping Machine, 
all standard voltages, hanging type, 
$80 f.o.b. Chicago; pedestal type, $32 
f.0o.b. Chicago. Discount, 25 per cent. 


ELECTRICAL GOODS.—The holiday 
trade in electrical goods was entirely 
satisfactory and jobbers’ stocks cleaned 
up well. Manufacturers are not only 
optimistic regarding the future, but 
on prices as well. While advances are 
not anticipated, it is felt values will 
be maintained. In fact, one of the 
largest New England manufacturers is 
guaranteeing prices on its specialties 
up to and including June 30, next. 
be quote from Boston jobbers’ 


stocks: 
lron.—Demanco, No. 5, $3.50 a doz. 
net; in lots of five, $3.25. Domestic, 


$5 list, in less, 30 per cent discount; 
in lots of six to 23, 30 and 10 per cent 
discount; in lots of 24 and more, 40 
per cent discount. Thermax, $3.30 
net. Quality line Nos. 902, 905 and 
909, $6.75 list; Nos. 9091 and 9191, 
$7. 70: in lots up to five, 25 and 10 per 
cent ‘discount; in lots of six or more, 
35 per cent discount. 

Toasters.—Star, $3.50 net each; in 
lots of 12, $3.35 ‘each: in lots of 25, 
$3.25 each; in gross lots, $3 each. 
Universal ‘line, No. 946, 
No. 945, $7.50; No. 947 (reversible), 
$8. Discount in lots up to five, 25 
and 10 per cent; in lots of six or 
more, 35 per cent. 


FREEZERS.—Advance orders for ice 
cream freezers being booked by the 
jobbers; retail stocks believed to be 
small. 








S we see it, one of the 
greatest factors in mak- 
ing 1924 a business year of 
real prosperity will be the 
tax reduction plan now 
under consideration by Con- 
» gress—Specialty Display 
Case Co., Kendallville, Ind. 
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We quote from Boston jobbers’ 
stocks: 

Freezers.—White Mountain, 1-qt., 
$4.85 list; a-at., $5.65; 3-qt., $6.75; 
4-qt., $8. 25; 6-qt., $10.45; 8-qt., $13.50; 
10-qt., $18; 12- -qt., $21. 50; 15- -qt., $25; 
20-at., $33.20; 25- -qt., $42. 60. 

Arctic, 1-qt., $4 list; 1 qt., $4.60; 
- “a $5.55; 4- -at., $6.80; 6-qt., $8.66; 

$11. i0; 10- ry $14. 80; 12-qt., 
$16 65: 15-qt., $23.30; 20-qt., $30. 

Jobbers’ discount, "60 per cent from 
store or facto 

Alaska, 1- ~at., "42. 95 list; 2-qt., $3. Pt 
= $4.10; 4-q $5; 6-qt., $6.3 
8-qt., $8.20; "10- = "$10. 75; 12-qt., $14; 
15- -qt., $17. Discount, 20 and 10 per 
cent. Alaska special, 2-qt., only, 
$2.25; less one-third off. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6; 3-qt., $8; 4-qt., $10. Discount, 
384% per cent. 


GRINDING WHEELS.—December 
sales of grinding wheels well ahead of 
those for the corresponding month in 
1922; an increase in January turnover 
is anticipated. 


We quote from Boston jobbers’ 
stocks: 

Grinding Wheels—Norton Co. line, 
regular grains, 65 and 5 per cent dis- 
count; special No. 38 grain, 60 per 
cent discount; elastic, 45 per cent 
discount; crystolon, 60 per cent dis- 
count. 


GUNS AND AMMUNITION.—Excel- 
lent sales continue. 


We quote from Boston jobbers’ 
stocks: 

Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.60 
per bag; B and larger, $2.85 per bag; 
Air Rifle, Boy Scout, shot, $4.65 per 
case. 

Guns.—Stevens’ line, No. 11, single 
shot rifle, $3.40 net; No. 17, $17.50; 
aq oy $4.95; No. 27, $8; No. 12, $6.50; 

141%, $4.05; No. 44, $15.75. Double 
oe: hammerless shotgun, No. 330, 
12-16-20 gage, $21.85; 410 gage, $23: 
No. 335, $2 : 

eating shotguns, No. 622, $55; No. 
20, $32.90. 


HANDLES.—Forward bookings of 
handles are satisfactory, it being quite 
evident the retail trade’s stocks are 
badly broken. Jobbers are confident 
1924 will be one of the best years on 
record for handles and have prepared 
for it. 


We quote from Boston jobbers’ 
stocks: 

Handles.—Axe, hickory, first qual- 
ity, 28-tn., $6.75 per doz. net; 30-in., 
$4.99; 32- in. -» $4.99. 

Pick.—First quality, 36-in.; $7.67 
per doz. net. 

ay Fork.—Chucked and burred, 
straight, 4-ft., $3.20 per doz. list; 4%- 
 ™ 3.60; 6-ft. $6.70; bent, 314-ft., 
$3.40: 4-ft., $3.90; 414-ft., $4.40, 5-ft., 
$5. Discount, 33% per cent. 

Manure plain, $3.80 
per doz. list, with ferrule, $5.40; 
malleable, D-handle, plain, $6. 60, with 
ferrule, $8.10; discount, 3314 per cent. 
Wood D-handle, plain $6.90, with fer- 
rule, $8.40; discount, 10 per cent. 

Spading Fork. — Malleable, D-han- 
dle, $6.60; wood D- handle, $6.90; 
strapped ‘with malleable D-handle, 
$11.10; discount, 334% per cent; wood, 
with D-handle, $11.40; discount, 10 


ork.—Bent, 


poplar and ash, $3.40 per doz. list; 
not chucked, ash, $3.40. Motor hoe, 
6-ft., $6.70; ‘discount, 33% per cent. 

Rake .—Garden, 6-ft., $6.20 per doz. 
list, 3344 per cent discount: steel D- 
handle, $2.28 net. 

Ferrules. —Manure, $1 per doz. list; 
hay, $1; hoe, 85c.; discount, 33% per 
cent. 


HANGERS.—Inasmuch_ as _ building 
this year probably will be on a tre- 
mendous scale, jobbers are preparing 
to handle large numbers of hangers. 
Most of them carried over small stocks, 
but have fresh goods ordered. 


We quote from Boston jobbers’ 
stocks: 
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Hangers.—Timber or joist, No. 300, 
for 2 x 6-in. timber, lsc. each, net; 
No. 301, for 2 x 8-in. timber, 20c. each, 
net; No. 302, for 2 x 10-in timber, 28c. 
each, net; No. 403, for 2 x 12-in. tim- 
ber, 56c. ‘each, net; No. 213, for 3 x 
8-in. timber, 230. each, net; No. 214, 
for 3 x 10-in. timber, 31c. each, net; 
No. 315, for 3 x 12-in. timber, 60¢c. 
each, net; No. 319, for 4 x 8-in. tim- 
ber, 36c. each, net; No. 320, for 4 x 
10-in. timber, 46c. each, net; No. 321, 
for 4 x 12-in. timber, 64c. each, net. 

ICE CREEPERS.—The recent cold 
snap has stimulated the ice creeper 
business. 

We quote 
stocks: 

ice Creepers.— Never Slip men’s 
and ladies, $2.44 per dozen pair. 
O. K. No. 0, $2.50. Kennebec, Nos. 
0, 1 and 3, $3.36. Lumbermen’s, Nos. 
00, 1 and 1 medium, $3.04. Newark, 
$3.75. Union, $1.60. Eagle, $1.38. 
Featherweight, 3. 


LAWN MOWERS.—The movement of 
lawn mowers, according to present in- 
dications, will be larger this season 
than last. Retail dealers last year 
bought in a hand-to-mouth manner and 
finished the season, it is believed, with 
little stock on hand. Orders already 
booked by jobbers indicate more con- 
fidence on the part of the retail mer- 


chant this year. 
We quote from Boston jobbers’ 


from Boston jobbers’ 


stocks: 
Lawn Mowers.—Hub, 14-in., $6 
each, net; 16-in., $6.25 net. Jewel, 


14-in., $13.75 list; 16-in., $14.50; Col- 
8-in. wheel, ballbearing, i6- in., 


onial, 

we 50 list; 18-in., $18.25; Newport, 
9-in. wheel, plain bearing, 16-in., 

$16.50 list; 18-in. $17.25; Lakewood, 


9-in. wheel, ballbearing, 16-in., $19.25 
list, 18-in., $20; Imperial, plain bear- 
ing, high wheel, five blades, 14-in., 
$26.50 list; 16-in., $28.50; 18-in., $30.50; 


Imperial, ‘pallbearing, 14- in., $29 list; 
16-in., $31; 18-in., $33 20-in., $35; 
Caldwell lawn trim, 8-in., $16.50 list. 


Discount, 50 per cent. 

Motor Lawn Mowers.—No. L, $325 
list; No. H, $400 list. Discount, 10 
per cent. 


PIPELESS FURNACES.—Orders for 
pipeless furnaces to be installed as soon 
as delivered, as well as in the spring, 
are in jobbers’ hands. 

We quote from Boston jobbers’ 


stocks: 
Furnaces.—One-pipe style, Zenith, 
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$157 each, net; oxidized, $158; No. 200, 
35 x 35 in., japanned, $170; oxidized, 
$172; No 300, 40 x 4 in., poaennes, 
$200; oxidized, $293; No. 400, 45 x 45 
in., japanned, $220; oxidized, $224. 


POULTRY SUPPLIES.—The local 
poultry show has stimulated interest 
in poultry supplies. Most of the buy- 
ing today is for delivery for spring 
demands. 


bl quote from Boston jobbers’ 
stoc 

nt —Queen line, style K, 
No. 20, 70 egg capacity, $16.50 each; 
No. 21, 120 eggs, a 50; No. 22, 220 


eggs, $36.75; No. 5 eges, $27. 50; 
No. 2, 135 eggs, $37, 50; No. 3, 180 
eges, $44.50; No. 4, 275 eggs, $57.75; 
No. 5, 400 eggs, $68; No. 25, 600 eggs, 
$103; No. 35, 80 eggs, $132; No. 45, 
1000 eggs, $157. Discount, 30 per 
cent. 


Brooders. — Queen line, No. 1, 600 
chick capacity, $21.50 each; oO. 

1200 chick capacity, $26.50. Discount, 
30 per cent. 

Staples. — Galvanized poultry net- 
ting, direct factory shipments in car 
lots, $5.25 per cwt.; in less than car 
lots, $5.50. From jobbers’ stocks, in 
100 Ib. kegs, $6.75 per cwt.; in 10-Ib. 
packages, $8; in 1-lb. papers, $9; in 

-lb. papers, $9.75; in %4-lb. papers, 

11.50. 

SHEARS.—Forward bookings for 
shears of good proportions and addi- 
tional business is being booked every 
day. Jobbers expect big business this 
year. 


We quote from Boston jobbers’ 


stocks: 
Sheep Shears.— True Vermonter, 
O60. $8.25 per doz. net; No. 057, 


Border Shears.—No. 104, $3 each, 
net; No. 105, $3.50; No. 106, $3. 

Hedge Shears.—No. 100, ladies, 6- 
in., $1 each; No. 100, men’s, 7-in 
me * 100, 9-in., $1. 65; No. 101, 

n 

8 el No. 5403, 22-in., 
$25 per doz.; No. 5402. 24-in., "$28: No. 
5406, 24-in., $17.50. Handy Andy $15 
per doz. 

SIDEWALK CLEANERS.—Recent 
coatings of ice on sidewalks have 
reminded people they should be pre- 
pared for more ice, consequently a 
little more activity in the sidewalk 
cleaner market. 


bo de quote from Boston jobbers’ 
st 
Sidewalk Cleaners.—No. 6 shank, 
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$5.10 per doz.; No. OSC, 
SW, $7.10; No. 3%, $10 n 


STOVES.—Air tight oe et asia to 
sell well; jobbers’ stocks down to 
narrow limits; prices steady. 
oe quote from Boston jobbers’ 
= Tight Stoves.—Conco line, No. 
418, $3.15 each, net; No. 421, $3.65; 
No. 424, $4.40; No. 427, $5. 
TIRES.—Jobbers have put into effect 
new prices recently issued by manu- 
facturers of tires. The cash discount 
has been changed from 5 per cent to 
2 per cent in ten days. The list also 
is reduced so that the net cost of tires 
is the same. It is interesting to note 
that tires cost about one-third less than 
they did at the peak in 1920. 
WEDGES.—A moderate business in 
wood choppers’ wedges has been put 
through in this market the past week. 


We quote from Boston jobbers’ 
stocks: 

Wedges. —Wood choppers, 
pattern, 9%c. per Ib. 


WINDOW GLASS.—Colder weather 
has speeded up window glass sales, 
which in December were unusually 
heavy for that month. Jobbers’ stocks 
are in fair condition only. 


We quote from Boston jobbers’ 
stocks: 

Window Glass. — Single A, 25 
bracket, 85 per cent disceume: 34 to 
40 bracket, 84 per cent discount; 
larger, 82 per cent discount. Double 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 85 per cent dis- 
count; 34 to 40 bracket, 85 per cent 
discount; larger, 83 per cent discount. 
a B, all sizes, 86 per cent dis- 
count. 


WRINGERS. — Forward bookings of 
wringers are in order. Buying to date 
has been too small, however, to get a 
line on the future volume of business. 


sonia quote from Boston jobbers’ 
stoc 
Wringers. ee No. 130, $39.50 


De sag 70; No. 


Truckee 


per doz. rsal, No. 341, 
oH 50; No. 350, $46.50; No. 361, $62.50: 
380, $50 50; No. 380K, 


$52. 50; No. 
pati, ‘$91. 50; No. B350K, 83. 50. 
Mop Wringers.— White, ‘3 $44 
per doz., net; No. 1, $32; No. 2 gy, 60; 
No. 114, $27; No. 14, family, galvan- 
ized, $31; No. 112, $22. 





No. 100, register 30 x 30 in., japanned, 


Heavy Steel Buying Continues 


in Pittsburgh 


—No Price Changes Expected in Near Future 


(Pittsburgh office of HARDWARE AGB) 


HE old year in the steel trade went out in what is 
commonly known as a blaze of glory, and the encour- 
aging feature now is that buying, which in the last 
week of the year was heavy, showed no falling off in the 
first week of the new year, and if anything, was even 
heavier. This larger buying comes from all classes of 
consumers, with the automobile makers having the front 
position. 

Just a year ago there was quite heavy buying in all 
kinds of steel products, but at that time there was every 
sign that prices were due for a sharp advance all along 
the line. This advance did come, but was not as heavy as 
anticipated. At present there are no signs whatever of 
higher prices; on the contrary, some consumers are look- 
ing for a lower market on some lines, but against this, 
there is heavy buying, showing very conclusively that the 
consumers are in need of the material, and are covering 
their actual needs. This new buying is not for very for- 


ward delivery, most of it for first quarter, but it has 
been so active that the steel and other finishing mills 
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are assured of very comfortable operations over the first 
quarter of the new year. 

As noted above, the automobile makers have been the 
heaviest purchasers, with: the Ford Motor Co. leading 
their competitors. This concern has bought very heavily 
of body sheets, and has also bought close to 75,000 tons 
of steel bars. The large bar makers held out for 2.40 
cents, Pittsburgh, on this business, but were underbid by 
some makers of bars elsewhere, and as a result, lost the 
business. The action of the Pittsburgh makers in holding 
out for the regular price shows clearly how strong the 
local bar market is, as this business was very desirable. 

The increased demand for steel that came in December 
of last year is clearly shown by the fact that for the first 
time in more than six months there was an increase in 
output of pig iron over a previous month, the output hav- 
ing been 2,920,928 tons last month as against 2,894,295 
tons in November. It is also true that there were more 
furnaces in blast on Jan. 1 than on Dec. 1, the increase 
having been only one furnace, but it shows clearly that 
the low point in consumption of pig iron has likely been 
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Fine Goods 
at Little Prices 


This plant makes hinges and butts 
in a craftsmanlike way. The metal 
we use is selected to do a good job 
after it is screwed into place on 
doors and jambs. Maybe it’s a sim- 
ple trick, that—but one false move 
can spoil a good hinge or butt. 


VIC IK INN | 


& 











id @ 


are accurately sized. We say that 
over and over again so all the world 
will remember it. And they do not 
cost as much, asa rule, as those some 
merchants select as lower priced. 
That is a fact. If you sell the com- 
plete McKinney line, you sell fine 
goods. You buy at reasonable prices. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door bolts and latches, shelf 
brackets, window and screen hardware, steel door mats 
and :vrought specialties 
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reached, and that some more furnaces that are now idle 
are very likely to be active before this month is out. 

Some interesting figures have recently been printed 
showing the distribution of finished steel products in the 
year 1923, and the output in that year. The total output 
of steel ingots, from which the finished steel products are 
rolled, was slightly over 42,000,000 tons, while the output 
of finished steel products was close to 32,000,000 tons. 
The railroads have always been the largest individual 
consumers of finished steel, and in 1923 it is estimated that 
the railroads used about 27 per cent of the total output, 
this being more than double what the railroads used in 
1922; the automobile industry used about 11 per cent, 
and new construction work about 16 per cent. With the 
extensive programs that the railroads have prepared for 
this year, it is safe to say they will use much more than 
27 per cent of the output of steel this year, while the 
automotive industry will also use more steel this year 
than last. The Ford Motor Co. alone will use not less 
than 25 per ccnt more steel this year than last, while the 
building trade will also be a larger user of steel this year. 
Other industries will also use more, and these facts are 
largely the reason why the belief is so strong that 1924 
is going to be a bigger year in output of steel than 1923, 
the latter year having been much larger than the year 
before. 

A notable fact is that no blast furnaces were built in 
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1923, but five are now under erection, while only seven 
new open-hearth furnaces are being built, all of which 
will be ready to make steel within the next six months. 
With the tremendous capacity of this country at present 
for making pig iron and steel, it is not likely that any 
large new building programs will be adopted by the pig 
iron or steel companies for this year. 

There were no price changes of note in steel in the past 
week, but the whole market is firm, and there are no signs 
at present of any declines or advances in prices of pig iron 
or steel products in the near future. The fact that the 
steel mills have a very comfortable tonnage on their books 
for this quarter is the main reason why no advances or 
declines are looked for during this quarter. 

The hardware trade is in the midst of the annual inven- 
tory taking period. The men are in from the road, stock- 
taking is being cleaned up, and plans are being discussed 
for this year. Trade in December was satisfactory in 
holiday goods, but in staple lines was only fair. How- 
ever, the last month of the year is always quiet, as none 
of the retail dealers buy anything they can possibly get 
along without. Local jobbers regard the outlook for this 
year as very good, and believe there will be good busi- 
ness and stability in prices. Stocks are fairly low, and 
a good buying movement from the retail trade is looked 
for in the next two or three weeks. 





loads or larger quantities. 


Bright Plain Wire, base, per 100 1 
Galvanized Barbed ‘Wire, base, per 100 Ib 


PITTSBURGH BASE PRICES 


Note: It should be understood that prices given below are f.o.b. mill, Pittsburgh, and are quoted only for car 
For smaller lots, the usual advances apply. 


Annealed Fence Wire, base, No. 9 gage DOE TED Wii ccewecncvvcvccesesecesecGupusevesasts 
I, I I OO BE as vec ka sas cvdees sxcetecssegqintchesucagheaebsedstaes dh 


Galvanized Wire, No. 9, base, per 100 Ib...... 
Jhatun hesbaltebedioddene teen 60, 10 — 10 off list 


Machine Bolts, small, rolled Si ks sé sees 








Freight Rates 


Philadelphia, coemaetie. $0.32 DED << ¢ccnei eveusall $0.265 8 SS 
Philadelphia, export... 0.235 Pn § sseoetdnasuw’ 0.215 Kansas Cit ee a Glee 
Baltimore, domestic... 0.31 Cleveland, Youngstown agg soe City (pipe) 
Baltimore, export...... 0.225 > ‘e000 sn bees ee en 0.19 al haniiicnae tans} 
New York, domestic... 0.34 et Se ey a. . Seth cotes vcen 6 ol 
New York, export...... ee « GEE veccccccvcses 0.29 aoa ES 
Boston, domestic ‘eeean 0.365 EE 0.31 RI aE 
Boston, export......... 0.255 EE -ns¥i<b vce oeaws 0.34 Denver (pipe).......... 


‘Applies minimum carload 80,000 Ib. *Minimum loading 46,000 Ib. 


Machine Bolts, all sizes, i SR civccnnuigukhéen0ee4ées 6006-66 bbh so 060 BOGE nd 10 off list 
Machine Bolts, c.p.c. and t. muts, 3 X 4-i1M....... cee eee eee ee eee 50 and 10 per cent off list 
A a, ne eh no oe cee os os ah dee es oe OSes hb boas 66600660 0h e0 CEUs bE oun 15 
Nails, Wire, A Ci In. ¢c066b cab bledesdebes 500506605 6b nc cesee seb SSa eho eeernssed sees 3.00 
Painted Barbed Wire, a i Serre) tt eee etree 3.45 
Common Iron Bars, RAS et DE EOE A FAS IOS PE MELD dei 2.40c. 
Plates, sheared, tank quality, Sn 6 6006 666 6b ede OECD ERUEaR Ee Sand 6ene ta eoNNs ene 2.50c. 
Sheets, blue annealed, i iad tad ie hn k6 6606006060 s 1bEeS EOS SHEN COV He beat éneeesaen 3.00c. 
i a ne i eR on wee CONS NS 6466S NSE OES SEES EEE S CESSES SES 6 ORE eR 3.85c. 
Sheets, galvanized, 28 gage, per Ib......... FeO aels oon ees od SE CCR6OR CR Ure UES Se Keecerogtel 5.00c.- - 
Soft Steel i a a eel ai eden es igen toes teal s60b8shs 4eveoseeetaestednaces 2.40c. 
Spikes, *% and larger, i Se Mr ie + to cdwebeheoce cs 1ESbs ae EMSS HOS ESS COR eseue Neen $3.15 
Ce Ms. nse) pee ke ee sewenes eb eebeee le Sees nbe bees eet eesas 3.80 
ee eee, Ce Se SG, UD - OED, . wecccccceceecececesc.coscsecevsees 62 per cent off list 
Steel Pipe, galvanized, butt welded, 1 to 3-in..........................50% per cent off list 
n,n ik ts os ee eeu d a be ane esate ins) ans eee eae eee $5.50 
Woven Fence, SE. SD Bc come stccvcvecsctececctccess lin bicmmnd weeeen Gare 67% off list 
ee, Ge, i a nis op ce ebedbis bdbe ou 600 dee edb GOs eReee 65 off list 
ee sr rr PS. ss ne whe gece 6 odes 6 ob ee eee te Pele beater 30 off list 
Wrought Iron Pipe, galvanized, 1-in. to. np 6dw versed tdecn 06 eeueessennnutescewl 13 off list 


All freight rates from Pittsburgh on finished iron and steel products, carload lots, per 100 Ib.: 
$0.43 Pacific Coast ......---- $1. 


15 
Pac. Coast, ship plates. 1.34 
Memphis ........++-++:. 086 


0.735 
ey Birmingham ........-++- 


.60 

0.735 Gachkeatitie. all rail. 0.70 

0.705 SREONVENS, rail and , 
7 
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BOLTS AND NUTS.—Makers of nuts 
and bolts have booked a good many 
contracts for delivery in first quarter, 
and as a result cutting in prices which 
prevailed for so long has about dis- 
appeared. Specifications against con- 
tracts are coming in quite freely, and 
the nut and bolt trade is in better 
shape generally than for some time. 
We quote in large lots; jobbers and 
warehouses charging the usual ad- 
vances for small lots out of stock: 
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Machine bolts, small, rolled threads, 
60, 10 and 10 per cent off list. Ma- 
chine bolts, all sizes, cut threads, 60 
and 10 per cent off list. Carriage 
bolts, % x 6 in.; smaller and shorter, 
rolled threads, 60 and 10 per cent off 
list. Carriage bolts, cut threads, all 
sizes, 60 per cent off list. Lag bolts, 
65 and 10 per cent off list. Plow bolts, 
Nos. 1, 2 and 8 heads, 50 and 10 per 
cent off list; other style heads, 50 per 
cent extra. Machine bolts, c.p.c. and 
t. nuts, x 4 in., 50 and 10 per cent 
oft list; arger and longer sizes, 50 
and 10 per cent off list. Hot pressed 
square or hex. nuts, blank, 4.25c. off 
list. Hot pressed nuts, tapped, 4.25c. 


off list. C.p.c. and t. square or hex. 
nuts, blank, 4c. off list; c.p.c. and t. 
square or hex. nuts, tapped, 4c. off 
list. Semi-finished hex. nuts; in. 
and smaller, U. S 80 and per 
cent off list; % in. and 1 Ss. 
S., 75 and 5 per cent off list: small 
sizes, S. A. E., 80, 10 and 5 per cent 
off list; S. A. 'E., 5 in. and larger, 
75, 10 and 5 per cent off list. Stove 
bolts in packages, 75, 10 and 5 7 
cent off list. Stove bolts in bulk, 75 

10, 5 and 2% per cent off list. Tire 
bolts, 60 and i0 per cent off list. Bolt 
ends with hot pressed nuts, 60 and 5 
per cent off list. Turnbuckles, with 
ends, % in. and smaller, 55 and 5 
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A typical “Slidetite” installation is that 
at the J. A. Torstensen Company, Chi- 
cago, shown in the illustration. The 
doors are 21 feet high to permit trucks 
loaded with large lights of plate glass 
to pass through. These doors move 
smoothly and easily in spite of their 
great height and bulk. 

















There is a Steadily Growing Demand for 


Industrial 
Door Hardware 


“Slidetite” enables you to take advantage of many profitable opportunities in your community. Doors of 
extra large size are frequently necessary for garages and other big buildings. While it is comparatively 
simple to construct big doors, it is a real problem to hang them satisfactorily and permanently. 


“Slidetite” Industrial Door Hardware has successfully solved this problem in numerous instances. Doors 
hung on “Slidetite” slide and fold completely out of the way, leaving an unobstructed opening up to 30 feet 
wide if necessary. Require no tinkering as they never sag or bind. Easy to open, even in a high wind, and 
cannot possibly slam shut. Close tight, snug and secure. 












Write for “Slidetite” Catalog A-29, and details of how our Engineering Department can assist you and your 
customers m overcoming big door difficultics. 
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Tue Demine Co., SALEM, OHIO 


ONCERNING the business 

outlook for 1924, it may in- 
terest you to know that we are 
just closing a very satisfactory 
year, particularly the last six 
months. From all indications, 
we believe the first half of 1924 
offers practically the same op- 
portunity as the last half of 
1923, and we anticipate a nor- 
mal business for this period.— 


Wm. L. Deming, President. 
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to 50 per cent off list. Turnbuckles, 
without ends, %-in. and smaller, 70 
and 10 to 65 and 5 per cent off list. 
Washers, 5c. to 5.25c. off list. Cap 
and set screws; Milled square and 
hex. head cap screws, 70 per cent 
off list; milled set screws, 70 per cent 
off list; upset cap screws, 75 and 10 
per cent off list; upset set screws, 75 
and 10 per cent off list; milled studs, 
50 and 10 per cent off list. Rivets: 
Large structural and ship rivets, 
base, per 100 Ib., $2.75 to $2.85; small 
rivets, 65 and 10 to 70 off list. 


AXES.—Demand fair; prices holding 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $919 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.: 
second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 


died, $21 per doz.: unhandled, $18 
per doz. 


BICYCLES.—New prices for the 1924 
season have come out, and are from 
10 to 15 per cent higher than last year 
The trade is now placing orders for 
spring delivery, prices being guaran- 
teed, and April dating is allowed by 
the makers on orders now being placed. 
Local jobbers look for a good season 
this year. 


BUILDERS’ HARDWARE. — Present 
demand is good, and local makers are 
looking for 1924 to be a good year. 
If it is as good as 1923, they will be 
well satisfied. Prices are holding firm. 


HOOPS AND BANDS.—The market 
on hot rolled hoops, strips and bands 
is firm at 3 cents at mill, and demand 
is reported better than for some time. 
It is said that recent shading in prices 
has about disappeared. 

IRON AND STEEL BARS.—Some con- 
tracts for hot rolled soft steel bars 
have been placed by makers of cold 
rolled products, but as a rule consum- 
ers are buying only for January deliv- 
ery, taking the view that prices are not 
likely to advance, and being able to get 
prompt deliveries from the mills. The 
new demand for refined or common 
iron bars is not very active. 


We quote soft steel bars, rolled 
from billets, at 2.40c. base; bars for 
cold-finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base; 
refined iron bars, 3.25c. se. in car- 
load lots or more, f.o.b. Pittsburgh. 
The above prices are for carloads or 
larger lots, jobbers and warehouses 
charging the usual advances for 
small lots from stock. 


SEMI-FINISHED STEEL.—Two large 


HARDWARE AGE 


users of billets have contracted for 
their full supply of 4 by 4in. billets 
for first quarter at full price of $40 
per gross ton, f.o.b. maker’s mill, Pitts- 
burgh. There have also been several 
fairly large sales of sheet bars for 
first quarter at the full price of $42.50, 
f.o.b. mill, Pittsburgh. Wire rods of 
ordinary carbon are quoted at $51, at 
mill, Pittsburgh, and are reported as 
holding firm. 


SHEETS.—The increased demand for 
sheets, noted in our reports for several 
weeks past, is holding up, and the 
mills entered the new year with more 
orders on their books for first quarter 
than expected. Shading in prices has 
about disappeared, and most mills are 
now holding firm for the regular mar- 
ket. Nearly all sheet mills have in- 
creased their operations to some ex- 
tent lately. Regular prices on No. 28 
gage black sheets are 3.85 cents at mill, 
and for 28 gage galvanized are 5 cents 
at mill, these prices being for carloads 
or larger lots. Jobbers charge the 
usual advances for small lots from 
stock. 


STEEL PIPE.—Some talk is heard in 
the trade of an advance in prices on 
steel pipe to be made at an early date, 
but this cannot be confirmed among 
the millg*here. In any event, prices 
are very firm and an advance in the 
near future would not be a surprise to 
the trade here. The demand for stand- 
ard pipe is fair, while for the butt 
weld sizes it is active. Prices are firm, 
and for small lots from stock are as 
follows: 


%....$3.39 ..... 1....9 7.18 $ 9.31 
ae 1i4/"* 9°71 “12/59 
%°'"' 336 $5.50 1%... 11.60 15.05 
% 4:17 =~ 5A! 9." 45.61 20.25 
3°: 512 656 2%.. 2468 ..... 

Above prices per 100 ft. f.o.b. Pitts- 
burgh. 


SHOVELS.—Makers of shovels report 
that the demand for some time has 
been very quiet, but now that jobbers 
have taken inventory, believe that new 
demand will soon show improvement. 
Owing to the mild winter so fay, there 
has been very little local demand for 
snow shovels. Prices are fairly firm, 
local jobbers quoting the retail trade 
about $11 per doz. for fourth grade 
plain black, and an advance of $1 per 
doz. for polished. 


TIN PLATE.—The same conditions 
prevail in the tin plate trade as have 
been noted in our reports for some 
weeks past. Mills are sold up tight for 
first half of the year, and the fear of 
a shortage in the supply is growing. 
Prices in large lots are firm at $5.50 
per base box, f.o.b. mill, Pittsburgh. 


TRACK TOOLS.—tThe present demand 
is fairly active, but will be larger as 
soon as the railroads get down actively 
to outside work. Makers of track tools 
say they are looking for a big year, and 
all indications are that this will be 
realized. Prices are holding firm. 


In large lots picks and mattocks 
are 50 and 10 and 5 per cent off list; 
hammers and sledges, 60 and 10 and 
10 base, while crowbars are 5%c. per 
Ib., all these prices being f.o.b. Pitts- 
burgh. Jobbers charge the usual ad- 
vances for small lots from stock. 
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SHOT.—Effective Jan. 1, some makers 
of shot advanced prices 25 cents per 
bag, due to the higher market on lead. 
Local jobbers now quote at $2.75 per 
bag in small lots, while for air rifle 
shot the price is $3 per bag in small 
lots from stock. 


WIRE PRODUCTS.—The wire mills 
entered the new year with more orders 
by far on their books for wire nails 
and wire than they anticipated, and 
have plenty of business to take their 
January output. In fact, some mills 
say the new demand has been so in- 
sistent lately that they have been un- 
able to accumulate the usual stocks to 
meet the spring demand. Shipments 
are being made by the mills quite 
promptly, and this is the reason to 
some extent why the manufacturing 
consumers and jobbers are not con- 
tracting very far ahead. The new de- 
mand for manufacturers’ wire has been 
quite heavy for some time. Prices are 
holding very firm, but there is nothing 
in sight now to indicate an advance 1n 
the near future. 


Jobbers smote retail trade from 

ocks as follows: 
wr ine nails, $3.40 to $3.50 base per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 

30 per 100 Ib.; No. 9 galvanized 
a wire, $3.90 per 100 lb.; woven 
wire fencing, 63 per cent off list. All 
the above prices on spools are for 
80-rod 





THE BrivcerortT HARDWARE 
Mrc. Corp., Briwceport, Cr. 


| goa jobbers are asking 
if there will be lower 
prices for the new year. We 
have been obliged to say to 
them that we do not expect 
to make any changes in our 
selling prices, with the pos- 
sible exception of some slight 
readjustments here and there 
which means possible nomi- 
nal advances on a few items, 
and possibly some very nom- 
inal reductions on a few 
others. 

The margin between our 
average cost and average : 
selling price is very small : 
under present conditions 
which makes us feel that 
price reductions are out of 
the question. 

There seems to be every 
indication that the stocks of 
goods such as we manufac- 
ture, in the hands of both 
jobbers and dealers, are very 
small which, of course, would 
seem to indicate that we 
should have a good demand 
for our product in the © 
months to come.—Harry B. ;> 
Curtis, Treasurer. 
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Again—Sales Break All Records! 


An Extraordinary Achievement: 
At retail pri the total of H hi ts for Septem- 
nm Mitntinmim wasn. OOOO 
Likewise D ber shi , asf , based d 
x——<«<«.  .... . Laeuwuu 


Sao ——~ 7500000 





Unce again, the sales of Hoovers set a new high mark in spite of the fact that 
previous Hoover records were the biggest in the industry and consequently the 
most difficult to break. 


More firmly than ever, now, The Hoover is established as the world’s largest selling 
electric cleaner. More emphatically than ever, now, Hoover dealers are assured 
of the great value of their Hoover franchise. And the success which has attended 
their efforts—the profit they have made—is conclusive evidence to every dealer 
that he can make more money selling Hoovers than any other electric cleaner. 


Practically double sales of any Greater sales than any other 
other cleaner! electric labor-saving device! 


Even though Hoover sales are the The housewife has discovered where 
largest in the industry, itis, we believe, | she can save the greatest amount of 
a noteworthy achievement to be able labor. Here is a valuable lesson for 
to record that the value of Hoover _ every dealer who is trying to build an 
sales at retail is practically double that electric appliance business that will 
of any other electric cleaner. pay a rea/ profit. 









Are You Getting 
Your Share of ‘This Business? 


There are still millions of electrically wired homes without 
electric cleaners. The percentage of these people who will 
buy Hoovers is easily greater than the number who will buy 
some other make. Unless you sell the Hoover some other 
dealer will get yourshare of this business! Secure the Hoover 
Franchise now—and make this greater profit. Write today! 





THE Hoover Company, NortH Canton, OHIO 
The oldest and largest makers of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 
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Inventory Lull in Twin Cities Market 
—TI'rade Expects Active Spring 


(Minneapolis office of HARDWARE AGE) 


OTH jobbers and dealers express themselves as very 
well pleased with the volume of holiday trade during 


the past five weeks. 


Jobbers and dealers are now very busy making prepara- 
tions for taking of the annual inventory. 


ASH SIFTERS.—Comparatively little 
demand; stocks good; prices as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood sift- 
ers, $3.75 per doz.; round metallic, $4 
per doz.; wood barrel, $12 per doz. 


AXES.—The first snow of the season 
has fallen and is expected to push 
woods operations, which will increase 
demand for axes. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes 
base weights, $14; double bit, base 
weights, $19 per doz. 

BALE TIES.—Sales fair; stocks good; 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties 65-10 per cent. 

BOLTS.—Retail demand light; some 
large users in market for later deliv- 
ery; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and Small 
carriage bolts, 45-5 per cent; large 
and small machine bolts, 50-5 per , 
cent; stove bolts, 70 per cent; Lag 
bolts, 60 per cent. 

BRADS.—Some larger users placing 
orders for later delivery; stocks good; 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
25-lb. boxes, 70-10 per cent. 

BUILDERS’ HARDW ARE.—Immediate 
demand is not very heavy, but the pros- 
pects for a good year during 1924 are 
unusually good should the large amount 
of construction work now in prospect 
materialize, as it is expected to. 


COAL HODS.—Sales fair; stocks good; 
— ee 


$5.25; open galvan ized, 17-in., 
3. in. “ ay 17-in., funnel galvan- 
ized, $6.65; "is. in., $7. 10 per doz. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Stocks good; prices 


steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 100 
feet: 3-in. 28 gage conductor pipe, 
$5.40 per 100 ft..; 3-in. conductor el- 
bows, $1.73 per hen. 


FILES.—Average demand; stocks good; 
prices stiff. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
50-10 per cent; second grade files 
65-10 per cent. 


GALVANIZED WARE.—Stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 - 
vanized tubs, $6.85; No. 2, $7. 75; 

3, $8.95; Heavy ivanized tubs. oo 
: 13.25; No. 3, $14.50; 
galvanized pails, 10-qt., 

$2.55; 12-qt., $2.90: 14-qt.,, $3.20; 16-qt. 
stock pails, $5; 18-qt., $5.75 per doz. 


Dealers in general appear to be very optimistic over the 
prospects for business during 1924, and expect to see a 
steady improvement. There will, of course, be the usual 
quiet period during the early part of the year, before the 
spring season gets under way, but when this is over 


things will move at a rapid pace. 


GLASS AND PUTTY.—There is still a 
fair demand, but the bulk of sales for 
retail dealers is over for this season; 
stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices 
single strength glass 82-10-5 per cent; 
Double strength glass 84-10-5 per 
cent. Putty, 50-lb. steel drums, $5 
— cwt.; 25-Ib. steel drums, $5.20 per 
cwt. 


HAMMERS AND HATCHETS.—Retail 
demand fair; stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters ham- 
mers, Maydole No. 11% $13.50; Plumb 
HFS81 $12.00; Riverside No. 611% 
$12.00; Plumb Broad Hatchets No. 2, 
$17.15; Plumb nes No. 2, $13.15; 
Plumb Claw No. 2 2, $14.40 per oe 


LANTERNS.—There has been a good 
volume of business; stocks good; prices 


show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular, long 
or short globe $13 per doz.; Embury 
lanterns, No. 210, $7.75 per doz.; 

240, $12.75 per doz.: No. 130, Midget 
vehicle lanterns, $17 per doz. 


} ee —Stocks good; prices stiff. 


uote from jobbers’ stocks, 

win Cities: Standard wire 
— $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 


OIL HEATERS.—Fair sales; stocks 
good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel 3-qt. om ager wt $3.50 each nickel 
= ste 4-qt. capacity, $5.40 
each. 





HILE I do not set 

myself up as a 
prophet, there isn’t a ques- 
tion of doubt in my mind as 
to good business for the first 
six months of next year. 
—Isaac Black, president, 
American Hardware Manu- 
facturers’ Association. 











PYREX OVEN WARE.—tThere was a 
very good holiday demand. Sales nat- 
urally decline somewhat immediately 
after the holidays, but this line is grad- 
ually becoming a year-round line as 
other kitchen utensils; stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1.17 each; No. 202 pie 
ates, 50c.; No. 210 pie "plates, 67c. ; 

212 bread pans, 60c.; No. 231 
utility ans, 67c.; No. 12 tea pots, 
2-cup, $1.67 each; No. 24 tea pots, 
$253" $2 each; No. 36 tea pots, 6-cup, 


REGISTER S.—Stocks fair; prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast gy regis- 
ters, 33% per cent from lists 


ROPE.—Stocks good; no price changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope 17%c. per lb.; Best grades sisal 
rope 15%c. per Ib 

SANDPAPER.—Retail demand light; 
sash _ door trade placing some orders 
for efrly spring delivery; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sandpaper, best 
grade No. 1, per ream $6.50; second 
grade, No. 1, per ream $5.85; Garnet, 
No. 1, $16.50 per ream. 


SCREWS.—Manufacturers of furniture 
and kindred lines showing interest for 
first of year delivery; stocks good; 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 
japanned, 67% per cent; flat head 


brass screws, 70 per cent; round head 
brass, 67% per cent. 


SKATES.—A cold spell has set in and 
sales will no doubt be greatly stimu- 
lated; prices steady. 


$1.15 per pee: 524%, $1.21 per pair. 
Ladies’ 5624%, $1.06 per pair; Nester 
Johnson Hockey, plain, $7.50 per pair; 
nickel plated, $8.50 per pair. 


SNOW SHOVELS AND SIDEWALK 
SCRAPERS.—A good demand for snow 
shovels and sidewalk scrapers should 
open up at once with the first snowfall 
of gos winter; prices remain steady. 


quote from jobbers’ stocks, 

Pm 4 Twin Cities: Good grade scrap- 

ers, $4.75 per doz.; aookabe handle 

ood, : gtraight handle steel 

blades, $5. 25: galvanized steel blade D 
handle, $12 per doz. 


SOLDER.—Very steady demand; stocks 
good; prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: uaranteed half 
and half solder, 33c. per Ib. 
STEEL SHEETS.—Stocks ample; 
prices steady. 
We. quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 gage galvan- 


ized steel sheets, $6.40 pe B-~ 28 
gage black steel sheets, $5: 30 per cwt. 


STEEL TRAPS.—Sales fair; heavy 
snow just falling will stimulate demand; 
wea good; prices firm. 


uote from jobbers’ stocks, 
ae i Cities: Victor No. 0, 
$1.65; No. $2; No. 1%, $3.05; No. 2, 
3.97: Newlious Onedia Jump, No. 0, 
$2.07; No. 1, $2.38; No. 1%, $3.48 per 


STOVE GOODS.—Stocks good; prices 


a 

gente from jobbers’ stocks, 
> win Cities: Stove boards, 
crystallized 28 x 28. $16.15; 30 x 30, 
$18.70; 36 x 36. $22.65; stove pipe, uni- 
form blued, 28-gage, 6-in., knocked- 
down, $14.60 per 100 joints; common 
6-in. corrugated elbows, $1.35 per 
doz.: 6-in. adjustable charcoal iron 
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1884 


Below is the first 
factory devoted ex- 
clusively to the man- 
ufacture of sales 
books. Established 
in 1884 by Mr. 
Samuel J. Moore. 









; 
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Above are the 
present factories 
of the American 
Sales Book Co., 
Ld., and its asso- 
ciated companies. 
At the left is Mr. 
Samuel J. Moore, 
now president. of 
the American Sales 
Book Co., Ld., 
and originator of 
the sales book in- 
dustry. 


in Which Every 


Hardware Merchant is Interested 


Accurate written records of every transaction, 
whether it be sale or purchase, have done as 
much as any one factor to help thousands of 
hardware merchants grow in size and prosperity. 
These records result from the use of the latest 























A Birthday 


sets of records are combined in one by using these 
improved books. 

They help prevent mistakes and annoyances. They 
lift the burden of charge accounts and the irritation of 
customers at incorrect statements, by eliminating the 
possibilities of lost charges and trusting to memory. 


and most advanced systems of sales books. 


The originator and builder of the great sales book 
industry was Samuel J. Moore, now President of 
the American Sales Book Company, Ld., which 
this year celebrates its fortieth birthday. 


Stocks are maintained just as you want them and the 
stock balance is determined in a moment. They pro- 
tect everybody connected with a_ transaction—cus- 
tomer, yourself, clerk and anyone else involved. A 
delivery receipt as a protection against disputes with cus- 
tomers or loss of goods, is provided whether delivery 
is made from store or from stockroom or warehouse 


It is only natural that the American Sales Book Com- 
pany, Ld., and its associated companies should be to- 
day the leaders since they have developed over ninety- 
five per cent of the worthwhile improvements in the 
sales book industry. Its representatives in over one 
hundred cities of the United States and Canada know 
the best sales recording methods of the leading hard- 
ware dealers. They can help you select the proper 
method of handling your sales records. The Sure- 
_ Trip and Sure-Quad Sales Books are the fruition of 40 
years of sales book development. hey are built 
on the most advanced ideas and through special ma- 
chinery for inserting a pasted sheet which makes pos- 
sible more copies at one writing. Often two or more 


after customer has made choice in the salesroom. Sure- 
Trip and Sure-Quad Sales Books allow you to audit 
simultaneously with bookkeeping, without confusion at 
any point. 


Three or four copies are made in one writing. All 
checks are printed. All may be perforated as desired. 
The Sure-Trip and Sure-Quad Sales Books are operated 


as quickly as any duplicating book made. 


Follow your inclination to investigate. Fill out the cou- 
pon below, attach it to your business letterhead, tell 
us the particular use you have in mind for these books, 
and send it to our nearest plant. Our Systems experts 
will do the rest. 


American Sales Book Company, ta 


Elmira, N. Y. 
West of the Rockies: 


Pacific Manifolding Book Co., Emeryville, Cal. 
Pacific Coast Sales Book Co., Los Angeles, Cal, 
In Canada: 
F. N, Burt Company, Ld., Toronto. 





American Sales Book Company, Ld., Dept. 7251, Elmira, N. Y. 
Without incurring obligation I would like to know more about your Sure-Trip 
and Sure-Quad Sales Books, as described above, for the following uses: 


eereeeveeeCeeveeepetereeeeseceoreeveeeeevaeevees ees eee eee et eee eereeaevereeeeeeereeeeeeeee 


Firm 
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My Position 


Name 
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*Note: We might be interested in other duplicating forms such as: 
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elbows, $1.95 per doz.; dampers, cast 
iron, wood or coil handles, $1.40 per 
doz.; stove shovels, 14%-in. japanned, 
60c. per doz.; 21%- in. Jumbo, ja- 
panned, $1.55 per doz.; Jumbo, Jr., 
90c. per doz. 


TACKS.—Demand fairly active; large 
users interested for later delivery; 
prices as follows: 


We quote from jobbers’ 
f.o.b. Twin Cities: American cut 
tacks 6, 8 and 10 oz.; 60c., 55c. and 
50c. per doz. 2 oz. packages, respec- 
tively; 8 oz. blued carpet, 3lc. per 
doz. packa zes; No. 11 double pointed 
35c. per doz. packages; 8 oz. cut 
tacks in bulk, 15%c. per Ib.; 6 ox., 
16%c. per Ib. 


TIN PLATE.—Manufacturers 


stocks, 


report 


HARDWARE AGE 


sold up until July 1, 1924; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin a Tin Plate, furnace 
coke ICL, 20 x 28, $16.50; roofing _ 
IC, 20 x 28, 8 Ib. aR og $15 per box 


WHEELBARROWS. — Stocks good; 
prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wood stave bar- 
rows, fully 7 $37.50 per doz. 
Tubular steel, $6.75 each; wood 
garden smiooten 86. 25 each. 


WIRE.—Demand rather small; stocks 
good; prices firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Barbed wire, 
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painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, -$3.96; galvanized ho wire, 
$4.25; smooth black annealed No. 9, 
$4 per cwt.; smooth galvanized an- 
nealedy-$4:45 per cwt. 


WRENCHES.—Sales in a retail way 
light; jobbers booking orders for spring 
delivery; prices unchanged. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Agricul itural 
wrenches, 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62% per cent from new lists; knife 
handle wrenches, 40-10 per cent; 
Stillson and Trimo wrenches, 60 per 
cent; Snap-on wrenches in sets, Mas- 
ter Service, No. 101, $15.25; No. 202, 
$8; No. 404, - No. 505B, $3. 40; less 
40 per cent f.o.b. Milwaukee. 


Cleveland Reports 1923 Was 30% Better 
Than 1922—Current Trading Slack 


(Cleveland Office of HARDWARE AGE) 


ARLY estimates place the sales volume for 1923 
H; considerably ahead of business done in 1922. 
jobber in this territory reports that sales on a 
dollar and cents basis was 30 per cent greater in 1923. 
Tonnage is heavier but not in the same proportion. 
Jobbers are completing inventory pricing and many 
salesmen have been off the territories for two weeks 
attending meetings and taking annual vacations. 
of them returned to their routes about Jan. 4 Their 
reports were optimistic for the prospects of the new year. 
Dealers’ figures on sales volume done are not suffi- 


ACCESSORIES AND  TIRES.—The 
snowstorm last week caused a flurry 
of orders on skid chains and jobbers 
found the pick-up business on this item 
very heavy. Many retailers report 
depleted chain stocks. Jobbers suggest 
due consideration be given for cross 
links. General line moderately active. 
Radiator covers, robes, and driving 
gloves moving. Prices remain un- 
changed. 


We quote from jobbers’ stocks, f.o.b. 
Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 41c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over bar t 
Reliable jacks, No. 00, $1; No i, 
$1.25; Nos. 2 and 3, 15. 

Snap-On Wrenches, No. 101, Master 
Service sets, $15.25 each; No. 201 
Heavy Duty sets, $8 each: No. 404 
Universal Socket sets, $7 each: No. 
505 B, Screw Driver sets, $3.40 each. 
Less 40 per cent on all Snap-On 
wrenches, f.o.b. Milwaukee, Wis. 
Skid chains and cross links, quoted 
at ™% off list. 

AXES.—Business keeping up; 
ample; prices tight. 

Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 
$20 per doz. 


BOLTS AND NUTS.—Market steady; 
demand fair; stocks light and well 
balanced. 


Jobbers quote f.o.b. Large machine 
bolts, cut thread, 5 r cent off list; 
small, rolled thread, 0 and 5 per cent 
off list; carriage bolts large and 
small, cut thread, 45 per ‘cent off list; 
stove bolts, 75 and 5 per cent off list; 
hot pressed nuts, $3.25 off list. 


COASTER WAGONS.—Brisk demand 


stocks 


One 


pletion. 


Many the effect. 


continues; prices firm; stocks satis- 


factory. 


Jobbers quote f.o.b. Cleveland: 
Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, 95.50; size 
14 x 32, $6.43: size 14 x 34, $7.0 03; 
size 16 x 38, $7.73; size 18 x 40, $8.33 
each. 

Gendron line, high grade rubber 
tires; size 14 x 32, 8 in. roller bear- 
ing disc wheels, $5. 70; size 14x 34, 
10 in. disc wheels, $6. 1b; size 16 x 
38, 10 in. disc wheels, $7. 15; size 18 
x ‘40, 10 in. disc wheels, $7. 55 each. 
Bowman All-steel line: size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, ‘according to quantity. No. 
200 same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity. No. 80 same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity. Each. 


CUTLERY.—Strong demand for cut- 
lery continues; carver stocks depleted; 
pocket cutlery and manicure sets mov- 
ing actively. 

durtverennnrrrererennetieenretien 
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LL signs point to a good 
reasonable trade during 
the spring months.—William 
M. Pratt, president, Goodell- 
Pratt Co., Greenfield, Mass. 








FOOD CHOPPERS.—Good demand; 
prices unchanged; stocks satisfactory. 


Food Choppers.—No. 5, $3.25 each; 
No. 10. $5.50 each; No. 22, 98.75 each; 
No. 32, $10.50 each; No. 22P, $13 each; 

Sausage Stuffers.—No. 15, $9 each; 
No. 25, $10.50 each; No. 31, $11.50 
each; No. 35, $12.50 each. 

These prices are list subject to 
dealers’ discount of 25 and 7% per 
cent. 


GALVANIZED WARE.—Sheet market 


reported weak in spots. Demand for 
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ciently available to draw conclusions, but several retailers 
in Cleveland and suburbs express the opinion that retail 
sales were at least 20 per cent greater in the year 1923. 
Definite data will be available in the near future. 

Current demand is restricted as stock taking nears com- 
Snow shovels, sidewalk scrapers and ice skates 
are very active following last week’s snowstorm. Skid 
chains are in such demand that wholesale stocks show 
Jobbers advise consideration for cross links. 

A resume of collection conditions shows that 1923 was 
a fairly good year for collections with comparatively 
small losses through misplaced credit. 


finished products light; prices un- 
changed and not expected to change; 
stocks ample. 


Jobbers quote f.o.b Cleveland: 
Galvanized 7 with wringer attach- 
ment, No. 1, $6.75 to $7 per —-: No. 
2, $7. 50 to $7.75 per doz.; No. $8.65 
to $9 per doz.; heavy tubs, No. 1, 
$13.75 per doz.; ‘No. 2, $15. 50 per doz.; 
No. 3, $17.25 per doz.: a2 _™ 10-qt., 
$2.25 per doz.; 12-qt. per doz.; 
“at, $2.75 per doz. ; 16- —~f $3.25 per 


GAME TRAPS.—Spotted pick-up de- 
mand in northern counties; stocks very 
light. 


Cleveland jobbers quote f.o.b. as 
follows: Game Traps, Victor, No. 9, 
$1.65 per doz.; No. 1, $2 per 
No. 1%, $3.05 per doz.; No. 2, 
per doz Jump traps, No. 0, 
per doz.; No. 1, $2.38 per doz.; 
1%, $3.48 per doz. Compact, com- 
petitive grade, $1.45 per doz. , 


HANDLES, TOOL AND AGRICUL- 
TURAL.—Futures running light at 
this time, due probably to inventory 
pressure. Prices firm. Futures taken 
so far are considered satisfactory. 
Jobbers expect resumption of interest 
when stock-taking is completed. 


Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 Hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz, 

Hatchet and Hammer Handles.— 

No. 1, 90c. per doz.; finest growth 
hickory, $1.50. 


Hay Fork Handles. — Straight, 
chucked and bored, 4% ft., $4.50; 5 ft., 
$5.50 per doz.; XX, 4% ft., ah per 


doz.; X, 4% XX, 
5 ft., $4.65 per doz., — 3. we " $2.80 
per doz. 

Hay Fork Handles.—Bent, chucked 
and bored, 4% ft., $7.50 per doz.; 5 ft. 
$8.50 per doz. ; Xx, bent, “ ft., $4. 30 
per doz.; X, ‘bent, 4% ft., $2.90 per 
doz.; XX, bent, 5 ft., $5.25 per doz.; 
X, bent, 5 ft., $3.30 per doz. 
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The live hardware 


dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 








“Here’s a Good One! 


‘My friend in the Boston Woven Hose 
& Rubber Co. writes that a Boston Nozzle 
was recently returned to them as defective 
and a claim for credit made. 


‘On examination they found the words 
‘New Boston’ identifying it as a type of 
nozzle discontinued 18 years ago. The 
defect was that the rubber packing ring 
had worn out. 


‘‘Five cents worth of labor and material 
made the ‘New Boston’ nozzle as good 
as ever except for its battered surface. It 
will probably last another 18 years.’ ’ 




















Manure Fork Handies.—Bent, 4 it., 
5 per doz.; 7 ft., $5.10 per doz.; 
4 per doz.; 4% ft., 
ent, 4 ft., ‘$2. 50 per 
doz. ; t, $2 290 per doz 

iHos Handles. o*XX, 4% ft., 
doz.; X, 4% ft., $2. 40 per 


Rake oe ae" 6 ft. 
doz.; X, 5% ft., $3.25 per 


Handles.—Regular pattern, 
$5.90 per doz.; X, 4% ft., 
3.75 per doz.; D handle, best grade, 
7.95 per doz.; X grade, $6.25 per doz. 
Spade Handies.—D handle, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 


ICE SKATES.—Outdoor skating sea- 
son opened last week bringing an in- 
creased demand for skates, particularly 
those with shoes attached. Prices firm; 
stocks appear adequate. 


Cleveland jobbers quote as follows: 
Ice skates, screw clamp model, men 
or women, No. 1624, 75c. per pair; No. 
1624%, nickel plated, $1.10 per pair; 
No. 1724%, hardened and polished 
runners, $1.35 per pair; No. 1924%, 
flanged runners, $2.60 per pair. 

Ice Skates, hockey model, for men, 
No. 524%, $1.10 per pair; for women, 
No. 524%L, $1.35 per pair; polished 
and hardened runners, for men, No. 
424%, $1.45 per pair; for women, No. 
4241,L, $1.75 per pet: with flanged 
runners, for men, 4%, $2.80; for 
women, No. 9$24%L, °33. 30 per pair. 


NAILS AND WIRE.—Shading re- 
ported in the local market to the ex- 
tent of 10 cents on stock shipments; 
demand steady but not heavy; stocks 
adequate. 

Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.60 per keg; No. 9 gal- 
vanized wire, $3.95 per 100 lb.: No. 9 
annealed wire, $3.50 per 100 Ib.: and 
cement coated nails, $3.25 per 100 _ 


Polished staples, $4.05 per 
galvanized staples, $4.50 per 100 Ib. 


Foxy Toys Have Educational 
Value 


The teaching chart easel, made by 
the Fox Toy Co., manufacturer of the 
Foxy Educational Toys, Berea, Ohio, 
is an ingenious device that will not 
only appeal strongly to the little folk 
but to parents as well because of its 
distinct educational value. This is a 





chart and 
easel slate. The writing surface is 
14x22 in., adjustable up and down, 


combination of teaching 


and the slating is dark green. At the 
top of the chart is the ingenious roll 
chart shown in the accompanying illus- 
tration, which gives a wide variety of 
subjects. 

This company also makes a line of 
other slates, especially designed for the 
child in school. One of the company’s 
most popular styles has a double row 
of buttons containing words that have 
been selected from an improved manual 
of sight reading, giving the combina- 
tions that a child learns when it goes 
to school. On the reverse side there 
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Miscellaneous nails, 70 pe. cent off 
list. Cut nails, $4 per 

m.. Wire brads, 70 aol 10 ca cent off 
st. 


PAINTS AND OILS.—Demand gen- 
erally light for inventory reasons; some 
improvement looked for in fifteen days; 
prices practically aeagpacrniae 


Cleveland jobbers qu 

Turpentine, in bbls., $1. 35: less than 
bblis., $1.50 per gallon. 

Linseed oil, in bbls., $1; less than 
bbis., $1.15. Boiled, 2c. extra per gal. 
Denatured alcohol, 66c. per gal. in 
wood bbls. 

English Venetian red, in bbls., 34%4c 
per lb.; in 100 Ib. kegs, 4%, ¢. per 1 

White lead, in 100 lb. kegs, 1l4c. per 
Ib.; in 50 Ib. and 25 lb. kegs, l4c. per 
lb.; in 12 lb. kegs, 14c. per Ib. In 
500 Ib. lots, 10 per cent discount; 
other prices are net. 


PYREX OVEN WARE.—Sales con- 
tinue good in this line; stocks some- 
what broken at present time; prices 
unchanged. 


Jobbers’ quotations f.o.b. Cleveland: 

LIST PRICES.—Subject to discount 
of 33'/, per cent. 

Casseroles.—Round standard, No. 
167, $1.50; No. 168, $1.75; No. 169, 
$2: No. 170, $2.50 each. 

Bread and Biscuit a. —No. 212, 
$0.90; No. 214, $1.50 each 

Cake Pans. -_No. 231, $1: No. 221 
(rounds), $0.90; No. 809, $1 each. 

Puddin Dishes. —No. 450, 


No. 463, 
Pie Plates.—No. 202, $0.75; No. 203, 
$0.90; No. 209, $0. 90 each. 
Custard Dishes.—No. 422, $0.25: No. 
423, $0.20 each. 
Tea Pots.—No. 12, $2.50: No. 14, $3; 
3; No. 22, $2.50; 


No. 32, $2.50; No. 34, 
No. 24, $3 each. 


ROPE.—Jobbers say that stiffer prices 
are not unlikely. Manufacturing costs 
close to selling price; raw material 
market rising. Cleveland jobbers quote 
the best grades of manila rope at 16 





are letters and numerals that help 
make play of arithmetic, spelling, etc. 
The company also makes a line of plain 
ore easel slates with unbreakable steel 
walls. 





Attractive Wooster Brush Dis- 
play Assortment 


The four Winner Assortment ot 
Flat Varnish Brushes is intended to 
facilitate the merchandising of small 
brushes to the household trade. The 
Wooster Brush Co., Wooster, Ohio, is 
putting up four dozen small varnish 
brushes, one dozen each of 1, 1%, 2 
and 2% in. brushes in a neat attrac- 
tive counter display wooden box con- 
structed. similarly to a cigar box. This 
assortment is especially designed to 
bring the company’s product effectively 
to the attention of prospective buyers. 
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cents for mill shipments and 17-cents 
for stock shipments. 


SNOW SHOVELS AND SCRAPERS. 
—Two days of snow has stimulated the 
demand for these items. Dealers ask- 
ing for immediate shipments suggest- 
ing light stocks. Both items included 
on practically every order received 
Jan. 2 and 3. Prices remain steady. 


Cleveland jobbers quote f.o.b. as 


follows: 

Snow shovels, galvanized, No. 33, 
$10 per doz.; No. 34, $11 per doz.; 
No. 36, $13.50 per doz. Toy size gal- 
vanized snow shovels, $2.65 per doz. 

Snow shovels, wooden, No. 3, $4.25 
per doz.; No. 20, $6 per doz.; No. 8, 
$6 r doz. 

Sidewalk scrapers, heavy blade, 
socket type, $8.25 per doz.; Shank 
pattern, $8 per doz.; riveted blade 
pattern, $6.75 per doz. 

Sidewalk scrapers, competitive 
grades, $5 per doz. (smaller). 


STOVE PIPE AND ELBOWS.—Ad- 
justed prices announced. Stove pipe 
is from 3 to 4 per cent lower; elbows 
unchanged. New stove board prices 
expected Feb. 1. These are not likely 
to show any drastic changes it is said. 
New prices on pipe and elbows good 
for shipment prior to Aug. 31, 1924. 
Current demand light. 
Jobbers quote f.o.b. Cleveland: 


Stove pipe, in crates of 25 joints, 
Security ease. 28 gage; 3 in., $3.35; 
: os $3.50; in., $3. 80; 6 in., $4; 

n., 


$4.65. 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1 ta 4 in., $1.25; 5 in., 
ng .40; 6 in., $1. 55; in., $2. 10, all per 

0Z 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 -. $20.25 
per doz. 


Flying Clowns Will Appeal to 
Young Folk 


“Flips and Flops” is a unique toy 
made by the Miami Wood Specialty 
Co., Dayton, Ohio, in which several 
flying clowns perform antics calculated 
to appeal not only to the little folks but 


“Flips 


















to _ older members of the family as 
well. 

“Flips,” one of the clowns, stands 
on the spring-board ready for his leap. 
When the trigger is pulled, he goes 
flying through the air faster than eye 
can follow, turns a complete somer- 
sault, catches the top of the whirling 
trapeze and “Flips and Flops” go spin- 
ning over and over on it. 

Simple in operation, yet full of 
action and very accurate. This unique 
toy consists of a spring steel spring- 
board (with platform attached), re- 
quires no adjustment once it is set 
properly. The wire trapeze is mounted 
on strong wooden standard; two solid 
wood, happy-faced clowns, one attached 
to trapeze, the other equipped to catch 
and cling to trapeze bar. It is sturdy 
in construction. 
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How many of your customers say — 


a caster 


like this, please” 


SUALLY when a customer asks you for a caster to 

match the one she hands you, you either match it 

and sell her one, or you find you can't match the sample 
and you sell her four. 

But do you try to sell her more than one caster or one 
set at a time? And do you sell her casters on a quality 
rather than on a price basis? ‘ 

If you just “fill the demand” for casters, you are pass- 
ing up a real opportunity to put your caster business on 
a paying basis—provided you sell the Bassick line. 

Bassick casters are being merchandised! Once they are 
used in a home, that home is a market for more casters 
because the Bassick line gives the kind of caster service 
that makes the housewife buy more. 

Why should your sales of casters to a customer be 
limited to the one caster or one set of casters requested? 
Your limit is only the number of pieces of furniture in 
a home, upon which casters can be used. 

If your store salesmen will think of the Bassick line 
of casters when selling a customer—if they will explain 
that there’s a caster for every purpose, and that the 
proper use of casters will save money in floor and fur- 
niture protection for the housewife—you will put your 
caster business on a paying basis. 


Send for the free Bassick sales helps — counter 
display, newspaper electros, and literature, and 
write us about our special No. 25 stock order, 


THE BASSICK COMPANY 
Bridgeport, Conn. 


For thirty years the leading makers of high grade casters 
for the home, office, hospital, warehouse and factory. 


Bassi ick 


Casters = 
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Louisville 
“Mascot 


REG.U.S. PAT. OF F. 


Makes Happy Batters 
and 
Happy Dealers loo 





HAPPY BATTER 
says— 


“The balance, swing and 
real ‘beef’ of a Louisville 
Mascot gives me the feel- 
ing that [’m going to 
make a home run every 
time I face a pitcher 
swinging one.” 


“If you have Louisville 
Mascots in stock, try 
swinging one, and get 
that feeling—then you'll 
know why they are boost- 
ing bat sales in every 
hardware store selling 
them.” 


HILTON;COLLINS CO. 
Louisville, Ky. 


Distributed ©y 


Louis Williams & Co. 
Nashville, Tenn. 


George Booth Rice 
1193 Broadway 
New York City 


Herbert F. Ellis 
Bourse Bldg. 
Machinery Dept. 
Philadelphia, Pa. 


E. R. Walrath 
1701-20 W. Jackson Blvd. 
Chicago, Ill. 
Lippincott, Beall & Co., Inc. 
Sheldon Bidg., 


Ist & Market Sts. 
San Francisco, Calif. 


NIK pCO. 
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rude shock on the morning of Nov. 4, 
1924—unless they sit up late enough 
to get it during the evening of Nov. 3. 


Great Interest in Price Maintenance 
Bills 


Letters from manufacturers and mer- 
chants continue to pour in upon Sen- 
ators and Congressmen from all parts 
of the country urging the early passage 
of a measure based upon the principle 
underlying the Kelly and Merritt price 
maintenance bills. Chairman Winslow 
of the House Committee on Interstate 
and Foreign Commerce is being sub- 
jected to much pressure to fix an early 
date for the hearings on these bills, but 
at the present writing it does not seem 
probably that the committee will be in 
position to take up the price mainte- 
nance question until early in February. 

The parliamentary snarl which pre- 
vented the early organization of the new 
Congress has cost practically a full 
month of the session’s time. The re- 
sult is that several measures of na- 
tional importance are being urged upon 
the attention of the Committee on Inter- 
state and Foreign Commerce, one or 
two of which the price maintenance 
champions are very anxious not to an- 
tagonize. 

This may delay the hearings a few 
days, which will not be a serious mat- 
ter. In fact, the result will be merely 
to give Congress a little more time in 
which to hear from the public. 


Price Cutters Hard at Work 


The opponents of price maintenance 
are, of course, fully alive to the situa- 
tion. The department stores, the chain 
stores and other price cutters are in- 
dustriously at work seeking to give Sen- 
ators and Representatives the impres- 
sion that price maintenance is an issue 
upon which manufacturers and mer- 
chants are about evenly divided, and 


which, therefore, does not call for leg- . 


islative attention at this time. 

This specious argument is being used 
with some effect, and it remains for the 
friends of price maintenance to dispel 
any illusion entertained by Congress- 
men as the result of the activity of the 
price cutters’ lobby. 

Nobody is surprised at the recent at- 
tack upon the Kelly and Merritt bills 
by Lew Hahn, manager director of the 
National Retail Dry Goods Association. 
The name of this organization has been 
used to juggle with by the price cutters 
ever since the original Stevens-Kelly 
bill was presented in the House. In an- 
swer to this attack, Edmond A. Whit- 
tier, secretary of the American Fair 
Trade League, makes this definite state- 
ment: 

“If Mr. Hahn thinks he is speaking 
for a majority of even his own associa- 
tion, I believe he is in error. 

“There has been every indication that 
during the last few years during the 
price deflation period many depart- 
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ment store managers have completely 
changed their attitude in the face of 
cut-throat competition on branded mer- 
chandise. Some that were loudest in 
opposing the standard price principle 
at the hearing before Congress and the 
Federal Trade Commission have had 
bitter experience in the handling of 
stocks of high-class branded merchan- 
dise in the face of sensational merchan- 
dising methods by irresponsible dealers 
in their own vicinity. 

“It is true that in some of the larger 
cities there is still a store or two which 
uses aS a corner-stone of its business 
policy the use of a standard article as 
a cut-price bait and, to a considerable 
extent, demoralizes the market for other 
merchants who are content to do busi- 
ness on their own reputation. The bad 
oyster always spoils the stew. 

“It should be remembered that Mr. 
Hahn represents only a certain number 
of department stores and not retailers 
as a whole, nor the views of retailers 
as a whole. The total number of re- 
tailers probably outnumbers the de- 
partment stores by 1000 to 1. 

“I predict that five years after this 
standard price legislation, there will 
not be 100 manufacturers in the entire 
country that will find it necessary to 
use the machinery that the laws may 
set up to protect the good-will of their 
product from injury and depreciation, 
for the reason that its enactment by 
Congress will be a declaration of public 
policy that the price maintenance prin- 
ciple is economically sound. Courts of 
equity may be successfully appealed to 
for relief from evils of present cut- 
throat methods of competition.” 


Revision of Freight Rates 


The proposed revision of freight rates 
recommended by President Coolidge in 
his recent message to Congress is now 
receiving the attention of the House 
Committee on Interstate and Foreign 
Commerce. As a result of a resolution 
offered by Representative Hoch of Kan- 
sas, this committee will soon begin hear- 
ings on-rate revision. 

Chairman Winslow of the House com- 
mittee has also received a letter from 
Mr. Hoch calling attention to the im- 
portance of this matter and asking 
that hearings be begun at once. Offi- 
cials of the National Grange, Patrons 
of Husbandry and other organizations 
representing farmers, as well as nv- 
merous trade bodies and kindred asso- 
ciations between the Mississippi River 
and Rocky Mountain section, are also 
urging the early consideration of rate 
adjustment legislation. In explanation 
of his purpose in pushing this move- 
ment at this time, Mr. Hoch says: 


Plan Readjustment Only 


“My resolution does not attempt to 
fix rates upon any indicated levels, but 
simply directs their revision and re- 
organization by the Interstate Com- 
merce Commission with a view to elimi- 
nating such maladjustments as they 
find to exist. The hearings to be held 
before the Interstate and Foreign Com- 
merce Committee should be sufficient 


Reading matter continued on page 102 
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1923 Sales of the Premier Duplex 


exceeded—by many thousands—the sales of all previous years. 
The machine is becoming better and better known—with a repu- 
tation that sells it. Its principle—double action to clean cleaner 
—is not only the slogan of the Premier Duplex, but the slogan 
of the woman who demands thorough cleaning. 


Two things are doing this: First—the outstanding performance 
of the Premier Duplex in all competitive demonstrations. And 
second—nation-wide advertising. Join the big spring chaning 
drive. It is backed by a national advertising campaign in the 
biggest magazines for women. The campaign starts next month. 
And for five months runs with a 


7,000,000 Monthly Circulation 


emer 


ELECTRIC VACUUM CLEANER 


ELECTRIC VACUUM CLEANER CO. 
Cleveland, Ohio 


Distributed in Canada by the Premier Vacuum Cleaner Company, Ltd., and the 
Canadian General Electric Company, Ltd. 
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to indicate clearly the general situation 
and the need for action.” 

President Coolidge is described as 
very anxious to see an investigation of 
the railroad situation in the hope that 
Congress may devise some legislation 
to bring about a reduction in rates 
without impairing rates to the carriers. 
Such a reduction is a very lively issue 
among the people west of the Missis- 
sippi and to a lesser degree all over 
the country. 

It goes without saying that in view 
of President Coolidge’s personal inter- 
est in the matter this transportation 
problem will be given right of way 
over price maintenance legislation be- 
fore the House Committee on Inter- 
state and Foreign Commerce. The 
hearings on the Hoch resolution 
should not be protracted, however, and 
the champions of the Kelly and Mer- 
ritt bills believe they will be con- 
cluded in time to permit the price 
maintenance question to be taken up 
early in February. 


Attorney General Fights for Mileage 
Tickets 


Uncle Sam has come to the aid of 
the business men of the country who, 
for more than a year, have been fight- 
ing for interchangeable railroad mile- 
age tickets. The last Congress passed 
a law authorizing the so-called scrip 
ticket but the eastern railroads ob- 
tained an injunction in the Massa- 
chusetts Federal courts which has 
prevented the Interstate Commerce 
Commission from putting the new law 
into effect. 

Appeals were promptly taken from 
the lower court’s decision and the case 
is now before the United States 
Supreme Courts in which the Attorney 
General has just filed a brief in line 
with those presented by attorneys for 
the National Council of Traveling 
Salesmen and other travelers’ organ- 
izations. 

The brief prepared by the Depart- 
ment of Justice declares that the so- 


Portable Light May Be Attached 
to Any Surface 


A new portable light to sell at a pop- 
ular price has just been announced to 
the hardware trade. The A. B. Stew- 
art & Co., 225 West Huron Street, Chi- 
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called interchangeable scrip law is a 
reasonable provision for those who 
travel frequently. Its probable effect, 
the Attorney General asserts, would be 
to increase railroad revenues and not 
decrease them as alleged by the car- 
riers in the injunction proceedings. 

The Attorney General points out that 
the proposed reduction on coupon 
tickets would be but 20 per cent, while 
there would undoubtedly be a very 
great increase in traveling, which 
would soon, if not immediately, offset 
the proposed cut in rates. Emphasis 
is also put upon the extent to which 
the use of mileage tickets would re- 
duce rates and stimulate business in 
all lines. 

The Attorney General puts special 
stress upon the fact that the practice 
of issuing mileage tickets “had pre- 
vailed for more than fifty years with 
the sanction of statutes and cases, both 
Federal and State.” The injunction 
against the new form of ticket was 
obtained on what the Department of 
Justice describes as “technical and 
narrow grounds.” 


National Transportation Conference 


During the coming week a national 
conference on transportation will be 
held here pursuant to a call issued 
by the Chamber of Commerce of the 
United States. Two hundred leaders 
of recognized standing in agricultural, 
commercial, educational, financial and 
industrial fields have been invited to 
take part in its deliberations and in 
the discussion of problems involved in 
the development of an adequate 
national transportation system. 

It is expected that every state will be 
represented at the conference. The 
personnel will include spokesmen for 
national farm and labor organizations, 
public officials, editors and publishers, 
heads of large commercial and indus- 
trial corporations, bankers and insur- 
ance company officials, and executives 
of railway systems, steamship and 
motor transport companies. 








cago, is calling the new product “Grip- 
o-Lite.” A rubber covered gripping ar- 
rangement fits on to any kind of sur- 
face or object without marring it. A 
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“Congress embarked upon a cou- 
structive policy for the development 
of transportation by the enactment of 
the Transportation Act of 1920,” said 
Mr. Barnes in calling the conference, 
“but there is much more to be done 
if this policy is to be made effective. 

“The expanding transportation 
needs of America can be easily visual- 
ized and must be resolved so that 
national wealth and individual produc- 
tion may be marketed into consump- 
tion. All production, agricultural and 
industrial, is dependent on adequate 
distribution. 


Some Interesting Questions 


“Representatives of all sections of 
our people are asked to this conference 
to express their sober judgment on 
questions raised by the past eight 
months’ preliminary studies of the 
Special Committee working under the 
auspices of the National Chamber of 
Commerce. 

“What is the probable future of 
transportation growth? 

“What principles of regulation, 
federal and State, protect the public 
interest and yet encourage expansion? 

“What policies promise to attract 
the necessary capital and credit? 

“What principles of rate-making 
hold most fairly the scale of relative 
rates? 

“Where does highway and motor 
transport promise its highest service? 

“How can water highways contribute 
their fullest service? 

“Within what formula can all trans- 
portation develop best the stimulant 
of private initiative and enterprise in 
the very interest of expanding service 
and the utmost economy of operation?” 

The idea of a conference which would 
consider the problem of transportation 
from the national viewpoint was first 
suggested at an informal meeting, last 
January, of representatives of various 
transportation and business interests, 
attended also in an unofficial capacity 
by Secretary Hoover. 


squeeze of the hand opens the grip 
springs and the lamp can be instant] 
put into the desired position. A ball 
and socket arrangement with universal 
os swivels permits of placing the 
amp at any position desired. A solid 
brass shade in satin finish forms part 
of the equipment, and is finished on 
the inside with aluminum enamel, which 
acts as a reflector. 

The entire finish is satin brass and 
each lamp is furnished with sufficient 
cord and lamp socket for attaching. 
The lamps are packed one to a carton 
and special counter cartons in colors 
have been designed. 





Kerr Hardware Co. Suffers Fire 
Loss 


The Kerr Hardware Co., Athens, 
Ohio, recently suffered loss in a big fire 
which spread through a business block. 
Definite estimates of the amount of loss 
have not been determined. 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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ew Haven Products 
The Three Answers! 


How many minutes to play? The New Haven Sports Timer 


will tell you. 


A combination Watch and Timer, and is better than the ordinary stop 
watch, for Basketball, Football, Hockey Games, etc., inasmuch as it auto- 
matically takes time out and shows the actual time played only. When 
not used as a timer it is used as a Regular Watch. Retail price $2.50. 


Can you tell the Correct Time in the Dark? The Leonard 
Night Watch has this as well as many other advantages: 
New Improved Thin Model, Stem Wind, Pull out Pendant Set, Antique 
Bow and Flat Crown. Case Finished Plain Nickel Polished Black Dials 
with Hands and Numerals treated with Luminous Compound. Retail 
price $3.00. 


How many miles do you walk during the day? 
The 100-mile Pedometer will tell you. 
The Case is Nickel Finished and Highly Polished, the Pendulum within 
swings to the rhythm of the stride, ticking off the steps as a watch ticks 


off the seconds. The hand can be set by removing back of the case and 
turning set screw. Adjustable to your stride. Retail price $2.50. 


New York Branch: Pacific Coast Branch: Chicago Branch: 
15 Maiden Lane 150 Post St., San Francisco 215 W. Randolph St. 


THE LOCK CO. 
cman oot oe . 1817 


EST. 
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‘‘The Fastest and Cleanest 
Stove I ever used’’ 


Women are delighted with the remarkable speed and clean- 
liness of the Kitchenkook. Operating under air pressure, 
direct contact flame, no heat wasting ‘chimneys’ make it 50 
to 100 per cent hotter than ordinary gasoline or oil stoves. ike it ae neal ob shee 
The clear blue flame is free from smoke, soot and odor, not — graph made while the stove was 


a b ing. D k f th 
only when the stove is new, but permanently. aide Gk Gat ani ie ct 


ALBERT LEA 


KITCHEN KOOK 


THE IDEAL COOK STOVE 


Takes but a moment to light the master burner which may 
immediately be turned to any size flame desired. It also pro- 
duces gas for the additional burners which are turned on or 
off like city gas. Hundreds of dealers have doubled their 
stove sales with Albert Lea Kitchenkooks. Write for full 
details about this better, safer stove and our exclusive dealer 
terms. 


American Gas Machine Company, Inc. 
Albert Lea, Minn. ; New York, N. Y. 
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Intense, blue, air-fed 
gas flame, easily light- 
ed, no preheating. Will 
burn 25 hours on a gal- 
lon of oil per burner. 
No gears to rust. 





Sel) the 
Stove 


Itself 
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The Nesco Perfect Oil Cook Stove offers 
many “talking points”. Every one of the 
mechanical features, many of which are 
exclusive, is a sales appeal to housewives. 


Note these— 


1—Solidly Built, made of Nesco Steel, with 
no-sag top, strong to hold heavy kettles. 

2—Intense, fast-cooking heat. The high, clean 
blue flame, flattened directly under utensil 
fries, bakes, boils and toasts. Never soots. 

3—Non-Burnable Rockweave Wick, that never 
needs cutting. Easily cleaned, durable. 

4—Chimney tubes do not burn out. 

5—Easy access to wick and burner, due to the 
simple construction. Flame stays set. No ~ 

wick sticking. | 


These are but a few from among the many Nesco 
Perfect features. 

Nesco Advertising in all of the leading women’s 
publications, National and State farm papers, plus 
resale plans and store advertising, enable Nesco 
dealers to make easy sales. 


Let your Jobber place our entire proposition before you, or write 


Address: National Enameling & Stamping Co., Inc. 
Advertising Department, Section N, Milwaukee, Wis. 


NATIONAL ENAMELING & STAMPING CO., Inc. 


St. Louis Granite City, Ill. New York Milwaukee 
Baltimore Chicago New Orleans Philadelphia 


Licensed Canadian Manufacturers: 
Dominion Stove & Foundry Co., Penetanguishene, Ontario, Canada 


NESCO |JPERFECT 


OIL. -_GOOK ..STFOVE 
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Another fast seller—The 
Nesco Perfect Water Heater 
is approved by The Good 
Housekeeping Institute. A 
new device with Preheater 
Head (pat.), heats water 
quickly, economically. 
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January GOOD HOUSE- 
KEEPING carries this full 
page advertisement, shown 
here in miniature. 





If there is a secret about 
making good coffee, this 
folder reveals it. 

SEND FOR SOMEICOPIES ty 
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One Size -- Quick Turnover -- Greater Profit 


We’re both interested in quick turn- Everything is in favor of this one- 

over—it builds business. size—and you sell a larger percolator, 
at greater profit. 

Dealers carrying Rome Copper Per- 

colators in this one size line are 

turning stocks quickly. 


You also simplify stock., You need 
not carry a big line of assorted sizes, 
but still can offer a pleasing variety 
—panelled or plain sides in polished 


These are 8-cup percolators that make or nickel plated copper, and aluminum. 


2 cups of good coffee as well as 8 cups. 
Dealers have found (and so did we, The advertising we are giving these 
before the line was put out) that this percolators in GOOD HOUSEKEEP- 
“extra capacity” appeals to the wo- ING—to a million or so women, and 
man with the small family; and, of | a moderate ‘price also, help make a 
course, for the larger family, 8-cupsis quick turnover. Ask your jobber or 


none too much. write us. 
ROME MFG. CO. Office and Factories: ROME, N. Y. 
Branches: : 


NEW YORK, 342 MADISON AVE. BOSTON, 60 INDIA STREET 
CHICAGO, 1431 LYTTON BLDG. SEATTLE, 302 PIONEER BLDG. 
SAN FRANCISCO, 610-614 WELLS FARGO BUILDING 











COPPER & ALUMINUM UTENSILS 
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Why You Should Buy 
Tubular Rivet & Stud 


Company Rivets 


Reason No. 17 


Men and institutions are 
judged by character. This 
also applies with equal 
force to a commodity. 


Retailers realize the advan- 
tages of merchandising a 
product for which no apol- 
ogy need be made. 


e TITY 
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Tubular Rivet & Stud 


Company 


Boston, Massachusetts 




















A Special Offer to 


Dealers on Marvel 
Demonstration Outfit 


EALERS everywhere tell us that 
their best sales-maker is a Deming 
Marvel Outfit displayed in the window or 
on their floor. Often it is hooked up and 
shown in actual operation. 


It is a handsome little outfit,—clean-cut, 
compact and just as sturdy as it looks. It 
is entirely automatic in action, quiet run- 
ning, costs very little to itt and is 
very attractively priced. 


It has many important mechanical feat- 
ures, easily pointed out to prove it the 
biggest dollar for dollar value of any home 
water plant on the market. 


As an inducement to put one of these 
Marvel demonstration outfits to work: for 


you, we are making an attractive proposi- 


tion to dealers. Write for full information 


THE DEMING COMPANY 


Established 1880 SALEM, OHIO 


The nearest distributor will give you close co-operation 
in making sales in your territory. 

















a es ee ee Oe Chas. J. Jager Company 
Pe © « « 4 6.6.6.6 8 5 © .% Henion & Hubbell 
aa Hendrie & Bolthoff Mfg. & Sup. Co. 
nn .e 6 ¢ .0 e-* Standart Bros. Hardware Corp. 
memeeeCRy «6 we te Oe English Tool & Supply Co. 
0 ee ee Laib Company 
New York ... . « « e Ralph B. Carter Company 
DPD o.e « © « © 6s W. P. Dallet Company 
Pittsburgh . . Harris Pump & Supply Company 


San Francisco” Crane Company 
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Have you tried this plan? 
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—Keep one Reliable on the counter and the 
rest where the custemer can see them 


“The greater the number of customers who handle 
a Reliable Jack on my counter, the more sales I 
make,” reports one progressive dealer. “I always 
keep one Reliable on the counter and the rest of my 
supply in plain view.” 

Have you tried this plan of selling more jacks? 
Give it a trial today—one day is enough to convince 
you. 

Customers always like to handle things which 
are left on the counter, so why not cash in on this 
habit and let them play with a Reliable Jack? When 
they are handling the jack you can “ask ’em to buy.” 

Lots of times a customer is in need of a good 
jack, but has put off buying it or has forgotten about 


ELITE MANUFACTURING COMPANY Dept. HA-1 


Northwest Branch—G. A. Ashton Co., St. Paul, Minn. 
(Complete stock carried in Ashton Building) 


Southwest Branch—Carroll & Co., Dallas, Texas. 
(Complete stock carried in Carroll Warehouse) 











No. 9 


RELIABLE JACKS 


it. A Reliable on the counter will remind him of 
his need, and the chances are he will buy the jack 
then and there. 


Reliable Jacks Sell Themselves 


If your customer doesn’t want the same size jack 
as you have on your counter, show him the other 
Reliables on your shelves. The No. 9 for light cars 
—the No. 46 for heavier cars—or the new No. 5-A 
with its 34-inch detachable folding handle. It will 
be easy to sell him one of these good jacks. 

Over 5,000,000 Reliable Jacks have already been 
sold. Are you getting your share of the profits of 
the sixth million? Write for our catalog and price 
list and get started now. 


Ashland, Ohio 


Motor Products Co., 149 Church St., New York. 
L. E. Spencer Co., 704 Stahlman Bldg., Nashville, Tenn. 
A. E. Mohrig, 1454 Pine Street, San Francisco, Cal. 
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Moe’s Poultry Supplies 
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Moe's Incubator 


“Moe’s Line” is a standard, complete line of 
Good Poultry Supplies, made by poultry experts, 
and will keep chickens and your business healthy. 
Many years of satisfactory service to poultry 
raisers have given “Moe’s Line” a _ recognized 
standing, and our old customers are our most en 
thusiastic boosters. | 


Moe’s New Incubators are fine, practical, common 
sense machines that successfully produce chicks. 
They stay sold, and win and hold your customers’ 
confidence. 


“Moe’s Line” is complete—so you can supply 
every need. Everything for the Poultry Yard. 


It will return you both a sales and a repeat busi- 
ness profit, and will give you great satisfaction. 


Write for Catalog and prices. 





STAR FOUNTAIN 





INTERNATIONAL HOVER 


Hoeft & Company, Inc. 


MANUFACTURERS OF 


Moe’s Line of Good Poultry Supplies 


405 N. Ashiand Ave. Chicago, Il. 


° (Western Branch) 
217 N. Alameda S8t., Los Angeles, Calif. 
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Be First 
In Your Town 
To Show the 


KORENA 
Egg & Cream 


Whipper 


Different 
From All 
Others 
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Sells On Sight 


Simply pressing the plunger at the top of the 
‘“Korena” Egg and Cream Whipper revolves 
the little blades with lightning rapidity. This 
constant whirling motion beats eggs and whips 
cream quicker and more thoroughly than any 
other beater. 


It is new and novel—gets instant attention 
wherever displayed—sells on sight and every 
one sold sells others. Most practical device 
ever made for the purpose. 


An article needed in every 
home, restaurant, hotel and board- 
ing house. All parts are heavily 
nickeled. Easy toclean. Reason- 
able in price, requires small shelf 
space, light and easy to show and 
use. It’s the “hit” of the season. 





Liberal profit. Order now. Send for discounts. 


Keb Manufacturing Co. 
358 Fifth Avenue New York City 
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The New 1924 
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nounced BURR-KEY 
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1924 Model 


— 4 i te I { ntiy Go & YT) 
‘“‘muscle-saving, ‘“‘fatigue-preventing 
tures of the new model Burr-Key Golf Bag 
Equipped with the IMPROVED BURR-KEY 
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lrive,and greater 


tures are the Metal 

‘owel Clip, New Shoul- 

Partition Arrangement 
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lby National Advertising Campaign 
R. H. BUHRKE CO. 


on Avenue - Chicago 
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Features 
which sell 
the Auto-Wheel—No. 1 


Think of the hit which a coaster wagon 
with rubber-tired, steel disc wheels would 
make on a boy. Think of being a boy your- 
self and of having a wagon with wheels just 
like the snappiest sport model automobile. 






Steel disc wheels can be obtained on all 
Auto-Wheel Coasters—rubber or steel tires 
as the boy wishes, or artillery-type wood 
spoke wheels. All wheels are interchange- 
able. Three largest models have over-sized 
rubber tires. This and other distinguishing 
and unusual features of the line make it easy 
for you to sell the 


d&Anto Wheel 


Besides steel disc wheels or wood spoke wheels, 
Auto-Wheel Coasters offer self-contained roller bear- 
ings, hound brace, hand brake, special auto-type hub 
cap and locking pin, and mortised jointsin body. Body 
of seasoned ash; bolsters of hard maple—a construction 
superior to any other type, and one which has not 
failed to give utmost satisfaction. 


And the Auto-Cart (Auto-Wheel’s junior companion 
for little brother and sister) has rubber-tired disc wheels, 
too. Also self-contained roller bearings, and the same 
high-grade material and finish. 





If you are not handling 
this profitable, quick- 
turning line of coasters 
and carts, get started now 
so that you will share in 
the spring and summer 
business. Write to your 
jobber or to us about the 
wagons which sell them- 
selves. 





The Auto-Cart 


Muto Wheel Coaster Co. Ine 
N. Tonawanda, N. Y. 


Permanent Toy Fair. 
108 Chambers St., 214 Maritime Bldg., 
New York City Seattle, Wash. 





Note:—These exclusive features are being advertised 
monthly to more than a million boys who read American 
Boy, Boy’s Life, Lone Scout, Junior Home Magazine, Sci- 
ence and Invention, St. Nicholas, and Popular Mechanics. 
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TIME LOST 
WILL COVER COST 


EST. 1857 
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“SincE 1855” 
HEREAF TER HE WILL DEMAND A DE- 


PENDABLE “T D & W” HANDLE. 


~ HAnpies BEARING OUR COPYRIGHTED LABELS or STAMPED IN THE 
Heap “T D & W” Are UNIFORMLY OF THE HIGHEST STANDARD 


OUR BEST GRADES ARE THE CHEAPEST IN THE LONG RUN, ELIMINATING 
EXPENSE AND ANNOYANCE OF FREQUENT BREAKAGE. 


Turner, Day & Woolworth Handle Co. 


Incorporated 


LOUISVILLE, KY., U. S. A. 


HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, 
SLEDGES, MAULS, HAMMERS, HATCHETS, CANT- 
HOOKS, PEAVIES AND JACKS 


COPYRIGHTED BRANDS COPYRIGHTED BRANDS 


DANIEL BOONE PREFECTION 
AMERICAN BEAUTY TRIUMPH 
DAISY HERCULES 
SUNFLOWER SUCCESS 
PEERLESS EAGLE 
BEAUTY ROYAL OAK 
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Do you get the linemen’s business? In every locality some one 
distributor has their trade. 

“76” is a carefully arranged selection of pliers, splicing clamps 
and linemen’s climbing irons of the most popular patterns. 
Linemen are confirmed buyers of every item that bears the 
Klein trade-mark—there is substantial profit in supplying them! 
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The Hinge 
That Adds Beauty to 
the Home 
To some people door hinges may seem rather 
- : “Thr small and unimportant. 
g nage Apa ; Nevertheless their mission in helping to make 
. | * oa or mar the appearance of the rooms in a modern 
“—_4 oe home is worthy of serious thought. The 
6é e 99 
The Door Butt of America 
is designed along lines that insure both Being finished in the various Griffin 
beauty in the home and service whenever hardware finishes it is in wide demand 
the doors are opened and closed. for the better class of houses and office 
_ The Griffin operates freely and easily, it buildings. 
is amply strong for heavy doors and it 4s Your stock should include the steady 
such a pleasing fixture that architects and satites Griffie 
home builders are glad to specify and S 
use it. Send for illustrated catalog and prices. 
Griffi ie, P 
riffin Manufacturing Co. Erie, Pa. 
45 Warren Street, New York 74 West Lake St., Chicago, Ill. 
MONE LUUUUN MNUULUUULUUHULHUULUU AULT 
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The Customer from Missouri 


per re 
eh GBs Re ls te > 


When he says: “Show Me!”—just show him a roll of “Perfect” | 
Hardware Cloth. 


Show him the Galvanizing properly and evenly applied after 
weaving. Show him the Joints which because of out method of 
galvanizing are securely soldered, insuring maximum rigidity and 


9 eS ee 1 Bi -> Be 
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“Sasag: = a preventing the wires from spreading. 
This thorough galvanizing also prevents rust and corrosion. 


Show him the pleasing Finish—a finish that does justice to first 
class materials, resulting in long wear and complete satisfaction. 


By this time The Customer from Missouri “Shows you”—the 


CASH. 


Your Jobber stocks “Perfect.” 


AUTO TOIHNLOOG UHL AU 


.  LUDLOW-SAYLOR WIRE CO. 


St. Louis Missouri 
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The Brookins Measure 
is made in one-quart, two- 
quart and gallon sizes, all 
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It’s Good To Use 
Or Sell 


Many jobbers and dealers in the automo- 
tive trade conduct garages or service stations. 
They find Brookins Measures mighty good ‘to 
sell. 

The flexible metal nozzle and the thumb 
valve are advantages that you can appreciate 
at sight. Convenience, time-saving and oil- 
Saving are obvious. 

Use it yourself. And don’t neglect the 
generous profit that you'll find in its sale. 

Write today for sample and trade prices. 





January 10, 1924 













copper finished. All sizes 
have the flexible metal 
nozzle that reaches any 
oil intake without the use 
of a funnel, and the thumb 
valve that controls the oil 
flow instantly and posi- 
tively. These are distinct- 
ice Brookins features. 


187 Bayard St. 


THE BROOKINS MFG. CO. 






Dayton, Ohio 
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7a Angles lectenithel 


The selling point of this square is that you can 
change angles instantly. Press the button in the head 
of the handle and the blade 
is instantly released to be 
swung in either direction to 
- the new angle you want. 

There the blade locks as rigidly as 
though riveted. 



















Just a moment’s time in demonstrating this 
Simore Try-square will convince your customers 
of its value as a time and labor saving tool. It 
is so carefully made that it is accurate at every 
angle position, and will last indefinitely. 








Any hardware man, jobber or 
retailer, who likes to have the 
best of the new things for his 
customers, will find Simore 
Lightning-Change tools worth while. 











We invite you to write or wire for information 
about our tools and territory open. 


The Simon & Skidmor 
Mfg. Co. PP. 
an Dept. 1-1 


* at * Santa Ana, 
| ve California 


SIMORE T00IS SEL’ 









































ARMSTRONG 
PIPE CUTTERS 





Equipped with either cutting 
wheels or rollers 
No. l - - 14—114 in. 


No. 2 - . 1/,,—21/o in. 
No. 3 . - 14%—4_ in. 


MADE BY 


The Armstrong Mfg. Co. 


Factory and Main Office New York Office 
BRIDGEPORT, CONN. 248 Canal Street 
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OLTS 


FIRE ARMS 


Illustration from Colt ad- 
vertising in current issues 
of national magazines 




















PROTECTION 


PHOTO DIAGRAM OF COLT POS- 

STIVE LOCK. THE STEEL BAR 

OF SAFETY WHICH MAKES AC- 

CIDENTAL DISCHARGE iIMPOS- 

SIBLE. ONLY ACOLT HAS THIS 
FEATURE 


WE fancy the moat and drawbridge builder of your town has gone 
into some other business, which turns over the duty of providing 
adequate home protection to COLT Dealers. How are you making good 
this trust? An invitation accompanied by an attractive descriptive 
folder to come in and see your stock of Colt revolvers and automatic 
pistols will show people you are interested in their welfare and make 
profitable sales. Have you folders? We will send you all you need, 
free. You should have at least one sample COLT Revolver and 
Automatic Pistol to cash in on the big national advertising 
campaign now running in leading magazines, 


COLT’S PATENT FIRE ARMS MBG. CO., Hartford, Conn. 
Pacific Coast Representative, Phil. B. Bekeart Co., 717 Market St., San Francisco, Calif. 


THE ARM OF LAW AND ORDER 
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Kloset Klean Re- 
moves sediment, 
stains and odors 
from toilet bowls 
without scrub- 
bing. 








nomical 
really does 
[very can is of the same uniform 
strength. 

Get a supply of Desolvo from your 
jobber now, put just a little effort 
behind it and you will create regular 
monthly buyers. 


The Chamberlain Company 
Terminal Way 


: D 


Use A Can Every Month 


KEEPS DRAIN PIPES CLEAN 








Regular Profit 


Desolvo is a real, live spe- 
cialty, meets a genuine need, 
and saves plumbers’ bills. 
Your trade will appreciate 
the value of Desolvo. 


Not hard to use—no fuss or 
muss. Just a handy, eco- 
drain pipe solvent that 
its intended work. 



















Sewer and Drain 


Pipe Cleaner 


NET WEIGHT 15 0Z 
Manufactured Com 
THE CHAMBERLAIN COMPANY 


PiT TSBURGH Pa. 
—_ 





Pittsburgh, Pa. 








ESOLVO 
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HARTFORD 
TIRE/ and TUBES 


The greatest ttre deal a hardware 
man ever entered into 





E arrangement to handle the 

Hartford Line has become—in 

1924—one of the choicest franchises 
in the whole hardware field. 


Hartford Cords in all sizes and “H” 
Tread Clincher Cords in 30 x 3% 
have a sales momentum that carries 
them through to a quick, economical 
turnover—month after month. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 

















Remember, it is 


success with t 
equipment you  séll 
them that determines 
whether they are 
satisfied customers. 





The loss of little chicks is tremendous. Chicks that 
hatch out weak and wobbly, and live but a few days, 
mean nothing but trouble and loss. They make one sick 
of the business. 


Queen Incubators 


Are Famous for Big Hatches of 
Strong, Healthy Chicks That Live and Grow 


It is not luck that chicks hatched from Queen Incubators are 
stronger and healthier—it is because the Queen maintains ac- 
curate and uniform hatching conditions throughout the entire 
hatching period, producing almost always a perfect chick fully 
equipped with the strength and vitality for a good quick start. 

e have several ways of helping you build up a larger business 
in poultry equipment. Just ask us how we help. 


QUEEN INCUBATOR COMPANY 


1124 North 14th St., Lincoln, Nebr. 

















Why Shove Whe 
You Cam Roll ? 


The Acme Caster is a ball bearing rolling on a ball 
bearing. It moves in any direction equally well 
because it does not have to swing around. It does 
not wear loose in the socket because the support- 
ing surface is directly beneath the socket rather 
than off to one side. 

Your customers will be delighted, and many will 
replace theic old-fashioned casters with 








From your Jobber; send for catalogue. 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 
AGENTS: 


J. C. McCarty & Co., 29 Murray St., New York City 
C.. W. Gause Company, 693 Mission St., San Francisco, Cal. 
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Don’t Just Buy Screws 


Get down to facts—examine different makes of cap and set 
screws, test them thoroughly. Compare them with Ferry 
Process Screws, Heat-Treated with Bright Finish. 


See for yourself why Ferry Screws are recognized as Standard 
in the Cap and Set Screw field. 


We have always taken the keenest pride in producing the finest 
screws on the market—and still they cost you no more than or- 
dinary screws. 


You will not be experimenting if you stock Ferry Process Screws 
—write us today for prices. 


“[F IT’S UPSET—IT MUST BE HEAT-TREATED” 


The Ferry Cap & Set Screw Company, Cleveland, O. 






PROCESS SCREWS 




















1924: Biggest Year in History 
Whoa January 
Ladd Egg Beater Philosophy (repeated) 


New Teacher: “Now remember that in the beginning the Heavens and Earth 
were created.” Bright Boy: “Yes, but when was that, Teacher?” N. T.: Why, 
oh, yes,—in January.” Two truths. 


In the beginning create business: do it IN THE BEGIN NING—IN JANUARY. “EVERYBODY IS DOING IT.” 
Late years the LADD LINE in JANUARY has attained its largest proportions: hurry stocks for the early CREA- 
TION OF BUSINESS. And why? Because that is the ONLY LINE (4 styles for all requirements) that provides 
PROFITS, at same time VALUE, SERVICE and SATISFACTION. Every sensible merchant everywhere knows 
this—and all are sensible—as they all CARRY LADD’S CONTINUOUSLY. NEW MERCHANTS please observe 


the complete stocks of LADD’S in stores of all your successful competitors. 


Prevent all lost sales by starting right. DON’T YELL ,“Whoa January.” She 
moves rapidly. If inventory is late, JUST LOOK UP STOCK NOW AND 
ORDER NOW AS JANUARY PROFITS COUNT. 


LADD BEATERS—4 styles for all requirements. 

LADD MIXER CHURNS—1 at., 2 qts. Removable Beaters. 

SATURN REELS—2 finishes, 40 ft. cord. 

CAN OPENERS—=s usual varieties. 

RAZOR PARING KNIFE. NUT CRACKERS. 
JOBBERS the world over and US. 











United Royalties Corporation, 1133 Broadway, New York 
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SCREWS 


WOOD SCREW CO. 
New Bedford, Mass. 
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Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 





It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on @ center or & 
level to guide them. They cut from the outer rim. The entire surface is at 
work all the time; no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grain wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 














LIDSEEN eacereeoOILERS 





Controls 
the Oil 


The Mechanic selects the 
Lidseen Positive Force Feed Oiler 


because he knows he can regulate the flow of eil 
by means of the operating lever. e aiso knows the 
spout cannot become clogged, as Lidseen Oilers are 
Force Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 
Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to sell it. 
» eae numbers. Copper plated or gun metal 

nis | 

Ask your jobbers’ representative 





LIDSEEN PRODUCTS 
832-840 So. Central Ave. Chicago 














Best Selling Clothes Wringer Made 


Entirely satisfactory—that’s the reason Anchor Brand 
Clothes Wringers keep right on outselling all other clothes 
wringers. 

Ball Bearings insure easy turning; Best quality Rubber 
Rolls insure long service; Safety Cog Wheel Shields insure 
absolute safety; Hold Fast Clamps once tightened hold 
securely; every part of every wringer made the best we 
know how and there’s years of “know how” back of every 
Anchor Brand Clothes Wringer. 


LOVELL MANUFACTURING Co. ERrgE, Pa. 
World’s Largest Manufacturers of Clothes Wringers 
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cushion. 
catalog. 


Elastic ‘Tip Co. 








Tips For Hardwood and Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. 
This line is only one of our big sellers. 


3/0 Atlantic Ave., Boston, Mass. 





oo 





The felt washer acts as a 
Write for 
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For Your Mason and Plasterer Customers 





‘“‘Masbag’”’ 


A MIGHTY GOOD BAG 


FOR THE MONEY 


Gentlemen—Here’s a Mason’s and Plasterer’s Tool 
Bag that you’ll find a ready, rapid, volume seller. 

It looks like a much more expensive bag than it really 
is. It’s well made of 10 oz. gray (white) duck that will 
stand a lot of wear and tear. It has a guaranteed lock 
and holding straps that keep the bag tightly shut. Its 
heavy cow-hide handles are securely attached to the 
body and never pull off. Its bottom studs are coppered 
steel] and protect the canvas well. You'll go a long way 
before you find such a good bag at such a low price, yet 
which returns you such a good profit. Write us for 
prices and sample bag; a penny postcard will bring 
them by return mail. 


ALSAK CORPORATION 


26 WOODWORTH AVE. YONKERS, N. Y. 


STRONG— 


Where strength 
is needed 


The castings in Athol Vises 
(where strength is needed) are 
made in our own foundry, under 
our own eyes, under chemical 
control, from a 
special grade of 
semi-steel which 
possesses high 
tensile and com- 
pressive strength 
combined with 
great elasticity. 


This Semi - Steel 
is sufficiently 
rigid to endure great strain with- 
out breaking. It carries 35,000 
tensile strength, approximately 
8,000 more than the highest grade 
of cast iron. 


Every unit in Athol Vises is made 
in the best possible manner from 
the best possible material; each as 
good as the Castings. Would you 
like to have Catalog 36C? 


Athol Machine & F oundry Co. 
Athol, Mass. 


ATHOL VISES 






No. 624 


4 in. Jaw closed 
6 in. Jaw open 
Weight 50 Ibs. 


Swivel base can 
be tightened by 
hand and is in- 
stantly released. 























“Ready at all times to co-operate in improving quality and appear- 
ance of turnings,” says Marble Arms & Mfg. Co. of Gladstone, Mich. 
























Cuts below show cross sections of joints and swivel. 
ee ee aaa 





> 
The handle on this rod is an example of the difficult turning work 
we try to do well for the Marble Arms Mfg. Oo. 


To give the manufacturer a 100% job in appearance 
and wood quality in turnings is a he-man’s job and we 
appreciate the responsibility. 


We don’t always hit the ball 100% either, but we have 
the will to ? so. We want new accounts, stable ac- 
counts, like those we now have. Growth of our cus- 
tomers means our growth. 


Give us a chance at your requirements. 
over. 


Let’s talk it 


KALKASKA HANDLE Co. 


KALKASKA MICHIGAN 
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Pennsylvania Self Cleaning Lawn Rake 

A Patented Self Cleaning Lawn Rake, light in weight, never 

| )} failing in action and one of the strongest Lawn Rakes on the 

jj ) }} }}) )) [} }}) ) / / | push on the handle permits the head to collapse and clean 

OT SP ers at a ae itself on the ground, in one operation, and instantly the Rake 
A CL Yj Z2 Zjjz77 is clean and ready for use again. 

Prices. Dealers, if your jobber does not stock this Rake, order direct 

and we will bill thru the Jobber you name. 

PENNSYLVANIA LAWN RAKE CO. 


market today. When Rake becomes congested, a backward 
Jobbers wanted throughout the U. S. A. Write for Literature and 
5907 Carpenter St., Phila., Pa. Western Representative, B. E. Leas, Luverne, Minn. 











BLUE-KID 


ALL QUALITY 


oP 

oR 

; 4 HOUSE PAINT 
I 
T 
. 








A Wonderful Proposition 





1 Gal. Cans 2.25 per gallon 

% “é 6c 9.35 we 6é 

4 6c “ 9.45 6c 66 
Delivered .Your City 


Compare these prices with what you are paying 
for equal analysis. 









~Z2OzZ00M 


eae heen 








I Analysis 
Whites and Tints 
Ca Lead & Zinc 81% 
D o You rry a Calcium ao 10% 
. : Barium Sulphate 

Quick Turn-Over Weatherstrip? P ,- 9% 
Hardware Dealers are realizing that Economy All Metal Weather- Pure Linseed Oil 82.00 
strips are tak ng the place of the cheap wood, felt or rubber strip. Japan Dryers 15.50 
The following letter is typical of many others: Solution 2.50 
**I never before would have believed that any kind of weatherstrips : ; 
would sell as fast as the ‘‘Economy.’”’ They have tripled our We confine ourselves to one dealer in a City. 
weatherstrip business. You may duplicate my last order.’’ . 
Economy All Metal Weatherstrips are easily installed by an Ask Us for More Information 


amateur, sell at a low price, and are guaranteed to last as long 
as the window. Write today for samples and full information. 


Sager Metal Weatherstrip Co. Progress Paint Mfg Co., Inc. 


162 W. Austin Ave. Chicago, Ill. Louisville, Ky. 























HOW TO BUILD AS YOU GROW 


With Heller Shelving it is not absolutely necessary to tear out all of your present shelving and install new modern equip- 
ment. Install At This Time a small combination. After a few months when the additional profits from the first installation 
warrant install one or more cabinets until your store is completely modernized with Heller's Hardware Shelving. 


Cabinet No. 606 Cabinet No. 605 Cabinet Nu. 602 Combination No. 122 shown here is the logical Com- 
bination to install NOW. 


Size 23 feet, 5 inches long, 7 feet 1% inches high. 
Solid oak exposure, antique finish. 


EASY TO INSTALL, simply cut away enough of your 
resent shelving so Combination >. 122 will fit in. 
t is not necessary to remove shelving higher than 7 
agg 1% inches as this will rest on top of Combination 
0. , 


Change can be made after working hours with your 
regular sales force. 





No interruption in your business and no confusion. 


Write TODAY for complete specifications and Catalog 
Cabinet No. 382 Cabinet No. 38068 Cabinet Yo. 305 No. 26-A. 


WwW. C. HELLER & CO, - = = MONTPELIER, OHIO 
































January 10, 1924 HARDWARE AGE 121 





| Gite secrete cs, Springfield Pump Display Fixture 
+. This Fixture carries five different models of the 
popular Springfield Pumps. 

It displays them attractively and may be used in a 
Show Window, on a Show Case,’ or on a Counter or 
Floor. Height 38 inches, width 30 inches. Very 
compact. 


Get one and watch it reduce expenses, speed up 
service and increase both sales and profits. 


If your Jobber cannot supply you—then send to us. 


The SHAWVER CoO. $3 Springfield, Ohio 
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‘Jhere's Money In 
ACME Atomizers 

y . © Madslnevery 4 fi oe 
& Practical gp 


Style 
























Farmers know 
that whether they get 
a crop or the pests get 
it, depends on proper spray- 
Y ing and dusting. Farmers 










» 0% 
ae 
Y 
) ZL S simply must have atomizers e 
ple and sprayers, and for years This L f h 
te they have known of the good qualities of the a C 
, Cj Acme line. 
| tr Acme tools are made of substantial material, s | ° 4 f 
and are absolutely guaranteed. There’s a pe b | a ety 
! steady yearly demand for the Acme trade- 
marked line of atomizers, hand sprayers, dust- 


REGISTERED 
























ers, powder guns, compressed air sprayers, etc. With the new No. 202 Dead Bolt 
A Very Complete Line Night Latch absolute protection 

The line includes on Sonne —- of is secured. 

styles and prices, making it possible to please 

every customer in any locality. This year’s ge gy a —— ger gy a 

good yields and prices in crops requiring these onli ide. — + be 


) \ tools, assure an urgent de- Compressed Air Sprayer 
AA mand in 1924. Get ready. 















opened wages the proper key. 
It gives absolute protection to 


Sold gs Ra ough home or business. 
Send for Catalog Write for prices on this new, 


The Acme line has never been (iis 
sold through mail-order houses. @ 
@ The line is handled by jobbers | 

throughout the country We & 
protect both dealer and jobber. & 
a Dealers have the advantage & 
of ordering a complete line from one house. 


Write for catalog and name of nearest jobber. 


POTATO IMPLEMENT COMPANY 
L Dept. 11 Traverse City, Mic\.:-.0 


easily salable latch. 
Send for prices and new illustrated catalogue Ne. 6 


@® INDEPENDENT IOCKCO,@® 


LEOMINSTER, MASS. : U.S.A. 
Mfrs. of cylinder locks, padlocks end key blanks 
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em _ STANLEY 
BOX STRAPPING 


No. 3000 “Twinrold”—Self-Tightening 


im eoile of 800 feet, is coiled double and has great 
tensile strength. The ribs aliow naile to be driven ob 
liguely, taking up the slack and drawing the strap tight. 





Prcsefesee geass’ 





THE STANLEY WORKS 
New Britain, Conan. 
New York Chicago SanFrancisco Les Angeles 
Seattle 


™ Manufacturers of Wrought Hardware 
Hin and Carpenters’ Tools 
AH iil 


om a sam oe Oa ae SEES SD EEE EE HE TD EE St SY 


‘ ms SCCERSLRCHSTERS eee eeeetaeecctaceetionee nuige 
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The Standard “‘S” 
Wrench 











This is the Bemis & Call Improved Ad- 
justable S Wrench. Graceful in design, 
an all-around wrench, but especially 
useful in corners and confined places 
where the ordinary wrench is useless. 
Easily adjusted by thumb of hand hold- 
ing it, as nut is of sufficient diameter. 
Carefully hardened and tempered. 

Guaranteed B. & C. Quality sells it. 

Write for prices. 


BEMIS & CALL CO. 
Springfield, Mass., U. S. A. 





















Taplin 
Double Dasher 





nal for Mop Wringers Ath NS 


satisfactory mop wringing device. 


‘No. 477— i 
White Handle The widespread use of linoleum on floors in all {i} 

No. 478— rooms in the house is increasing the need for a | 
| 

| 


Ebonized Handle 


One of 28 sizes and 
styles embracing a beater 
for every purpose. 













squeezes the water completely | 
out or leaves the mop just the 
desired dampness. It shortens 


The IRON frame gives 
great rigidity. It cannot 


give, bend or pull out of 
shape. The IRON drive 
gear and pinions provide 
the solidity and bearing 
surface to keep the gears 
in perfect mesh. Undoubt- 
edly the most durable and 
easiest running egg beater 
made. 


Eight Beating Blades of 
Correct Design. Center 
Drive, Lustrous Rustproof 
Finish. Attractive White 
or Ebonized Handles. 





THE TAPLIN MFG. CO., New Britain, Conn. 
New York Office, 71 W. Broadway 


















the time and reduces the work 
of cleaning floors. It takes the 
dread, drudgery and backache | 
out of mopping. \ 
Every housekeeper and every 

| 


} 
exactly meet this need. It 


janitor or cleaning woman | 
should have a ‘White “Can’t | 
Splash” Mop Wringer. | 
Your Jobber sells them. Ask 
him about the FREE silent 
salesman and advertising mat- 
ter with your name imprinted 
or write us for details and illus- 
trated folder. 


























COOLER IRONING 
Less Time—tLess Labor—Less aaa’ 


Royal Irons do better work in less 
time—simple as the old style irons 
and twice as easy to work with. 
Heat regulated instantly. Handle al- 
ways cool. Two cents worth of fuel 
does average ironing. OVER one 
million in use. 


Special “‘Advertising 
Offer” to dealers 


Royal Self Heating Iron Co. 
Big Prairie, Ohio 


“Soot Westing Iron 















There’s a Mine 
of Intormation 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in the HARDWARE 
AGE each week. Make it a habit 
to read your business paper regu- 


larly and thoroughly. 
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On the Road to Bigger Sales 


Cyclone national advertising has paved the way 
for increased sales on “Red Tag” quality fence. 
Are you on this smooth road which leads to 
“Bigger Sales”? 
The public have been taught the advantages of 
having their homes protected and made more at- 
tractive by use of Cyclone Fence and Gates. 
Tie-up your store with this national advertising 
by broadcasting the fact that you are the local 
dealer in Cyclone Fence. Harvest the profits 
that await you. 
If you are not already a dealer in Cyclone Fence 
and Gates, and wish complete information, write 
to the nearest offices, Dept. 29. 
The “‘Red Tag’’ 
wis Sear a Cyclone Fence Company 
Factories and Offices: 
Waukegan, Ill.; Cleveland, Ohio; Newark, 
N. J.; Fort Worth, Texas; Oakland, Cal., 


(Standard Fence Co.); Portland, Ore., 
(Northwest Fence and Wire Works). 


CYCLONE FENCE 
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Well 





No. 602 
Cast Bronze 
Cylinder 
Pad Lock 





Buyers Will Like 
These Special Features 


SHACKLE: Case hardened steel, rust proofed. 

CASE: Special “Bohannan" Bronze of great strength. 

BOLT: xtra heavy. Locks shackle at both ends, giving 
added security. 

—_ 2 inches, Furnished also with bronze shackle and bronze 

chain. 

Write for prices and sample lock. 


WILSON BOHANNAN, Inc. 
758-766 Lexington Ave., Brooklyn, N. Y. 


Established 1860 











CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting e Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insu 
” ect fastener that will not ben 

e driving. You will not find frac- 
tures between the corru Spe 
effort is made to have the corrugations 
—— so that have equal draw- 

g 

These fasteners are the only fasteners 
sg ye with a cone: cae by 
edge, patents, process and machines bein owned ourselves. 
oo a widths and cevtuginloun, “alee in coils wound 
right e 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 




















A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-cperate with you. 





Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 
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Ne. 15 Bag Set 
Includes 6 


in place when in use. 











br eak- 
age. List price,$1.58. 


ALLEN WRENCH SETS 


with ocold-drawn sockets come in combinations covering 
every wrench requirement of mechanics and car owners. 
Box Sets and Bag Sets—embodying all features of high- 
grade mechanics’ tools in the handiest possible combina- 
tions. Write for booklet and proposition to the Dealer. 


THE ALLEN MFG. CO., 


139 SHELDON ST. 
HARTFORD, CONN. 


STAR HACK SAW 


Counter Salesman Display Rack 


Ask your jobber or write 
direct to us for information 
en how you can get this 
sales boosting, time saving 





_—_- - o- —— s- —- 


device. Made of metal and 
handsomely decorated in 

: (\ colors. 

TLR J 





Clemson Bros., Inc. 
Middletown, New York 


0 (a 
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CLEMSON BROS. |* 

















WIRE 


steel posts, steel gates, trolley wire, rail bonds, 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 
crete reinforcement. 


Electrical, rope, 
barbed, plain, nails, 
tacks, spikes, bale- 
ties, hoops, springs, 
netting, wire fences, 


Aerial tramways. 


Illustrated books describing uses, FREE 


; American Steel & Wire 


Chicago—New York 


Company 








Share this New Record with us 


All signs point to 1924 as being the biggest, 
brightest outlook ever experienced in the sales 
history of the new 


TURNER MoTORCH 


Hardware dealers from all sections of the 
country are preparing to supply the ever- 
growing demand for this super-torch. Their 
experience last year proved that it outsells 
all other torches. They know that those 11 
new exclusive improvements are what torch 
users want—-and will have. By all means 
share in this unprecedented demand. Order 
Turners at once from your j ‘ 


f [HE TuRnen BRAsSWORKY » 


District Representatives: 
San Francisco: Rice-Hitt Co., 623 Larkin St. 
we eae Rice-Hitt Co., 416 Hibernian The World's Largest 


g 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. Manufacturers of 3 


New York: The Turner Brass. Works, 36 Torches, Fire Pots 
Murray St. and Brazers 























SAFETY 
FUSE 








Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 

We manufacture various 
brands of fuse, among 
which you should find 

one adaptable for your 

work. 





€ 


The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 








MACHINES 











Spaulding tule: Co. Se eewands M. y. 




















_ ROCK ISLAND PISTON VISE 
Swiv 





2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 


for complete Rock 


ROCK ISLAND, ILLINOIS 








Vises and Hardware. 


ISLAND MFG. CO. 





Give Them 


Phenix Quality 8% 


In Storm Sash Hangers and Fasteners 























Show your customers the » 
line of Window hardware that #9 
saves trouble and mishaps. Phenix \ 
Hangers and Fasteners are simplest, oe 
handiest, easiest applied, most efficient— 
that’s why they sell best. New improve- oo 
ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 

— ment storm #indows and porch enclosures. 
:. Samples free. 





032 Center Street 
Milwaukee, Wis. 







Mfg. Co. 
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A LIVE ONE 


Acts like a live one. Wags his 
tail and turns his head. Just 
full of movement and fun! 





Our entire line of wheel-goods 
are fast movers with big profits 


See our display at the New York Toy 
Fair, No. 802-805 Hotel Breslin, N.Y.C. 


Write for Catalog 


HARDWARE AGE 
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Size of Book, 7 x 10% inches 


Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


The 1923 edition is indispensable in economic direct-by-mail 
romotion work and also a helpful guide for salesmen’s calls. 


very sales manager should have one on his desk, and eve 
salesman could profitably carry a copy in his grip. as 


$10.00, postpaid . 


The most valuable mailing-list that it is possible to procure 
anywhere at any price. 


HARDWARE AGE 


(Verified List Department? 
239 West Thirty-ninth St. New York, N. Y. 





pe WeeSye 


’ Is a member of the fast selling Toddler Line of Toys. 
Each number in this line is made in response to a per- 
sistent demand. When the demand for any number falls 
off that number is dropped. By this rigid policy dealers 
are assured of toys that sell. Large production enables 
dealers to secure highest quality at lowest prices. 

Look over this line at the New York Toy Fair, Febru- 
ary 4th to March oth. Make your headquarters at Room 
344 Imperial Hotel. 

Write for the beautiful new catalogue showing the 
complete line in full colors—note the Toddler policy of 
shipping that allows a complete line of nursery and out- 
door toys at a small investment. 









Horsie Toddler 
made in four 
sizes. 





Rey 302 Indiana St. bey. 
ie Y Toy Division Oshkosh, Wis. y SG 
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Let’s tell you ail about the 
NEW BIG-BANG CANNON 
ON FOUR WHEELS 





Here it is and it’s a beauty. Cord attachment allows 
the real boy to pull it around in-doors or out. The 
base is heavily reinforced—there’s no wear out to it. 
The ammunition case is right in the side of the gun. 
The barrel alone measures 10% in. New plunger- 
type breech-block, improved spark-plug and other 
improvements make this BIG-BANG a winner. 


It’s a WANTED Toy 


Retails for $3.00 complete—weighs 5 lbs. 
Send for a dozen—less dealers’ discount. 


TOY CANNON WORKS Bethlehem, Pa. 











—————————— 
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Bells and Bell Toys 


For 


HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephonés, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 








Radio & Electrical Supplies 


Harr Alter’s “POCKET- 
fA BOOK” is a net price, monthly 
Va catalog containing hundreds of 
Me tadio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive ° 
copy monthly. 

Since all pric ces in es 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. ‘“‘The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 
Dept. 23 
Ogden & Carroll ana. Chicago 














Roller “O¢3°° Skates 
Rubber or Steel 


Self-contained Ball 
Bearing 
Sidewalk, Rink or 
Racing Skates 
If your jobber does not 
carry the skate you want, 
write for our catalog and 
prices and we will see 
that your wants are cared 

for promptly. 


CHICAGO ROLLER SKATE COMPANY 
4458 W. Lake Street, Chicago 











Every Ford Owner NEEDS THIS 
WRENCH IN HIS TOOL KIT 







When spark plugs are 
rusted in, it takes a 
wrench to remove t 
We will guarantee our 


3620 to d 
o do this trick. The 3620 can be used on 


cylinder head bolts and 
will get the two under 
the dash. You can use 
it on water connections 
and other parts. 


Show this number 3620 to every Ford owner, 
it will make sales, show you a good profit 
and be a fast seller. 


WALDEN-WORCESTER 


incorporated 
WORCESTER, MASSACHUSETTS 

















THE HAMMER 
HOLDS 
THE TACK 


Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 
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To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men fo handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION _ STORE a 
Deep tread steps, full length grips, rubber 
" everhead track system, firm construction throughout, 
Bc ager og noise and produce a ladder 
of ample F eecon. “i — we and 
‘efficiency only—neat of design— 
finished height — 
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ice Tools and other equipment 
for every ice handling pur 
hand 


id 
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A large stock always on 

to promptly meet your 
quirements, 

Write for complete price list 
discount sheet, display cards. 


GIFFORD-WOOD CO. | 
Main OMe & Buty a Hin st § 
NewYork, Beiten Chicago, Pittsburgh §) 


EC 








Q. Lindemann & Co. 


Manufacturers of 


BIRD ph 

ari. CAGES ~*~” 
lh 2. Established 1863 

eeenenniiae — 35-37 Wooster Street New York 
























Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 

Made only by 


ANTI-BoRAxX COMPOUND Co. 





Fort Wayne, Ind. 
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H. B. SHERMAN MFG. CO. 





THREE LEADERS FROM THE SHERMAN LINE 


ALL OF HEAVY WROUGHT BRASS 





Sherman Hose Clamps Diamond Nozzle Sherman Coupling 
Brass The Best At Any Price There is no Substitute. Look for the 
Rust-Proof Cost Less Than Other Good Ones Word Sherman Stamped on the Nat 
Clear Through 
The Only 
a ese cay ia 
Satisfactory 
Clamp Made (Patented) (Patented) 


SEND FOR FREE BOOK—GOLD BY JOBBERS 
THERE’S A PROFIT FOR -YOU IN SHERMAN GOODS—THE BEST FOR A QUARTER CENTURY 








BATTLE CREEK, MICHIGAN 











“LENOX” 
HACK SAWS —BAND SAWS 





AMERICAN SAW & MFG. CO. 
SPRINGFIELD, erase U.S.A. 


~ DIETZGEN 
Measuring Tapes and 
Folding Rules 


are widely used by the build- 
ing trades. Quick sellers with 
good profit. Catalog on request. 





Bee ee ee ee ee 








Drawing Tables, 
Boards, Scales, 


T Squares, Tri-- EUGENE DIETZGENCO. 


angles, Curves, Chicago NewYork San Francisco New Orleans 
Instruments. etc. Pittsburgh Philadelphia Washington 


Unsurpassed — 


Hard To Equal 


Geo. W. Diener 
400 N. Monticello Ave., Chicago, lil. 










Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 











G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIOK 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 











~“ COMBINATION 
SOLDERING AND TINNING FLUX 





Every Garage Dealer, Tinner and Electrician in Your Com- 
munity is a Large User of This Superior Flux. Send Today 
for Sample and Prices-of this big trade winner. 


Non-explosive, Non-corrosive. 


THE RUBY CHEMICAL CO. 
68 McDowell St. Columbus, O. 
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“Q-B” Brand Cut Tacks With the Baur Guarantee 


Highest quality. None better. All kinds 
of Cut Tacks; also Basket, Clout and 
Trunk Nails. 


BAUR TACK COMPANY 


Heads perfectly centered and Needle 
Points. Full Weight and Count. 
Prompt shipments. 


Indianapolis, Ind. 















Stock the Best—BARTLETT PRUNERS ne 


All your lines will suffer if you stock inferior tools. Quality is 
inherent in all Bartlett Tools. For instance, this Two-hand 
Pruner has more desirable features and easier cutting qualities 
than ever before combined in one tool. 


Ask for prices on the complete line. 


BARTLETT MFG. CO., 430 E. Lafayette Ave., Detroit, Mich. 

















Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Puwaches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled wauiunien and use the finest quality of materials in making our products. 


i: Osborne High Grade Punches 


We stand back of every tool we make, 


Try us. Write for Catalog and Prices. 





Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 




















Incandescent Lamps—A Complete Line 
CONSOLIDATED ELECTRIC 





co. 
pane, Mass. 
**Licensed Electric 
Company's Incandescent —— patents.”” 








Glass Knobs 
and 
Glass Knobs 
Sets 


Reading, Pa. 





E Knob Works 








GEO. BAKER & SONS 
MASS. 


TACKS 


BROCKTON, 








Freight Elevators 
and Dumbwaiters 


Write for 
our catalog 


Energy Elevator Company 
214 New St. Philadelphia, Pa. 

















Economy 
Hose Attachments 
end 7 oon hose to smooth 
ucets. Slips on and off easily. 
Rooney Mfz. Co. 
Germantown Ave. 
See niladetonio. Pa. 








2,000,000 Sold 
Burditt & 
Williams Co. 


Sole Importers 
Boston, 







"MARTY TRAPS 








SELFSEAL PRESSURE COOKER CO., Inc. 
JAMAICA, NEW YORK, U. S. A. 
9 qt: $15.50 12 qt. $17.50 
15 qt. $20°00 f.o.b. Jamaica 
COMPLETE—NO ExTRAS 


Liberal discount to trade 











American Can Company 


TAPS 
Dies, Screw Plates 


WINTER BROS. CO. 
Wrentham, Mass. 





J 











SILVER LAKE 


SASH CORD 


NET WEIGHTS 


Silver Lake Co., Newtonville. Mass. 


FULL LENGTHS 





“They Have a 
Bull Dog-Grip”’ 


Manufactured by 
U. S. Clothes _ Co., Montpelier, Vt. 


1015 Union Bank Bide. Pittsburgh, Pa. 

















The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


J. R. Torrey Razor Co., Worcester, Mass. 














J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


—RIVETS 














BALE TIES 


Best Made—Prompt Shipment 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 























Clothes Lines 
Chalk Lines—Masons Lines 
Picture Wire and Shelf 
TURNER & STANTON CO. 
251 Broad Street, Norwich, Cona. 
== oCY tHES 
Scythes since 1812, Axes ci 1800 
RIXFORD MFs. East iugheste, Vt. 
CARPENTERS’ 
—CHALK— 
STANDARD CRAYON CO 
Danvers, Mass. 
JOHN SOMMER’S 
PEERLESS FAUCETS 
Made of best Maple, with Leather 
Lining and Best Block Tin Key. 
Beware of Imitations. Genuine are 
Stamped with Maltese Cross. ~ 
John Sommer Faucet Co., Newark, N. J. 














Easily first in the manufacture of 
effective tools for stone-working. 
Send for our catalogue—FREE. 
TROW & HOLDEN CO. 
Barre Vermont 


nn” . 
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SAMSON|CORDAGE WORKS, 






c 


MANUFACTURERS OF 4% 


BRAIDED CORDAGE ¢3 






We SASH CORD, CLOTHES 
Se? LINES, SMALL LINES 


~~ 





AND COFTON TWINES Bs ot t, FIC sewnm casas 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE | 


Waa 
1 AUNT} 
Desa asttll 





















































. Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 

















" 


“VICTOR” clipper 









Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 








——— 





i 


enameled in 
colors 


Plain or 


STRATTO 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
STRATTON MFG. CO., Stratton, Maine 








TAPS and DIES 


The Famous “Carpenter ae om 


Precise Uniform 


J. M. Carpenter Tap : and Die nes 


Oldest Tap and Die M sia America 
Pawtucket Rhode Island 


REGISTERED 
{RADE MARy 


V 











are Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 









“THE SPIRIT OF THE GOLDEN RULE 
VERY-WILLIAMS TOOL” 











J.H. WILLIAMS & 0. 
“The g Peop 
BROOKLWN-BUFFALO- CHICAGO 














U. Ss. E. EX ba il BOLTS 
' ro A Type 


for 


Every Job 





U. S. Expansivn Bott Co., 139 Franklin St., New York 











BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 


made to order. 
M. S. BROOKS & SONS 
CHESTER CONN. 








Makers of Every 
Kind of Screw, 
Nut and Bolt. 


CORBIN SCREW CORPORATION 


American Hardware Corp., Successor 


229 High Street New Britain, Conn. 











The SEYMOUR SMITA Redland Pruner 
A High Grade 
Warranted Pruner 
Forged Steel Parts, 
High Grade Ash Han- 
dies, Long Steel Fer- 
rule. Bolt and Nut with 
Lock. Send for Cata- 
logue of Pruning Har 


SEYMOUR SMITH & nae Ra Aoe Oukville, Conn., U. § 
es Agente 
JOHN H. GRAHAM & CO, 113 Chambers Street, New York 





= 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. | 











SATELLITE 


Incandescent Lamps 


A guaranteed Tipless Line of quality 








58 YEARS AGO 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 


need no introduction. 











Tungst Nit Mill T i i 

Lemos “that glans. cbininne ikea en ie ee : 

BEDFORD LAMP WORKS, INC. American Shearer Mfg. Company = 

22 Hudson Street, New York City Nashua, N. H. = 
This FREE Display Stand Sells PEERLESS HOSE 
Clothesline Pulley Sets Soon as Displayed UN IVERSA CLAMP 


Order brings it. 
Window shows it. 
Sales prove it. 


Send for Discounta, 


Ritch & Pidge 
Mfz. Co., Ine. 
Fultonville, 
Me We 





lie 











Adjustable, Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 
No rough edges to cut hose. Put on in less than a 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. Trademark on every —_ and carton. 
Get them from your jobber—or write 


UNIVERSAL INDUSTRI a: CORP. 
Hackensack, J. 
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RATES 


Set Solid: $3.00 for minimum of 50 words—6c for each additional word 
All Caps: $4.00 for minimum of 50 words—S8c for each additional word 
Box Display: $5.00 for 1 inch—$4.00 for each additional inch 

10 insertions 


Discount for 4 ineertione—15% Discount for 8 
Positions Wanted Advertisements—50°% off the above rates 








Business Opportunities 


To the right man with ten to 
twenty thousand dollars to invest in 
a going Hardware, Plumbing, Heat- 
ing and Mill Supply business in- 
corporated for $50,000, we offer an 
exceptional opportunity. We solicit 
investigation. Address Box F-915, 
care Harpware Ace, New York. 








PARTNER WANTED—Man who 
is in sition to invest $5,000 in 
going business handling hardware 
and John Deere implements. Town 
of 1,200, located in Eastern Oregon. 
Future prospects for growth in busi- 
mess cannot be surpassed. Full in- 
formation to interested parties. Ad- 
dress Box F-952, care HARDWARE 
Ace, New York. 





FOR SALE—Retiring from busi- 
ness. Hardware and housefurnish- 
ing store on main street of small 
town, twenty-six miles from New 
York. Good location, rapidly grow- 
ing neighborhood; cash trade. A 

€ opportunity for investment of 
capital. Address Box F-954, care 
Harpware Ace, New York. 





Machinery For Sale—One Roving 
Twister; one No. 3 Braider Square; 
one 36 Bobbin Rhode Island 
Braider, brand new; two glass fus- 
ing machines; three large lubricat- 
ing tanks. Will be sold at a bar- 

n. STRONG MACHINERY & 
UPPLY CO., 292 Church St., 
New York City. 








For Sale—My half interest in a 
hardware and furniture store. Well 
established. Doing good business. 
Ninety miles from St. Paul in cen- 
tral Minnesota. Reason for sell- 
ing, wish to retire. Address Box 
os care Harpware Ace, New 

ork. 





TYPEWRITERS—AIll makes of 
slightly used machines, $20 up. Easy 
monthly payments if wanted. Free 
trial. press prepaid. Guaranteed 
two years. Write today for price 
list. Payne Company, Department 
282, Rosedale Station, Kansas City, 

nsas. 





FOR SALE—GENERAL HARD- 
WARE BUSINESS in a rapidly 
gowns manufacturing city of 120,- 

population; is located in exact 
center of retail district and was 
founded in 1872; clean, well bal- 
anced stock and up-to-date fixtures; 
sales 90% cash; stock will run about 
$40,000; owing to age and long ill- 
ness offer exceptional opportunity; 
no agents. Make me cash offer after 
investigating. Jos. A. Scott, 29 Oak 

ne, Trenton, N. J. 





On short notice must vacate: have 
about $20,000 stork, all  Irinds 
builders’ and shelf hardware, paints, 
tools, automobile accessories, oils, 
etc, to dispose of quickly as a whole 
or in part. Also né@éw Heller Fix- 
tures, show cases, etc. F. William 
Richter, Jr., East Northport, N. Y. 





FOR SALE: Well-known hard- 
ware business, established 25 years, 
located in three-story steam-heated 
building in heart of business section 
of town in New York. Equipment 
consists of show cases, cash regis- 
ter, safe, racks, adding machine, de- 
livery car, etc. Stock in A-1 con- 


dition and will inventory about 

7,000. Will sell pment for 

500. Address Box F-964,. care 
ware Ace, New York. 


Help Wanted 





Have a position open for a Sales- 
man who thoroughly understands 
hardware, mill + kitchen and 
sporting goods. he N. D. Phelps 

ompany, Barre, Vt. 





Wanted—Soon, general hardware 
man for head of department, to earn 
at least $35.00 week. State age, 
experience and with whom. City of 
25,000 in Western Pennsylvania. An- 
nual sales $200,000.00. Address S. S. 
Bryan, Titusville, Pa. 





Salesman to cover Missouri, Kan. 
sas, Nebraska and Iowa, to sell a 
line of tools that have been on the 
market for over twenty-five years. 
A man experienced in hardware and 
knowing that trade is desired; age 
25-35 years. Address Box F-968, 
care Harpware Ace, New York. 





Wanted—A Pittsburgh Hardware 
Firm has an opening for a young 
man with some hardware experience, 
to assist in keeping stock records 
and help in_ preparing price lists. 
State age and experience in this par- 
ticular line. dress Box F-970, 
care Harpware Ace, New York. 





Positions Wanted 





Want a Position? 


When hardware concerns want experi- 
enced help they naturally turn to the 
“Positions Wanted” column of the busi- 
ness paper that dominates the hardware 
field. 

That paper is HARDWARE AGE. 
When you want a position—use the 
HARDWARE AGE Want Section. 














“Have secured agents as result of 
classified advertisement.” 


Mr. Monroe Sunshine of Sunshine-Jas Co., New York, engs: 
“We received nine replies from our advertisement for agents for 
our Sunshine Radiant Gas Heater and we have secured some 
agents as a result.” 

Use the Harpware Ace Opportunity Exchange to reach anyone 
connected with the hardware trade. It pays. 








A concern needing a man of prov- 
en ability to manage a large retail 
hardware store, to promote sales and 
put new life into the business would 
do well to write me. Have twenty 
years’ experience, in which I man- 
aged two of the best money makers 
in the country. Would be willing 
to invest in a small block of stock 
in an established concern. Would 
consider a position as buyer for a 
wholesale or retail house. Address 
Box F-959, care Harpware AGE, 
New York. 





HARDWARE MERCHANTS 
ATTENTION—Live wire hard- 
ware, houseware, plumbing and mill 
supplies man wants a position with 
a concern that needs new life and 
—s Fifteen years at the game. 
Can handle myself as well as others. 
Expert on stock systematizing. Can 
you use me? ew York, New 
Jersey, Pennsylvania or Connecti- 
cut preferred. Address Box F-966, 
care Harpware Ace, New York. 





Buyer, Manager or Salesman— 
Desire change. Eighteen years ex- 
perience, 37 years old, married. 
Let’s get acquainted. Address Box 
von care Harpware AcE, New 
ork. 





Married man, age 35, with 15 
years experience in hardware lines, 
desires position as salesman. with 
reliable concern, covering Missouri 
and Southern Illinois. Address Box 
Se care Harpware Ace, New 

ork, 








Experienced retail hardware man 
desires position with live retail hard- 
ware dealer located in Cleveland or 
suburbs or nearby town. Has had 
seven years experience with whole- 
sale hardware firm. Address Box, 
J. R. Cleveland office, Harpwarz 
Acs, 538 Guardian Bldg., Cleveland, 


10. 








More Than Pleased with Results 


B. B. Neal of Commonwealth Hardware 
Co., of New York, says: “We are: more 
than pleased with actual results. We 
secured two high class salesmen through 
your efforts and will certainly continue 
with you as necessity arises. 


You can also obtain satisfactory results by 
using the Opportunity Exchange. 














Hardware Age Classified Advertise- 
ments Bring Results. 


“We are very pleased with the number of replies received from 
our two ‘ADS’ placed in your publication. 
"We think that this is a very. satisfactory manner of securing 


representatives.” 
SANFORD BAT CO. 
Sanrorp, Maing 


Hardware salesmen watch these columns for business opportuni- 
ties. Tell them about it when you want live sales representatives. 

















Says this advertiser,— 


“We are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with the hard- 
ware business, Harpware AcE is, without a doubt, 
the best medium fer advertising.”—J. H. Yewdale 
& Sons Co., Milwaukee. 


It pays to use the Opportunity Exchange. 
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RATES 


Set Solid: 
All Caps: 
Box Display: 


$3.00 for minimum of 50 words—6c for each additional word 
$4.00 for minimum of 50 words—Sc for each additional word 
$5.00 for 1 inch—$4.00 for each additional inch 
10% Dtacount for 4 insertionse—15% Discount for 8 insertions 


Positions Wanted Advertisements—50%, off the above rates 








Positions Wanted 





Sales Accounts Wanted 








AN who has been a 


Sales Executive for 
twenty-five years and now 
occupies position of Gen- 
eral Sales Manager, wishes 
similar position in or near 
New, York. Experience cov- 
ers Sales, Advertising, Ac- 
counts, etc. Domestic and 
Export. Highest references, 
wide acquaintance. Will 
make cash investment with 
right concern. 

Address Box F-965, care 
HarpwareE Ace, New York 


7 














Salesman, age 30, married, four 
years experience as _salesmanager 
covering jobbing, retail and direct- 
to-consumer fields. Competent of 
assuming _ responsibility. Possess 
pleasing personality and enthusiasm; 
seeks connection with reliable house 
desiring dignitied and profitable rep- 
resentation in Connecticut or ll 
New England. Reside New Haven, 

nn, Available now. Address 
Box F-971, care Harpware AGE, 
New York. 





Sales Accounts Wanted 


Established manufacturer wants 
salesmen calling on hardware, house- 
furnishing and auto accessory trade, 
to handle new items as side line. 
Goods are high grade and something 
needed by everyone. Liberal com- 
mission, protected territory. State 
lines now handled and territory cov- 
ered. Address Box F-955, care 
Harpware Ace, New York. 








AGENCY WANTED — We 
are in the market for a good 
agency. Must be a first class 
concern with first class goods 
with merit that fill a more or 
less universal need. New York, 
New Jersey and the New Eng- 
land States. Hyfield Mfg. Co., 
292 Church St., New York City. 














Am opening sales headquarters in 
Portland, a Desire to com- 
municate wit manufacturers of 
different hardware line who desire 
representation in Pacific Coast 
States. Experienced hardware man 
who knows retail business in North- 
west in charge. Address Box F-953, 
care Harpware Ace, New York. 





Salesman with fifteen years road 
experience in Colorado and Wyo- 
ming. Knows personally every de- 
artment store buyer, hardware and 
umber dealer in above two states. 
Wants a few more lines which would 
interest above merchants. Can give 
ou high class representation after 
taller. 1, 1924. Wood Harrell, 
413 Charles Bldg., Denver, Colo. 





Sales Representatives 
Wanted 





WANTED—One or two strong 
lines of merit that will repeat and 
a fair volume of business secured 
for the hardware, implement or de- 
partment store trade for New York 
State and Pennsylvania. Commis- 
sion basis. Established trade of 
years standing; aggressive represen- 


tation; fully responsible. ddress 
Box F-956, car Harpware AGE, 
New York. 





Sales Representatives 


Wanted 


Sales Representatives 
Wanted 





The Indiana Aluminum Ware 
Corporation, Elkart, Indiana, man- 
ufacturers of Aluminum cooking 


utensils, want a good live wire sales- 
man to carry their line exclusively 
and also six good side line salesmen 
—good territory and the right man 
can make big money. Must have 
close association with hardware, de- 
partment and furniture stores. Onl 
experienced salesman _ considered. 

e also manufacture two styles of 
Electrical percolators and prices are 
right. Applications strictly confi- 
dential—give experience and refer- 
ences in first letter and state whether 
applying for exclusive or side line. 
Address Box F-914, care HarDWarE 
AcE, New York. 





We desire salesmen now calling 
on Hardware, Implements, Lumber 
Yards and allied lines to carry our 
line of wood and steel Gates, Gate 
Steels, and Stepladders as side lines. 
Guaranteed good and _ satisfactory 
commissions. Write us stating ter- 
ritory now covered. Gregg Manu- 
facturing Company, Fredericktown, 

io. 





_ We have a good side line for a 
live wire salesman covering Hard- 
ware Jobbers territory Pittsburgh to 





St. Louis. Address Box F-963, care 
Harpware Ace, New York. 

Sales Representative Wanted— 
We want reliable salesmen with 
established trade, sell our well 
known, practical, reasonable price, 
line poultry supplies, full or side 
line. Laberal Cuataniialen. Atlan- 
tic to Mississippi. State experience. 
references, territory desired. Line 


guaranteed, hardly necessary carry 
samples, descriptive circular should 
answer. W. H,. Collins, 18 Jay St., 
New York. 





Small Tool Manu- 


facturers 


A cooperative export syndicate of 
small tool manufacturers having 
representatives and salesmen in 
various parts of the world is open 
for one or two more members in 
allied but non-competing lines. 
Address replies to 
Room 1011 
1457 B’ way, New York City 

















SALESMEN: CALLING ON 
THE HARDWARE TRADE WHO 
WISH TO ADD TO T 
LINE OR CARRY AS A 


‘LINE AN IMPROVED GARDEN 


IMPLEMENT. FAST SELLER 
AND NATIONALLY _ ADVER- 
TISED. WRITE FOR  PAR- 
TICULARS, TRENTON PATENT 
MANUFACTURING _COMPANY, 
112 MURRAY STREET, TREN- 
TON, N. J. 





SALESMEN desiring an _ excel- 
lent side line for the hardware and 
department store trade, secure our 
proposition to sell our popular line 
of ober saving Magic Weeder Hoes. 
Give full particulars as to age, ex- 
perience, line now sold, extent of 
territory covered, etc. Richard 
Mfg. Co., Bangor, Pa. 





HARDWARE AGE has the 
quality circulation im the 
hardware field. 








FIVE HUNDRED INQUIRIES were received in reply to adver- 
tisements appearing in the ‘SOPPORTUNITY EXCHANGE” of 
HARDWARE AGE, during the month of November— 


wee. 


Are you looking for a POSITION? 
Do you need HELP? 
Do you want SALES REPRESENTATIVES? 


Have you a Hardware business FOR SALE? 
Do you want to BUY a Hardware business? 


Do you need more SALES ACCOUNTS? 


ee 


WHY NOT MAKE KNOWN YOUR WANTS 


TO THE HARDWARE TRADE BY USING THE OPPORTUNITY EXCHANGE 
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Today and every day this year 
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239 West 389th Street, New York City 


Every Dealer 
Has a Copy 
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A perfected sales plan 


that is almost automatic 





’ THIS— 
SELLS THIS— 







Selling a man his favorite cigar is prac- 
tically automatic, but selling him socket 
wrenches for his car is a job, unless 











they're Snap-ons. Then it’s just a matter The fies Buick Kit 

. . : h here contains || 

of getting the name of his car, selecting a ee  k oiaar 

‘Snap-on Kit for it, and letting him see solid handle _ socket 
wrenches. 


how much. socket wrench efficiency has 
been crammed into a handful of high- 
grade, well-made tools. A little word- 
picture describing the 80-pound heap of 
solid handle wrenches (on the right) he'd 
have to have and carry to get the same 
efficiency, then the price, and nine times 
out of ten he'll say,.‘“‘Wrap ‘em up!” 


AND AVOIDS THIS— 





Thousands of dealers are working it just 
that way and putting re-orders on our 
books. If they can, you can. Get the 
complete facts now—they'll point a new 
and wider way to profit. 











MOTOR TOOL SPECIALTY COMPANY 


14 E. Jackson Blvd., Chicago 


SNAP-ON WRENCH COMPANY, Mfrs. 


nap-on 


INTERCHANGEABLE 


Socket Wrenches 


‘The Greatest: Service From the Fewest Tools’’ 
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Talk to These Pests 
with a Remington Rifle 





W oodchucks make endless trouble im the freids. 


ee eee ee one 
tical side. 





farm activities everywhere. 

Reason | — The thrill of “getting” a moving target 
Reason 2 Protection against the destroyers and 
nuisances like weasels, rats, foxes, skunks, bob- 
cats, coyotes, gophers, hawks and crows. 
Reason 3 — Picking up some cash from raccoon, 
‘possum and skunk skins. 





























YOUR money back — 


through quick sales and rapid turnover on Remington products. 
The known—the advertised line, versus the. unknown—the unadvertised line. 


Remington advertising helps you to get your money back—plus your: profit. 


Look for Remington’s advertisements in February! 


The ‘Authority in Firearms, Ammunition and Cutlery 
Also Makers of Remington Cash Registers 
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